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Modern farming has gone piggy-back, so 


This Farm Fleet has a One-Man Crew! 


Motomation has reached the farm! 

With a Minneapolis-Moline Uni-Farmor, the farmer commands a self- 
propelled squadron of machines that harvests virtually every crop from a 
single power source. He cuts hay with the Uni-Windrower, bales hay with 
the new Uni-Balor. He turns hay or row crops into silage with the Uni- 
Foragor. He harvests grain, bean, or seed crops with the Uni-Harvestor; 
picks corn with the Uni-Huskor or picks and shells your corn with the Uni- 
Picker-Sheller. And, all SIX Uni-Farmor machines mount on the same 
Uni-Tractor. One man runs them all! 

Only Minneapolis-Moline builds the Uni-Farmor. It is another of the out- 
standing engineering achievements that have given this 131-year-old company 
idea leadership in the tarm machinery industry. The Uni-Farmor is one more 
reason why thousands of American Farmer-Businessmen look first to MM for 
machines to make farming pay a better profit. 
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Red Devil makes the best scrapers 
in the advertises them 
to 10 million customers 
regularly in Better Homes and Gar- 


world and 


potential 


dens--Popular Science- Popular Me 
chanics—-Farm publications and many 
other magazines 


This creates a big demand for Red 
Devil Scrapers. A demand that will 
mean a bigger turnover—more profits 
with 40% or more discount—when 
you sell Red Devil—the world’s num- 


ber one scraper. 


Now I 


Extra easy storing. All Red 


Devil woed scrapers have hole 
drilled in handle for hanging. 












Your Biggest 
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and these specialties 


CSi—Carbide blade 
lasts 100 times longer 


Red Devil Super-Sharp high carbon steel 
blades are reversible and replaceable without 
tools or trouble. Blades are available plain 


or serrated—and give you added sales and 


profits when you stock them. 


RS 23—The NEW RED HED—with RED- 
BLADE which flashes DANGER when open 
Locks, automatically, open and closed 


Red Devil Tools: 


Union, N. J. 


World's Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872. 


for 


wee 


Profit Line 


with 40% or more discount and 
because they sell faster! 


@ | 





10 A little gem just 


1” wide. Per 


close work 


No. 40 7” handle 
Famous 1'2" carbon 
steel double blode 


really big 
sellers 
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No. 50 Finest spade type 
wood scraper. 9” overall 
length 2'2" double blade 
N 9 Sandpaper Holder. Trigger control gives 
astant release of sandpaper. This holder mokes 
good sanding jobs quick and easy. (No. 9A has 


sponge rubber base for added resiliency and give 






No. 8—Pistol grip is 
reversible—gives added 
power ond comfort 


SS 
No.13—Famouws Red 
Devil Jak-Nife scraper 


No. 14 — Super long 
handle — 14" overall 








there’s 


STRENGTH 
ina name 


¢ ST. LOUIS 10, MO. 


NIXDORFF-KREIN MANUFACTURING COMPANY . o16 Howaro 87. 
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Subscription price in United States and 
Entered as second-clars matter at the post office, Dalton, Georgia, under the A 
Volume 125 Number |! 
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WOOD SCREWS 
STOVE BOLTS 
MACHINE SCREWS 


A&B 
TAPPING SCREWS 


CARRIAGE AND 
HANGER BOLTS 


DOWEL SCREWS 


WOOD & TYPE U 3 


DRIVE SCREWS a 


: 
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DEEP SLOTS, with 
PARALLEL SIDES, 
PRECISION CENTERED OVER 
SHANK, 
COMPLETELY UNIFORM 


Cheap heads twist, break off, cause injury, and 
damage material. Your customers know the im- 
portance of trouble-free heads, and the advan- 
tage of the right type of head for a specific job. 
That's why Southern Quality and Variety are bring- 


ing customers back. 


Let your customers know you've stocked Southern— 


then watch traffic grow in your store! 


Write for free color Label Chart, and Bulk Stock List. 
Box 1360-SH, Statesville, North Carolina. 


SCREW COMPANY 


STATESVILLE * NORTH CAROLINA 


New York + Chicago 


WAREHOUSES: Dallas + Los Angeles 


Sold Through Leading Wholesale Distributors 
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T. W. McALLISTER, Managing Director 
RALPH E. KIRBY, Editor 
FRANCES A. KELLY, Assistant Editor 
BARON CREAGER, Southwestern Editor 
(7713 Inwood Road, Dallas 9, Texas) 7 
CHARLES E. SMITH J. A. MOODY Fred J. Helpap finds that the new Pet Promotion—big Pet 
Businen Menoger Prodection Menoger eeatlienasiialil-~antaephecty elendionans cod chayotation 


“Sales in all departments of my store have gone up, thanks to 
this Pet promotion,” says Mr. Helpap, who is a partner in 


Cc °o N T E N T Ss Court Hardware, Saginaw, Michigan. 


How new PET promotion 
creates extra sales 


ALL OVER THE STORE! 


Reports from distributors and dealers show that 
the new Pet power tool promotion turns a store 
into “‘do-it-yourself’’ headquarters, and creates more 
related item and impulse sales. 

The Pet sales plan is a continuing, local area 
sales plan that moves power tools in volume, with 
big, powerful newspaper ads, a contest for each 
store, and complete merchandising kits. Plus our 
sales and advertising personnel detailed to help you. 
All backed by strong national ads keyed to the 
local promotions. 

And there’s plenty more! Like the report from a 

Dustness Representatives leading research institute which contains the un- 
BL. Rocans, 200 Madises Ave. New York, N. Y. Phone: a biased facts about power tools . . . and proves Pet 


ray Hill 2-4 ; : 
Mass. : Co a top line! 
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Outlook for Business—B5usiness activity for the remainder of 1956 and 

into 1957 will remain good, but the government's tight money policy 
will take some of the edge off the boom. Meanwhile, high employment and 
high personal incomes keep consumers in a buying mood. The outlook for 
retail trade, and for all phases of business, is excellent. Consumer 
purchasing power is presently headed for new record levels. 


Consumer Spending— Personal income in August was at a record annual 

rate of 328.2 billions, up about 4 billions from July for the largest 
monthly gain since August, 1952. With actual buying power up about 20%, 
purchases of both durable and nondurable goods are expected to continue 
strong. Lately, consumers have also been putting 7.5% of their incomes into 
savings or repayment of debt. 


Prices Rise—A steady advance in prices has offset somewhat higher in- 

comes. Wholesale prices have been moving up steadily since mid-1955 
and are now about 3% above a year ago. Farm products are up about 2.5%, 
processed foods 3.8% and other commodities, 3%. In latter group, metals, 
paper and leather products showed the biggest gains. 


Employment Up—WMore than 66 million persons were at work in September, 

the largest total ever registered for that month. Nonagricultural 
employment offset a decline in agricultural workers. Meanwhile, hourly 
earnings of factory workers reached an average of $2 for the first time in 
September. 


Retail Sales—Sales of retail stores showed a slight decrease in 
September--from 15.9 billion in 1955 to this year's 15.7 billions. 
Sales by hardware and building materials dealers dipped slightly. 


Whelesale Sales— Sales by the nation’s wholesalers in July climbed 8% 
above the 1955 month and for the year's first seven months showed a 10% 

gain. In comparison with the average for all wholesalers hardware dis- 

tributors reported an average gain of 10% in July and were 8% ahead 

for the year. 


Consumer Credift— Consumer borrowing in mid-summer exceeded repayment 

with the result that total consumer indebtedness continued upward. 
A record total of 37.1 billion in consumer credit is now outstanding. 
This is 13% of consumer disposable income, up a bit over 1955. 


Construction Activity— Outlays for new homes totaled 15.2 million in Aug- 
ust, 12 percent less than in the 1955 month. So far this year ex- 

penditures for homebuilding are running 9% under 1955. The number of new 

houses started in the year's first 8 months was about 18% less than in 

the corresponding period of 1955. 
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WAY PROMOTION 
PROGRAM 


Helps you sell more Kaiser Aluminum Farm Roofing! 


FREE | You and your store will be on 
@@e@ © the cover of these attractive JOHN SmiTH 
direct mail pieces when you become LUMBER co 
a Kaiser Aluminum Farm Roofing <0 some 
Dealer. Each mailer includes a 
timely newsletter of spe- Actin 
cial interest to your best 
prospects. You provide a mailing list of 
selected customers —we provide postage and 
» barmet all printing and mailing. 


Progress) gurnal : 
l farm Jenin 











2 National and local advertising! Big consumer and farm mag- 

® azines—like Farm Journal, Progressive Farmer, Farm Quarterly 
—consistently sell advantages of Kaiser Aluminum Farm Roofing 
...the modern roofing that’s light, strong, easy-to-handle, rot-proof 
and forever rust-proof. Also ads in local newspapers and local radio 





commercials reach prospects right where you do business. 


Free display rack and farm building plans! Sturdy, wire-frame 

® display rack fits on counter or wall...permits fast customer 

selection from eleven building plans. Most feature low-cost, pole 

type construction and show in detail how easy it is to build with 

Kaiser Aluminum Farm Roofing. You get the rack and a complete 
set of plans free! 





eeeeeeeeeeeeeeeeeeee eee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeneeee ~seeeeeeeeeeeeee 


program to work for you. 











: , Fomotion Progra ON 
Put this 3 Tl this coupon today! 1 
Kaiser Aluminum & Chemical Sales, inc. 
| Dealer Service Division, Room 7981 | 
oO c | 1924 Broadway, Oakland 12, California | 
Please send information on Kaiser Aluminum Roofing and 
| 5 | Siding, and include details on the advertising program | 
| | 

. . . . NAME — = —_ . 

The quality roofing for better farm buildings 
| Appress — | 
Kaiser Aluminum Roofing and Siding *« Shade-Screening | | 
Roll Valley Flashing * Welded-Clad Irrigation Pipe fi city STATE ie : 


Electrical Building Wire and Outdoor Farm Wire 
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Increase your file turnover...Stock and 
Display these Black Diamond Best Sellers! 











ni 


SAW FILES — You can sell lots of Taper files — Regular, Slim, Extra Slim and Double Extra Slim, for saw 
teeth with 5 to 16 points per inch. Fastest moving sizes: 6” and 7”. 








CHAIN SAW FILES — Increasing popularity of this homeowner's power tool is reflected by bigger sales 
of Black Diamond Chain Saw files. They come in Round, Square and Lozenge for every chain saw need. 


; 
— a EE ES eet 
; 


REGULAR PURPOSE — The Black Diamond Mill file is a steady, year-round staple, widely used for metal 
removal and smoothing. Most customers ask for the 8” size. Keep enough on hand. 


WOOD RASPS — With woodworking one of America’s top hobbies, you have a ready-made market for 
cabinet and wood rasps. Build volume by stocking both smooth and bastard cuts. 











Customers buy what they see. Display your files prominently for bigger volume, bigger profits 


(Im Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND — 
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Manufacturers 


of Transparent Materials 


TRANSOLITE - TRANSOGLASS - TRANSOLUME - TRANSORAY 
Beats all competition! 


for SALES! ¢ for PROFITS! ¢ fast TURNOVER! 


You can sell top quality for less Big, new savings over regular 
dealer prices! 


money! 


TRANSOLENE products are HOT! 


They move fast—no “dead” num- 


bers! 


Big, full, TOP QUALITY \ine of glass substitutes 


TRANSOLITE 
V4"green cotton mesh cords 
become an integral part of 
acetate body. No bubbles or 
air pockets. Transmits Ultra- 
Violet rays. 





TRANSOLITE 


V4" white cotton mesh cords. 
Acetate applied to both sides 
to form one single sheet. Trans- 
parent, transmits Ultra-Violet 
rays. 


TRANSOGLASS 


? x 9 galvanized wire. Spaced 
for greater light transmission. 
All joints and wires of strong 
wire mesh, reinforced and em- 
bedded in acetate. 


TRANSOGLASS 


\4x14 galvanized wire. Ex- 
tremely durable, air-tight and 
practically unbreakable. Wire 
embedded in acetate to make 
one integral weatherproof 
sheet. 





ASK 


A dally 
\\\\\\\ NT 


coh 
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your JOBBER 
about additional 


savings over regular 


j, if, P dealer prices! 


——y 
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TRANSOLUME 


4x4 aluminum wire. _Light- 
weight aluminum wire be- 
tween 2 acetate sheets. Trans- 
parency with extreme light 
weight. 





TRANSORAY 


Clear as crystal, flexible & 
tough. Transmits Ultra-Violet 
rays. Easy to work, edges can 
be sealed with a hot iron. 
Hundreds of uses. 


— 
XJ your jobber doesn't stock TRANSOLENE products write us direct for the name and address of one who does 


|RANSOLENE LORP 


Northwest Highway — Barrington, Illinois 


For more information use Handy Return Card, Page 56 














Allison-Erwin Celebrates 50th Year; 
Begins Construction of New Warehouse 


ALLISON-ERWIN Co., Charlotte, 
N. C., one of the largest hardware 
wholesale organizations in the 
Southeast, celebrated its 50th an- 
niversary on September 20 by 
breaking ground for a million dol- 
lar building which will house its 
main warehouse and general of- 
fices, 

The building is being erected on 
a six and one-half acre site in the 
2900 block of North Tryon street 
in Charlotte. Henry J. Allison, 
chairman of the board, and John C. 
Erwin, president, announced that 
the new building should be com- 
pleted in a year. 

Company officials explain that it 
will make their headquarters more 
accessible to the company’s cus- 
tomers in the Carolinas and will 
enable Allison-Erwin to give all of 
its customers more efficient service. 

The expansion in Charlotte is the 
climax of a history of growth in 
which the company has developed 
from a small enterprise of 50 years 
ago to a firm with 11 branches in 
four southeastern states. Those in 
the Carolinas are at Asheville, 
High Point, and Goldsboro in 
North Carolina and at Greenville, 


Columbia and Charleston in South 
Carolina. There is a branch in 
Montgomery, Ala., and Allison-Er- 
win Co. of Georgia, affiliate com- 
pany, operates a general office in 
Atlanta and branches in Macon, 
Savannah and Albany. 

The new building will have ap- 
proximately 200,000 square feet of 
floor space with about 35,000 de- 
voted to an office wing. The re- 
mainder of the two-story structure 
will be used for warehousing. A 
unique feature of the structure 
will be the two operating levels in 


H. J. Allison J. C. Erwin 


both the warehouse and office sec- 
tions, Both levels of the warehouse 
will have railroad sidings and 
truck docks. There will be space 
for eight railroad cars and 30 
trucks. Many of the company’s 
customers drive to Charlotte for 
merchandise. Arrangements have 
been made to provide for them 
plenty of parking space. The lot 
designed for visitors and em- 
ployees is large enough to accom- 
modate 150 cars. 

The company began operations 
on September 20, 1906, as the 
Charlotte Hardware Co., and en- 
gaged in the wholesale and retail 
hardware business. In 1924, the 
name of the parent company was 
changed to Glasgow-Allison, and 
in 1943 to Allison-Erwin. It with- 
drew from the retail business to 
concentrate all of its efforts on 
wholesale distribution in 1946. Mr 
Allison and Mr. Erwin have been 
chief officers and in charge of its 
operations for 34 years. Other of- 
ficers are: J. B. Caddell, secre- 
tary and treasurer; Jack Johnston, 
vice-president and general sales 
manager; James R. Allison, vice- 
president and controller; J. B. 
Caddell Jr. and P. H. Batte Jr., 
vice-presidents; and D. M. Pru- 
ette, assistant secretary. 

Both Mr. Allison and Mr. Erwin 
are prominent in the nation’s 
wholesale distribution industry. 
Mr. Allison is a former president 
of both the Southern and the Na- 
tional Wholesale Hardware asso- 
ciations. 
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W. A. Parker, Jr. Named 
Beck & Gregg Official 


THE APPOINTMENT of W. A. Park- 
er, Jr. as vice-president and sales 
manager has been announced by 
Beck & Gregg Hardware Co., 
wholesalers in Atlanta, Ga. 

A navy veteran, Mr. Parker is 
a graduate of Atlanta’s Emory Un- 
iversity. Prior to his present ap- 
pointment he had served in various 
capacities in the company, his lat- 
est duties being that of a buyer. 


SOUTHERN HARDWARE for NOVEMBER, 1956 











. i -, 
ME a} 
AY 








Mi, M IL- VA 7a A 


another fast SELLER from BEVIN 


@ 3-inch Solid Brass Bell 


@ Antiqued Black Stand 
(Also available in Turquoise, 


* FOR THE RUMPUS ROOM Rose and Yellow) Ash Tray Base 
* FOR THE DEN Lustrous Satin Finish Bell 
* FOR THE KITCHEN Clear, Pleasing Tone 
*% FOR THE LIVING AREA Display Packaged 
Suggested Retail * FOR THE SICK ROOM 
$3.95 %& FOR THE PORCH eR 


Another 
Here's another fast selling Bell from Bevin. It's an almost irre- year in year out 
isti j i . Best Seller 
sistible gift and housewares item that has year ‘round appeal. lig 
Just the thing for everybody's 
Rumpus Room. An ideal ‘‘guest 
gift’’ or house warming present. 
THE PATIO 


And, it's priced right and beauti- bine 
fully packaged. Retail GARDEN BELL 


oe a 
The Rumpus Bell is individually © cour & 
packaged, fully assembled in a © BARBECUE BELL o pha _ 
display carton. Put it on display * RANCH BELL © CAMP BELL 


and it will Ring Up Real Sales 


for YOU. Please send me more information on 
ihe NEW BEVIN RUMPUS BELL. 





NAME 


FIRM 


EVIN BRO S.4w> woos 


MANUFACTURING COMPANY, East Hampton, Conn. 
Sales Representatives 
JOHN H. GRAHAM & CO. Inc. 105 Duone St., New York 8, N. Y. MY JOBBER IS 
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(Continued from 


Job P. Wyatt and Sons Co. 
Celebrates 75th Anniversary 


Jos P. Wyatt and Sons Co., 
hardware wholesalers with head- 
quarters in Raleigh, North Caro- 
lina, currently is celebrating its 
75th year of operation. 

The business was established in 
1881 by Job P. Wyatt with Phil 
Taylor as partner. At first the 
company was more of a country 
store handling a variety of farm 
products both at wholesale and re- 
tail. In 1890 Wyatt bought out the 
Taylor interest and was joined in 
the firm by brothers E. S. and P. 
T. Wyatt. The firm became known 
as Job P. Wyatt and Brothers, and 
in 1905 expanded into a new build- 
ing which doubled the size of the 
company facilities. In 1907 Job P. 
Wyatt bought the interest of his 
brothers and took his son William 
L. Wyatt into the business which 
in 1911 was to be chartered as Job 
P. Wyatt and Sons Co. 


Officers 


The elder Wyatt died in that 
year and was succeeded as presi- 
dent by William L. Wyatt who 
holds that office today. Other offi- 
cers of the company are Robert J. 
Wyatt, first vice-president; M. F. 
Wyatt, treasurer; William Wyatt, 
Jr., second vice-president; Robert 
J. Wyatt, Jr., secretary; and S. A. 
Jones, assistant secretary and 
treasurer. 

In 1912 the company moved into 
the first building it had built for 
itself, only to suffer a disasterous 
fire in 1916 which completely de- 
stroyed the building. In 1917 the 
company moved into a new and 
larger building on the site of the 
fire. At this time the company had 
four downtown warehouses in ad- 
dition to the main South Wilming- 
ton street location. 

In recent years the company has 
gotten completely out of the sales 
of many farm items such as seed 
and fertilizer and now concentrates 
on the wholesaling of hardware 
and farm equipment. 

Last year the company moved 
into new quarters which dwarfs 
all its old facilities. The new build- 


10 


ing on U. S. highway 1 puts all its 
operations under one roof. The 
company travels nine men, and 
covers an area within 100 miles of 
Raleigh, using its own delivery 
trucks. 


* 


Keuffel & Esser Appoints 
Meiners Sales Manager 


WILLIAM H. Meiners has been 
appointed sales manager of the 
Hardware Division of Keuffel & 
Esser Co., Hoboken, N. J., accord- 
ing to announcement by A. E. 
Busch, vice-president of the com- 
pany. 


William H. Meiners 


Meiners was formerly  vice- 
president and sales manager of 
Carlson Rules, Monrovia, Calif. 

In his new post he will be re- 
sponsible for sales throughout the 
United States and Canada for 
Keuffel & Esser’s line of woven 
and steel hardware tapes. 


> 


Moto-Mower — 


New General Manager 


APPOINTMENT of Allan W. 
Greene as general manager of the 
Moto-Mower Division, plant of 


Detroit Harvester at Richmond, 
Ind., was announced recently by 
H. Lynn Pierson, chairman of the 
board. He succeeds Ray Hohman 
who has been transferred to De- 
troit headquarters of Detroit Har- 
vester for a new executive assign- 
ment. The appointment wus effec- 
tive August 1. 

Greene, who has been sales man- 
ager of Moto-Mower since Novem- 
ber 1953, will be succeeded by Joe 
Louda who has served as his as- 
sistant since October 1954. Louda’s 
successor as yet has not been 
named. 

Brought to Moto-Mower when 
it was acquired by Detroit Harves- 
ter three years ago, Sales Manager 
Allan W. Greene, heads the com- 
pany’s sales program. A member 
of the board of directors of the 
Lawn Mower Institute, Greene has 
had wide experience in the power 
lawn mower and automotive field, 
in sales, servicing, engineering and 
purchasing. Before the war he was 
with Sears and the Aircraft Test 
Division of Packard. After service 
as an officer in the Navy he re- 
turned to Packard as a cost analyst 
and then a buyer. In 1949 he went 
to Reo, where he managed the 
service department and supervised 
the sales training program, He is 
a graduate of the University of 
Wisconsin and had _ additional 
training at Harvard. 

Greene’s assistant, Joe Louda, 
was with Singer Sewing Machine 
Co. in a sales capacity from 1933 
to 1943, when he entered the Navy, 
serving until 1946. He joined Free 
Sewing Machine Co. after leaving 
the Navy and was with that organ- 
ization until he joined Moto-Mow- 
er in 1954. 
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CF:l CLINTON GENERAL 
1] PURPOSE WELDED WIRE FABRIC 


old ad toint welded 

, strong, and rigid with every joi d 
ey Seoliedies life—this CFa! gerd is 
often used for poultry floors . . . lawn ps Deve 
window guards . .. corn cribs . . . animal pens .. . 
etc. Stay wires cut flush with edce wires to 
eliminate all sharp ends and ose . 
Supplied with spacings from 1 "x1 throug 
2” x 4” in a wide range of wire sizes. 












CF: NETTINGS 


Your customers will find the wide variety of CFal 
Nettings ideal for baseball backstops . . . tennis 
courts ... plaster reinforcement . . . fish and crab traps 
-++ poultry yards... cages for small animals . . . etc. 
Mesh sizes from %” to 2”—all standard heights from 
12” through 72 ”—conventional or reverse twist 
construction—wire sizes from 14 through 20 gauge— 
galvanized either before or after weaving. 




















me) CFcl warpware ciotH 


as “the product with 1001 uses”— 
this CF how de is ideal for rat-proofing 
. .. protecting glass from breaking . . . 
holding farm products and small parts... 
animal cages . . . locker room partitions . . . 


















Stock up on these three CF al pro- 
ducts—products with unmatched 
customer acceptance. Available 


from CF&l-Wickwire warehouses - ... etc. A relatively stiff, 

at the following 18 key locations. neta ae yt ar wire fabric with a4” 
ATLANTA NEW YORK CITY mesh openings up to %4”—widths : 
BUFFALO OAKLAND to 48”. Sold under the brand name 

CHICAGO PHILADELPHIA “Clinton” in the East and “Calwico 

CLINTON, MASS. PHOENIX in the West. 

DENVER PORTLAND, ORE. 

HOUSTON PUEBLO, COLO. 





LOS ANGELES SALT LAKE City 
MT. WOLF, PA. SEATTLE 
NEW ORLEANS WICHITA 


CFei-WICKWIRE 
HARDWARE PRODUCTS 


THE COLORADO FuEL AND IRON CORPORATION 











rd 


THE COLORADO FUEL AND IRON CORPORATION—aAlbuquerque * Amarillo « Billings « 
Houston * Lincoln (Neb.) + Los Angeles * Ookland * Okichoma City * Phoenix © Portland + Pueblo + Salt Lake City + San Francisco « 
WICK WIRE SPENCER STEEL DIVISION—Atlanta + Boston + Buffalo * Chicago * Detroit « New Orleans * New Y, 

CFal OFFICES IN CANADA; Toronto * Montreal 





446) 

Boise + Butte « Casper + Denver « Ej Paso + Ft. Worth 

Seattle * Spokane « Wichita 
* Philadelphia 
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Pictured above are two industry members who have figured prominently 
in organizing the newly-formed Southern Hardware Golf Association which 
holds its first tournament, Nevember 29-December 1 in Southern Pines, N. C. 
Frank May, left, serves as chairman of the prize committee, while Hank 
Worthington, right, has been named pro-tem secretary-treasurer. Interim 
president is W. N. Dixson. Membership applications are being accepted. 


Southern Hardware Golf Association 
Plans First Outing at Southern Pines 


DURING THE recent convention of 
wholesalers and manufacturers 
in Atlantic City, plans were set for 
the first organizational meeting of 
the newly-formed Southern Hard- 
ware Golf Association. 

Patterned after the eastern 
group, the new organization will 
hold its first meeting and tourna- 
ment November 29-December 1 at 
the Mid-Pines Club in Southern 
Pines, North Cerolina. 

At the Atlantic City meeting 
committees were appointed and 
pro-tem officers were named to 
shape plans untii permanent offi- 
cers can be elected. W. N. Dixson, 
Brown-Rogers-Dixon Co., Win- 
ston-Salem, N. C., has been named 
interim president. Serving with 
him as secretary-treasurer is Hen- 
ry M. “Hank” Worthington, H. 
Linn Worthington Co., Garrison, 
Md. 

Committee chairmen are as fol- 
lows: E. B. Frock, Hanover Wire 
Cloth Div., Hanover, Pa., attend- 
ance and reception; Russ Hoehl, 
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Russell, Burdsall & Ward Bolt and 
Nut Co., Port Chester, N. Y., tour- 
nament committee; and Francis P. 
May, May Hardware Co., Wash- 
ington, D. C., prize committee. 


Membership Requirements 


Membership in the new organi- 
zation is open to wholesalers at the 
executive level whose companies 
are located south of the Mason- 
Dixon line and maintain member- 
ship in either the Southern Whole- 
sale Hardware Association or the 
National Wholesale Hardware As- 
sociation. Membership also is open 
to manufacturers, serving the 
southern trade who are members 
of the American Hardware Manu- 
facturers Association, and to man- 
ufacturers’ agents calling on the 
southern trade. 

Letters of application for mem- 
bership should be sent to: South- 
ern Hardware Golf Association, 
Garrison, Maryland. 


Beck & Gregg Names 
Autrey Vice-President 


JAMES J. AUTREY has been 
named a vice-president of Beck 
and Gregg Hardware Co., whole- 
salers in Atlanta, Georgia. 





J. J. Autrey 


Prior to his present appoint- 
ment, Mr. Autrey had served as 
manager of the housewares and 
paint departments. A leading buy- 
er of housewares, Mr. Autrey has 
been associated with Beck and 
Gregg for 20 years. 


a 


Mrs. W. H. Terstegge 
Passes in Louisville 


Mrs. W. H. TEeRSTEGGE, wife of 
W. H. Terstegge, president of 
Stratton-Terstegge Co., wholesal- 
ers in Louisville, Ky., passed away 
September 23 in Louisville. 

Mrs. Terstegge, with her hus- 
band, was a familiar figure at the 
various hardware conventions and 
meetings and had many friends in 
the industry. 


oa 


SSIRCO Names Sales Head 
for Miami Warehouse 


THE APPOINTMENT of G. Robert 
Stuyverson as sales manager for 
the Miami warehouse of Southern 
States Iron Roofing Co., is an- 
nounced by Lee Bartholomew, 
vice-president of warehouse sales 
and operations. General head- 
quarters are in Atlanta, Ga. 
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ANOTHER ole FIRST! 
Sell MORE MOWERS on easy TIME PAYMENTS 


with Koleyg 


MOW NOW-PAY LATER or 


alehitelah vale ls PAYMENT 
PLAN 





financing service 


FEATURING NO RECOURSE TO YOU 


IT’S A FACT! You'll turn more mower shoppers 
into mower buyers when you sell on easy terms. 
And now you can do it without large financial 
outlay ... without bothering with collections... 
without any risk or recourse to you. 


It’s Foley’s new Mow Now—Pay Later easy 
time-payment plan. You sell your customers on 
easy terms. Foley’s financing service pays you ae ssn y . y ¥ 
the complete sales price . . . makes all the collec- 3 
tions . . . takes all the risk. These time payment 


plans have proved 60 be about the most o Send for this FREE Brochure on Foley's “Mow 
ful selling tool in America today. Now— Pay Later” plan. Use coupon below. 





Hg it sod d f 


Add to Foley’s easy payment plan, their 
14-day free home trial offer and you’ve got the ' 
greatest combination you’ve ever had for selling A np — as 10% down... 
more mowers to more customers. Say S aaa we 


What’s more Foley offers a complete line of 
powerful high quality mowers in sizes and prices LA you get complete sales price immediately 
to suit every customer’s need. Backs them up no risk or recourse te you 
with powerful advertising and merchandising ed 
aids. Here’s your opportunity to join the thou- 
sands of dealers who follow the Foley route to 
greater sales. Ask your jobber salesman about es Ss Ge ee ee ee ee es 
Foley’s financing plan... 
FOLEY MANUFACTURING CO. 
3300 N.E. 5th Street, Minneapolis, Minnesota 
Please send me information on your "Mow Now — 


Pay Later” Power Mower Financing Plan. 


Nome 


FOLEY MANUFACTURING COMPANY 


MINNEAPOLIS, MINNESOTA 


Address 


City State 
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Fred Barksdale Retires 
From Brown-Roberts 


FRED W. BARKSDALE, long-time 
official of Brown-Roberts Hard- 
ware & Supply Co. in Alexandria, 
Louisiana, retired effective August 
1, after more than 51 years of 
service all with the same firm. 


Fred W. Barksdale 


Widely-known in the industry, 
Mr. Barksdale served two terms as 
president of the Southern Whole- 
sale Hardware Association. Par- 
ticularly noted for his keen sense 
of humor he is perhaps the most- 
gifted story-teller in the hardware 
industry. 

Mr. Barksdale began his career 
with Brown-Roberts in 1905 and 


(Continued from page 12) 


eventually served as manager of 
the retail operation from 1925 until 
it was discontinued in 1932. He 
served as company treasurer from 
1915 until 1926 in which year he 
was elected a vice-president of the 
firm. Mr. Barksdale headed the 
purchasing department of the com- 
pany at the time of his retirement. 

He resides at his home, 1823 Al- 
bert St., Alexandria, La. 


» 


Power Products Elects 
Spoor to New Position 


JOHN W. Spoor, general sales 
manager of Power Products Corp., 
Grafton, Wis., has been elected 
vice-president in charge of market- 
ing for the engine manufacturing 
firm, R. T. Lueloff, president, re- 
cently announced. 

Spoor will supervise sales, serv- 
ice, and advertising of the com- 
pany’s complete line of lightweight 
industrial engines. 

Before joining Power Products 
as sales manager in 1954, Spoor 
was with the A. O. Smith Co., Mil- 
waukee, for seven years, where he 
progressed from distribution serv- 
ice manager of the water heater 
division to general manager of the 
product service division, sales 
manager of the welding products 
division and assistant general man- 
ager of that division. 

Earlier he was manager of 
branch operations for the Bruns- 


John W. Spoor 


wick-Balke-Collender Co. in Chi- 
cago and held sales positions with 
the B. F. Goodrich Co., Cities 
Service Oil Co., and Goodyear Tire 
and Rubber Co. 


* 


Charles H. Bennett, 
Daisy President, Dies 


CHARLES H. Bennett, president 
of Daisy Manufacturing Co., Plym- 
outh, Mich., died at his home there 
September 17. Mr. Bennett was 93 
years of age. His presidency of the 
Daisy company and affiliation with 
scores of community projects, or- 
ganizations and businesses 
throughout the years had made his 
name widely known. 


Dallas Warehouse Conference 


* 


Shown above are warehouse and management personnel of member companies in attendance at the warehouse 
conference staged recently in Dallas, Tex., by the Southern Wholesale Hardware Association 
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The carefully designed com- 
pact construction of this 
merchandiser enables you to 
stock up to 5 dozen tools in 
such a way that customers 
can see and handle them 
easily. Tools are held in 
position securely and yet 
can be inspected convenient- 
ly and quickly. 

The Tact that this mer- 


chandiser doubles as a dis- 
play and a stock rack enables 
you to move your garden 
tool department to the front 
of the store during heavy 
buying seasons for maximum 
sales. This efficient unit is in 
keeping with all the latest 
trends in proven methods of 
displaying and selling more 
garden tools. 


MATCHED TOOL ASSORTMENT AND QUANTITIES OF EACH 


3 ADW Dandelion Weeder 

3 AFSH Floral Scuffle Hoe 

3 A3SC 3-Tine Cultivator 

3 AW7 Warren Hoe 

3 A4D Ladies Spading Fork 

3 ASTO Square Top Onion Hoe 

6 AFSD Floral Shovel Double Handle 
6 AG6 \% Field and Garden Hoe 

3 AFTSH Turf Edger 


3 ASGW Weed Whip 

3 AFS3 Y% L. H. Floral Shovel 
3 AFHS Floral Hoe 

3 AFGS Floral Garden Spade 
3 Al4C Garden Rake 

3 ATRB Floral Rake 

3 ATLDA Spading Fork 

6 Al4RB Round Bow Rake 


HOLDS UP T0 
2 DOZEN 

UTES 

IN ONLY 





\/ 


\ / 
ve 


Eastern Zone Western Zone 
5 Dozen Ames tools 
as listed on this page 
—Retail Valve 


Ames portable 
merchandiser FATM $ 40.00 $ 40.00 


$209.80 $214.75 
Regular Dealer Cost $153.20 $156.50 


If ordered by Dec. 15, 1956 $113.20 
(Delivered 
Freight Prepaid) 


$169.80 $174.75 


Total Valve 


Spring dating applies to this offer. 


For full details call your Ames distributor or fill out 
the coupon below. 


| ©. Ames Company, Perkersburg, West Virginie 
| aitention Tool Division 


me special offer AS #1 ot $113.20 


prepaid) 





- Ship to orrive my store month of. 
Bill me through my jobber who is: 








©. AMES Co. 


Division of McDonough Co. 
Parkersburg, West Virginia 


—_ADDRESS__ 
STATE. 


_ NAME 


5 


ory. 








For more information use Handy Return Card, Page 56 
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John H. Graham Appoints 
Prall Vice-President 


PAUL H. PRALL has been named 
a vice-president by John H. Gra- 
ham & Co., Inc., New York, N. Y. 
Prall has been with the company 


Paul H. Prali 


for 37 years and for many years 
has been connected with the King 
Cotton Cordage Division. He will 
now be vice-president in charge of 
this division’s operations. 

Sa 


Fones Bros. Appoints 
Lowry Representative 


JOHN W. Lowry who has been 
traveling for Fox Bros. Hardware 
Co., Pine Bluff, Ark., for the past 
six years will take over the south- 
east Arkansas and northeast Louis- 
iana territory for Fones Bros. 
Hardware Co., wholesale organiza- 
tion of Little Rock, Ark. He re- 
places Warren W. Haley who died 
recently of a heart attack. 


° 


E. Creed Joins American 
Hardware & Equipment Co. 


L. R. CLEMMER, vice-president, 
American Hardware and Equip- 
ment Co., Charlotte, N. C., an- 
nounces that Ernest Creed has 
joined the company as assistant 
purchasing agent. 

Creed has had 10 years expe- 
rience in the wholesale hardware 


16 


(Continued from page 14) 


a, 


Ernest Creed 


industry. He was formerly with 
the Superior-Sterling Co., Blue- 
field, W. Va. He attended Blue- 
field College and McLains Busi- 
ness College at Bluefield, W. Va. 
He also served three years with 
the U. S. Navy during World War 
II. 


° 


Mark J. Lacey Joins 


North & Jud 


MarK J. LACEY, formerly presi- 
dent and general manager of Peck, 
Stow & Wilcox Co., announced his 
association, effective October 1, 
with North & Judd Manufacturing 
Co. Mr. Lacey will be assistant to 
the president, Mr. F. L. Morrow. 

When control of Peck, Stow & 
Wilcox was sold about three years 
ago, Mr. Lacey, through contract- 
ural agreement remained with the 


j LACEY 


Mark J. Lacey 


company as president and general 
manager for three years, an ar- 
rangement which was completed 
on September 30. 

For a number of years Mr. 
Lacey has served as a member of 
the board of directors of North & 
Judd. He is the retiring president 
of the American Hardware Man- 
ufacturers Association. 


+ 


W. H. Stringfellow 
to Represent Keil 


THe W. H. Stringfellow Co., 
Nashville, Tenn., has been ap- 
pointed to represent Keil Lock Co., 


W. H. Stringfellow 


Inc., of Charlestown, N. H., in the 
states of Kentucky, Mississippi, 
and Tennessee. 


e 


Zebco Elects R. Lafferty 
Executive Vice-President 


Directors of the Zebco Co., 
Tulsa, Okla., manufacturers of 
Zebco reels, have elected Ralph F. 
Lafferty executive vice-president. 
Lafferty had served as sales pro- 
motion manager of the company 
for several years. 

R. D. Hull has been named vice- 
president in charge of production 
and ccvelopment. Marion H. Parry, 
who recently resigned as execu- 
tive vice-president, will continue 
his association with the company 
as vice-president and _ general 
counsel. 
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according to independent newspaper surveys* 


THE MAJOR MOWER BRANE 
USE POWER PRODUCTS 


in Sacramento, Cal. in Seattle, Wash. in Salt lake City in Duluth-Superior in Newark, N. J. 
3 of the 4 top the 3 top 3 of the 4 top the 3 top 4 of the 5 top 
selling brands use selling brands use selling brands use selling brands use selling brands use 
Power Products. Power Products Power Products Products 


Power Products Power 












in Portland, Ore. in Phoenix, Ariz. in St. Paul, Minn. in Chicago, Hl. 
the 4 top the 4 top 3 of the 5 top 3 of the 5 top 

selling brands use selling brands use selling brands use selling brands use 

Power Products Power, Products 




















Power Products Power Products 
In Milwaukee, Wis. 
3 of the 5 top 
selling brands use 
Po Products 





In Portland, Me 

of the 4 op 
selling brands#® 
Power Product 


‘ , 
\ in Washington, D. 



























In Sen Jose, Cal. 
4 of the 5 top 
selling brands use 

Power Products 












/ the 4 top 
In Modesto, Cal. In Omaha, Neb. selling brands use 
3 of the 4 top the 4 top Power Products 






selling brands use 
Power Products 


selling brands u 


in Columbus, Ohi 
Power Products. ” 






| } of the 4 top 
Y : rays . : selling brands use 
In Long Beach, Cal. in Fresno, Cal. in indianapolis, ind. in Cincinnati, Ohio power Products 
3 of the 6 top 3 of the 4 top 3 of the 4 top the 4 top 

selling brands use selling brands use _ selling brands use selling brands use 
Power Products Power Products Power Products Power Products 

In Honolulu 

-2 of the 3 top 

selling brands use # Source: Consumer Analysis Reports, are regularly compiled by 

Power Products local independent newspapers in each of these 2! markets 


Yow Sell Mowers ...not service 


problems... with Mowers Equipped 
with Power Products Engines 


fret... 


Power Products’ engines, year in and year out, require little il 
service. They have only 3 major moving parts. This means | 
easy maintenance because there are fewer parts to wear) |) 
second ... mh 
Power Products’ nationwide factory-trai 
insures prompt efficient service wherew 


Ms 





ES 
> 9 
a 
—~ 
es 
= 











THE RIGHT ENGINE 


means SALES 


From your most expensive model to 
your leader unit, you can double your sales 
ammunition. Sell the difference in engine 

features as well as the different mower 
features. Only Power Products gives 
you a complete line of engines... 
the right engine for each product. 











On your standard 
18-20 inch mowers, the 
Power Products 605 
gives you top dollar 
appearance with a 
rope start engine. 









ONLY THE POWER PRODUCTS ENGINE 
gives the power mowers you sell these 
important sales making features 









@ Modern styling to add eye appeal and 
sales appeal to the whole mower. 








@ Double Power Action for easier starting, 
faster acceleration, smoother cutting. 






iat @ Convenient modern pre-mixed fuel that 
_ eliminates messy oi! changing and checking. 








POWER PRODUCTS 


CORPORATION 
' GRAFTON, WISCONSIN 




































MARY, WH 
JOE! MY NEW MOWER mae Al 
USES A GAS AND OIL <— CAN. ANI 
MIXTURE FOR FUEL— YOU HAVE 


CAN YOU HELP ME ? 








SURE ! NO TROUBLE AT ALL 
WE HAVE LOTS OF CALLS 
FOR PRE-MIXED FUEL. ITS 
EXACTLY THE SAME AS 
USED IN OUTBOARD MOTORS 














WHATS THIS POWER PRODUCTS 
DOUBLE POWER ACTION 


I'VE HEARD ABOUT ON TV ? 
= 


ty 
ei 
“ 




















=a 
Nias 
A Y 


COME OUTSIDE 
LL SHOW YOU 















| READ IN THE POST ABOUT THE POWER 
PRODUCTS INSTRUMENT PANEL CONTROL 
DOES THIS ENGINE HAVE THAT ? 











YES, SIR, RIGHT HERE. THIS 
FINGERTIP CONTROL KNOB SETS 
iT FOR START, RUN, IDLE OR 
STOP. IT’S EASY CONVENIENT 
CLEAN AND SAFE 


‘| Ct advertibed in 
BPOST 
























XY, WHILE IM GONE, IF THE MOWER NEEDS FUEL, | | WOW! SOME MESS GEORGE! WHY DON’T 1 GET IT.~PRE-MIXED FUEL 





















e’S ALL YOU DO. FILL THE TANK FROM THIS you GET A MOWER WITH A POWER OIL AND GAS ALL IN ONE 
i. AND DON’T WORRY ABOUT OIL. AS LONG AS PRODUCTS ENGINE. IT USES PRE-MIXED ’ 
| HAVE FUEL YOU HAVE PROPER L ICATION | FUEL—YOU NEVER TOUCH AN OIL CAN. { RIGHT, AND THIS ONE 











‘ ta lp. 
|| CAN LASTS ME ALL (ae 
; “) kt | SEASON. | NEVER MESS |G aaa 
WITH CHANGING OR ‘ > 
CHECKING OIL 

FROM MY OLD MOWER 
1 KNOW HOW HARD IT 
IS TO POUR OIL INTO 


THE CRANKCASE 























CG: Ce 



















































































ee ea —_ 


LET ME DEMONSTRATE THE FIRST ADVANTAGE =a 
OF DOUBLE POWER ACTION, EASIER STARTING! [oe=eams 
TWICE AS MANY POWER STROKES MEANS TWICE Foe 
AS MANY OPPORTUNITIES TO START FOR i 


EVERY FOOT YOU PULL THE STARTER ROPE 
== ip a in 


THIS IS THE SAME TYPE 
OF ENGINE THAT IS USED 
ON LARGE LOCOMOTIVES, 
OCEAN VESSELS, HEAVY 
EARTH-MOVING EQUIPMENT 
AND OUTBOARD MOTORS. IT 
FIRES ON EVERY PISTON 
STROKE, NOT EVERY OTHER 
STROKE, AS SOME ENGINES 
DO. IN SHORT, TWICE AS 
MANY FIRING STROKES- 
DOUBLE POWER ACTION! 


THESE HEAVY WEEDS HELP 
DEMONSTRATE THE SECOND 

ADVANTAGE OF DOUBLE POWER 
ACTION. TWICE AS MANY POWER 
STROKES MEANS FASTER ENGINE 
ACCELERATION, NO STALLING 
OR STOPPING 




























ee 






\ 


-¢ \L 

























































































Cane AY 





NOT THIS MOWER MA'M! 
POWER PRODUCTS HUSH-TONE 
MUFFLER MAKES THIS 
ENGINE PRACTICALLY 
WHISPER 











CONVENIENT FEATURES PLUS 
MODERN STYLING WITH TWO 
TONE COLOR APPEALS TO 

TODAY'S BUYER 




















| GET IT,—PRE-MIXED FUEL 
OIL AND GAS ALL IN ONE 


RIGHT, AND THIS ONE 
CAN LASTS ME ALL 
SEASON. I NEVER MESS 
WITH CHANGING OR 
CHECKING OIL. 
FROM MY OLD MOWER 
1 KNOW HOW HARD IT 
IS TO POUR OIL INTO 
THE CRANKCASE. 





THESE HEAVY WEEDS HELP 
DEMONSTRATE THE SECOND 
ADVANTAGE OF DOUBLE POWER 
ACTION. TWICE AS MANY POWER 
STROKES MEANS FASTER ENGINE 
ACCELERATION, NO STALLING 


710" 
wisce 





A POWER PRODUC 
WITH MODERN PRE-MIXED FUEL 
SURE SAVES TIME AND WORK 


a @, 


iy Maa 


{LL BET | CAN GUESS THE 
THIRD ADVANTAGE OF DOUBLE 
POWER ACTION. TWICE AS 
MA FIRING STROKES MEANS 
SMOOTHER RUNNING. 








# 


ACTUAL MESH SIZES 


cL1oTH 
AROWARE tok 


‘ 


* 


A 
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iy 6CYCLONE HARDWARE CLOTH 


ISA 


MANY PURPOSE 
PRODUCT... 


—and every user makes another friend for your store! 


Of all the different items carried by 
the average hardware store, Hardware 
Cloth is probably the most versatile 
Homeowners use it on screen doors, as 

ards for windows, gutters and trees; 
armers use it for grain and fruit bins, 
poultry feeders, hen nest floors and 
partitions; building and paving con 
tractors use it for sifters, stucco base, 
for reinforcing concrete driveways, to 
protect their machinery. Practically 


every person in your community is 
a potential customer for Hardware 
Cloth. 

But if you want to make a satis 
fied customer of him, be sure you sell 
him CYCLONE HARDWARE 
CLOTH, for Cyclone is a woven hard 
ware cloth with the exclusive welded 
selvuage which means that Cyclone 
Hardware Cloth gives your customers 
neater, smoother, stronger jobs 


Easier to use... and Longer Lasting 


Note the symmetrical design of the 
strong, welded selvage shown above. An 
exclusive with Cyclone, it makes Cyclone 
Hardware Cloth easier to tack into 
wooden frames—easier to weld to steel 
Look at the mesh, too. Wires are straight 
the entire length of the cloth. This makes 
it easier to cut square and gives a 
stronger, better looking finished job. And 
Cyclone’s special method of galvanizing 


minimizes mesh distortion and results in 
a brighter, smoother protective coating 
that lasts for years. 


HARDWARE CLOTH IS A PROFITABLE 
ITEM... HOW'S YOUR STOCK? 


For quick delivery, see or call your 
Cyclone jobber without delay, or write or 
wire Waukegan for quotations 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS - SALES OFFICES COAST-TO-COAST - 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


PACIFIC COAST HEADQUARTERS—OAKLAND, CALIF 


USS CYCLONE-ped 709 
HARDWARE PRODUCTS 


For more information use Handy Return Card, Page 56 








Lawn-Boy Announces 
Sales Appointments 


LAawn-Boy, of Lamar, Mo., mak- 
ers of Lawn-Boy power mowers, 
announces four new appointments 
to its sales and service depart- 
ments. 

William E. Floto will travel 
Lawn-Boy’s south-central terri- 
tory as a service representative. 
Floto was employed previously by 
GM’s Chevrolet Division and the 
Studebaker Motor Corp. in Dallas, 
Texas. He holds a business degree 
from the Southern Methodist Uni- 
versity. Floto will reside in Tyler, 
Texas. 

James Pettit is the new service 
representative in Lawn - Boy’s 
southeastern territory. He was 
connected previously with the 
Southern Specialty Sales Co., Inc., 
of New Orleans as a sales repre- 
sentative. Pettit makes his home in 
Jackson, Miss. 

Frank I. Veasey is the new rep- 
resentative in. the company’s 
southeastern territory. Veasey 
comes to Lawn-Boy with 10 years 
experience at Auto Service Co, in 
Birmingham, Ala., where he was 
store manager. He resides in Eden, 
Ala. 

Darrell Meyer is Lawn-Boy’s as- 
sistant advertising manager at the 
factory location in Lamar, Mo. A 
graduate of the University of Mis- 
souri, Meyer was employed for- 
merly in the advertising depart- 
ment of Phillips Petroleum Co. in 
Bartlesville, Okla. 


Cal-Dak Purchases Hose 
Reel Division of Castell 


THE CAL-DaK Co., manufactur- 
ers of housewares, with executive 
offices in San Gabriel, Calif., has 
purchased the hose reel division of 
R. A. Castell & Co., Glendale, it 
was announced recently by Lloyd 
C. Nelson, Cal-Dak president, and 
Robert A. Castell, president of R. 
A. Castell & Co. 

Castell’s equipment was to be 
moved to Cal-Dak’s Colton plant 
where production was scheduled 
to begin immediately. Duplicate 
equipment will be purchased and 
installed in Cal-Dak’s other fac- 
tories located in Lancaster, Pa., 
and LaPorte, Ind. 
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Horrocks-Ibbotson Names 
Miller Sales-Ad Manager 


JAMES C. “Fishin’ Jim” Miller, 
well-known fishing tackle sales- 
man and outdoor writer, has been 
appointed sales and advertising 
manager for the Horrocks-Ibbot- 
son Co., fishing tackle manufac- 
turers of Utica, N. Y., according 
to Richard H. Balch, president. 

For the last 24 years Miller has 
been sales representative for Hor- 
rocks-Ibbotson in Pennsylvania, 
Maryland and southern New York. 
Previously, he was associated with 
the Remington Arms Co. and the 
Ken-Wel Sporting Goods Co. 

Miller is a member of the Out- 
door Writers’ Association of Amer- 
ica, and nationally known for his 
contributions on fishing and hunt- 
ing in leading newspapers and 
magazines. 

He resides in Clinton, N. Y., and 


James C. Miller 


Veasey Meyer 


will be located in the main offices 
of the Horrocks-Ibbotson Co. in 
Utica. 

* 


Bommer Spring Hinge Co. 
Elects Vice-President 


BOMMER SPRING Hinge Co., Inc., 
Landrum, S. C., announces the re- 
cent election of Frank Philips as 
first vice-president. 


Frank Philips 


Philips joined the company in 
1928 as a stock room clerk. He 
steadily advanced and in 1952 was 
made assistant office manager and 
in 1953, office manager. 

A native of New York City, 
Philips attended the Sacred Heart 
Academy, Manual Training High 
School, and studied architecture 
and building construction methods 
at Pratt Institute in Brooklyn. 
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are yOU 


READY 


for Christmas — : 


can pull the trigger perates as an auto-loader wit 
22 long rifle cartridges. May be used as bolt action 


h 


hot w sho long or long rifle 


. repeater or single ort, 
COM) f f ” cartridges. Large capacity tubular magazine holds 15 


long rifles, 17 longs and 22 shor » Savage Model 4 
DeLuxe bolt action magazine, $2 0 (retail); Savage 


line of 228? | Model 5 DeLuxe bolt action tubular magazine, $33.5 vil). 


° Walnu kv 
Count on Savage to bring you ' Operates as an auto-loade .22 lo 
May be used as bolt action repeater or 


the best looking precision engineered : efile Ghat tenner tenn eiinenmieiben 


22's in America. All Savage DeLuxe . clip magazine auto-load 
. and Model 86 tubular magazir 


22's feature selected walnut Monte . vised Gace & 
Carlo stocks with cheek pieces and 
raised comb for either iron sight 
or ‘scope shooting. And all Savage 
and Stevens .22 caliber repeaters 
have grooved receivers for instant 
mounting of tip-off type scopes. . oe is 
STOCK, DISPLAY, SELL = 


the entire Savage and Stevens .22 


line... 12 different models for your 
customers to choose from. 


Single shot, bolt action rifle. Hand cocking action, 
independent of bolt, provides maximum safety. Well 
TRADEMARK ; 7 proportioned stock with black tip fore-end... 24" 
SAVAGE + STEVENS « POR FIREARMS . barrel... gold bead front sight and open rear sight 
with elevator. A favorite ‘‘first rifle’ for the young 
shooter .. . safest a boy can own. 


Prices subject to change. 


SAVAGE ARMS CORPORATION 
CHICOPEE FALLS, MASS. 
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W. I. Stone, Jr., Joins 
Perry and Barr Co. 


WILLIAM I. Stone, Jr., St. Mat- 
thews, S. C., recently joined the 
firm of Perry and Barr Co., manu- 
facturers’ representatives with 
headquarters in Nashville, Tenn. 


William I. Stone, Jr. 


He will call on the trade in the 
Carolinas and Virginias. Stone 
formerly was associated with 
Pearlstein Hardware Co., St. Mat- 
thews, S. C. 


° 


Atlantic Steel Appoints 
Executive Vice-President 


Howarp B. Johnson has been 
named executive vice-president of 
Atlantic Steel Co., Atlanta, Ga. The 
announcement was made by Presi- 
dent R. S. Lynch following a re- 
cent meeting of the board of di- 
rectors. 

Johnson has held the position of 
vice-president in charge of sales 
and finance since 1949, and a mem- 
ber of the board of directors since 
1950. 

Born in Tallapoosa, Ga., Johnson 
received his early education in the 
local schools. At the age of 16, he 
came to Atlanta to enroll in the 
Georgia Institute of Technology, 
and was graduated from there in 
1934. 

While attending college, he also 
went to work for the Atlanta Gas 
Light Co. in the accounting and 
credit department. In 1933, he re- 
signed as assistant credit manager 
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(Continued from page 24) 


of that company and joined Atlan- 
tic Steel, starting in the account- 
ing department. Advancements 
followed to cost accountant, chief 
schedule engineer, and order de- 
partment manager. He was named 
assistant secretary in 1945, and 
vice-president, finance and ac- 
counting the following year. 


> 


Witte Hardware Names 
Executive Officers 


RECENTLY elected executive offi- 
cers of the Witte Hardware Corp., 
wholesalers in St. Louis, Mo., are 
as follows: Sidney Cohen, presi- 
dent; Lou Wallhaus, vice-presi- 
dent-purchasing; John J, Burnes, 
vice-president-sales; and C. J. 
Nolan, secretary-comptroller. 


Heinrich Celebrates 
50 Years with H. Boker 


CHARLES HEINRICH, southern 
sales manager of H,. Boker & Co., 
Inc., New York, N. Y., is cele- 
brating his fiftieth year with the 
company. 


Horrocks-Ibbotson 


Charles Heinrich 


Heinrich joined Boker in 1906, 
starting in the stock division, and 
subsequently was made manager 
of the hardware division. In 1930, 
he became sales representative 
covering 15 states in the southern 
territory. In his present position, 
he covers Virginia, West Virginia, 
Kentucky, North Carolina, South 
Carolina, Tennessee, Georgia, Ala- 
bama, and Mississippi. 

He makes his home in Baldwin, 
Long Island. 


Holds Sales Meeting 


Demonstrations of 1957 tackle numbers under actual fishing conditions 

highlighted the recent annual sales convention of the Horrocks-Ibbotson 

Co., Utica, N. Y. Southern sales representatives attending included: left to 

right, R. F. Jones; H. S. Fling; W. A. Durham; W. N. Macartney, treasurer, 

Horrocks-Ibbotson Co.; R. F. Ingram; R. E. Smith; and R. F. Sizemore. Size- 

more and Smith were among those receiving cash awards for top sales 
records during the 1956 selling season 
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JACKSON, through the years, has used 
parts and materials. That's why, when , 
sulating material for JACKSON Water Heater 

winner. Fiberglas — the finest insulating material r 


+ 


Efficient, non-corrosive. sanitary, moisture-re 

and resilient, Fiberglas does not shrink, expand 
And it's lighter saves many dollars in shippina 
It's the finest insulation and — naturally — JACKSC 


Another example of JACKSON'S careful qualit 


For information on the COMPLETE line of JACKSON Gas and Electric Water Heaters contact your Jobber. 


W. L. JACKSON MANUFACTURING COMPANY 


1222 EAST 40TH STREET CHATTANOOGA 7, TENN. 


SOUTHERN HARDWARE for NOVEMBER, 1956 For more information use Handy Return Card, Page 56 





sell this fence with 
CONFIDENCE 


MADE IN 
DIXIE 


Your customers never take a chance on quality when you 
sell them Drxisteet Fence. And you never take a chance 
on selling an unknown product, because generations of Dixie 
farmers have trusted this Southern-made product. 

The quality of Drxisrreet Fence is controlled every step 
of the way—from the molten copper-bearing steel to the 
finished rolls ready for shipment. 

Drxuisteet Fence is nationally advertised to help you 
sell more fence. And the colorful metal sign on each roll 
continues to help yeu sell after the fence is up. 

Steck, display and sell the fence that’s made right 
here in Dixie—well-made, well-known, well-liked DrxisTeer 
Fence—backed by one of the South’s oldest steel producers. 


Rust-resistant copper-bearing steel 
Full-size wires, uniformly spaced 
Four-wrap, non-slip hinge joints 
Tension curves to allow for expansion 


Crack-proof hot-dip zinc galvanizing 


Atlantic Steel Company ginaieia. suena 
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ideas come 


easy for these salesmen who 
prosper as company prospers 


A particular item is selected each week for the spotlight 
position. Here the salesman plans to push entrance chimes 


Profit-Sh 


ae PROFITS with the men 
and women who make the sales 
on the floor has enabled Joe Baker, 
of the J. B. Baker Co., Inc., Mc- 
Gehee, Arkansas, to build a sales 
organization that functions profit 
ably without much supervision. 

Members of the sales staff here 
plan promotions, help with the 
buying, and collect weekly com- 
missions, above salary, that stem 
from their own aggressive, vol- 
ume-producing ideas. 

The plan is working out so suc- 
cessfully that departments are 
growing into separate sales-and- 
service stores that are part of the 
flourishing Baker organization. 
Later there will be more details 
about these separate service stores. 
Current attention is beamed on the 
main store where ideas, put into 
action by the sales people, are 
visible on every side 

At this time, the store is a little 
crowded, and displays a bit dis- 
organized. This is caused by the 
work being done on the new ele- 
vator, installed to save the time of 
the men and women who plan and 
build sales here. But even with this 
work in progress, the customer is 
not neglected for even a moment 
by the sales people. 

H. A. Ault, hardware manager, 
discloses why every customer is 


By Sophie W. Ellis 


aring Plan 


ultiplies Sales 


When the dishwasher was spe- 
cial-of-the-week, lady here was 
one of many who asked for dem- 
onstration. Deciding to buy it, 
she opens account with Mrs. 
Baker who is bookkeeper 
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greeted with a cheerful “Hi” or a 
more formal “Good Morning” the 
moment he enters 

“Last week the salesman ove! 
there in sporting goods made $9.00 





extra above his salary. We all do 
something like this, every week. 
When the chimes over the entrance 
ring, every sales person on the 
floor looks forward eagerly. If 
we're all busy, the greeting goes 
out anyway.” 

Those chimes over the door that 
ring each time the door is opened 
are the idea of one of the salesmen. 
Another idea is the sign above the 
door, on the inside: All Merchan- 
dise Must Give You Satisfaction Or 
Your Money Back. 

The sales people are always on 
the alert for ideas. They study the 
sales gimmicks of other stores, read 
the trade magazines, and hold live- 
ly meetings every week. In the 
background always is Joe Baker, 
known throughout the Southwest 
as one of the most progressive deal- 
ers in the section. He has picked 
his sales staff carefully. And he 
has laid down his one demand that 
every sales person must satisfy: “I 
want you to produce more sales 
than your salary covers. If you 
can’t make more than your weekly 
wage, I can’t use you here.” 

The Baker store is divided into 
departments—housewares, sport- 
ing goods, appliances, furniture, 
etc. The sales people work through- 
out the store, yet each has his own 
special department where he holds 
the title of manager. And each in 
the words of Baker is “on his own.” 
That means he or she is given wide 
liberty in planning sales and dis- 
plays. 

“Give a good sales person re- 
sponsibility,” Baker said, “and 
he’ll try to produce.” 

The confidence which Baker has 
in his sales staff is apparent 
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Signs are used throughout the 

store to feature special items. 

The window below is always de- 

voted to monthly specials—this 

time, it's fishing lures. Sign over 

the door, right, is another idea 
for building added sales 


throughout the operation of this 
business, 

“Joe Baker keeps busy with his 
management activities,” Ault ex- 
plained. “He expects us sales peo- 
ple to keep each department run- 
ning profitably whether he is in 
the store or out of town. On pay 
day, our checks tell how well we 
have worked.” 

One of the most profitable ideas 
that a member of the sales staff 
initiated is the Weekly Special. 
Each week some item in the store 
is selected for the spotlight posi- 
tion. Sometimes the price is cut 
slightly, especially on a slow-mov- 
ing item or a new item that needs 
a little pushing to get started, but 
nearly always good display and 


signs take the place of a price re- 
duction. 

The electric dishwasher in the 
appliance department is typical of 
one week’s special. This item was 
not moving as fast as the other 
major appliances. It was wheeled 
from its corner on the crowded ap- 
pliance floor, and labeled with the 
two-color card that read: Special 
This Week—New Special Each 
Week. 

Women who had never shown 


any interest in the appliance asked 
for a demonstration. Several pros- 
pects were developed who eventu- 
ally bought the dishwasher. 

Another Weekly Special that re- 
sulted in more floor traffic and 
immediate sales for the item on 
promotion was the door chime 
This was different from the en- 
trance chimes that ring when a 
customer enters. People had been 
calling too frequently for chimes 
like the gadget over the door. “It 
sounds better than most,” they in- 
sisted. But that weekly promotion, 
initiated by a floor salesman, 
made other chimes move 
faster. 

Another promotion, kept going 

(Continued on page 52) 


door 
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Cheistinds Rochon 


Expanding Sales Volume on Christmas 
Toys Credited to Five-Step Formula 


FOR EXPANDING sales volume in 
Christmas toys, five steps are es- 
sential, according to Frank Akman, 
vice-president of Akman’s Hard- 
ware, Inc., Bladensburg, Mary- 
land. And for the past eight years, 
Akman’s has experienced a stead- 
ily rising increase in profits. 

These steps include a large and 
varied inventory properly dis- 
played, a sales force familiar with 
the toy items, competitive prices, 
proper promotion, and for the 
credit customer, layaway and 
budget plans. 

“A great stimulus to sales,” Ak- 
man said, “is a very wide assort- 
ment of toys, wheel goods and 
games suitable for both boys and 
girls from the youngest to the 16- 
year-old. We turn about half of our 
store space over to toys, or about 
1800 square feet. We have built 
special overhead steel pipe racks, 
store-length, to display wheel 
goods,” Akman said. 

“We believe in mass displays. 
We put everything out, or as 
much as possible without imped- 
ing the flow of traffic. This invites 
self-service, though we have sales- 
men readily available if the cus- 
tomer should need assistance.” 

The store encourages staff mem- 
bers to familiarize themselves with 
toy merchandise. This enables 
them to help customers select the 


proper toy for a child, according 
to Akman, and in turn, customers 
develop confidence in the store 
“Know your competition. That 
doesn’t mean simply the hardware 
dealer down the street who has a 
flourishing toy department but al- 
so the chain drugstores, food and 
variety stores. Good prices bring 


traffic. Do not lose business by be- 
ing over-priced,” Akman advised, 
emphasizing that he did not com- 
pete with discount houses but tried 
to sell at a reasonable profit. 

Christmas toy promotion is 
started in mid-November with a 
mailing of 12,000 circulars through- 
out the county. The store backs up 
the advertising with eye-catching 
holiday window signs and draw- 
ings, and large signs within the 
store. 

“We take a few popular items at 


Father and son shop early while 
inventory is fresh and varied 





special prices and feature them in 
our circular. Or we may be over- 
loaded on an item that is not mov- 
ing fast enough; we cut the price 
and give it prominence on a 
circular. Perhaps we obtained an 
unusually good buy on some item 
in demand and want to pass our 
savings on to our neighbors. That 
might be circularized,” Akman 
said. “We attempt to pick items 
that will create the greatest 
amount of traffic.” 

A second mailing of 12,000 fol- 
lows the first by two or three 
weeks and this time it is a syndi- 
cated toy catalog. Toward the mid- 
dle of December a third mailing of 
12,000 circulars goes out, and as 
the shopping days until Christmas 
are running short, there may be 
reduced prices on a heavy inven- 
tory of one or maybe several items. 

“We try to plan our advertising, 
timing it when it will do the great- 
est amount of good. Sometimes we 
get tremendous results. If we've 
picked the right items and right 
time, the gain in business pays the 
advertising cost many times. But 
we consider advertising an essen- 
tial in meeting competition. We 
must make our bid for the cus- 
tomer’s business,” Akman added, 
indicating the company spent three 
percent of annual gross on adver- 
tising. 

“Advertising keeps our name be- 
fore the public. It lets people know 
the great variety of merchandise 
we keep on hand for them.” 

This brought Akman to the next 
step in doing a profitable merchan- 
dising job; that is, providing cus- 
tomers with satisfactory financing 
arrangements. Layaways, budget 
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plans and charge accounts are the 
means by which merchandise is 
made more readily available to the 
customer. In every one of the cir- 
culars, credit plans are promoted 
prominently. 

“The importance of promoting 
layaways may be seen from re- 
sults we got on our first mailing 
last year. We doubled toy volume 
for the period then corresponding 
to the figures of that period during 
the previous year,” Akman ex- 
plained. 

Akman’s Hardware, Inc., handles 


By mid-November, 
Akman's puts up at- 
tention - commanding 
signs that can be 
seen easily from the 
highway by passersby 


all of its own credit paper. After 
a customer has filled out an appli- 
cation form, a check is made with 
a reputable credit bureau. 

“We always let the customers de- 
termine their own down payment. 
They usually offer more than we 
set for them. And we try to arrange 
payments to suit their convenience. 

“We expect Christmas layaways 
to be paid up by December 24. Size 
of sale determines length of the in- 
stallment period. On a very ex- 
pensive item, 18 months may be 
allowed. We also have 30-day ac- 
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Toy promotion is begun with a mailing of 12,000 circulars in mid- 
November. Two additional mailings go out at effectively-spaced intervals 
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counts, and 60-90 day accounts to 
meet the customer's ability to 
pay,” Akman continued. 

Akman’s Hardware usually an- 
ticipates a great customer splurge 
on toys the last Christmas shopping 
day. They try to clear out all toy 
stock but sometimes carry over 
about a $2,000 inve:tory which is 
sold during ‘he year. 

Toy buyiug is done by Al Hoov- 
er, store manager, chiefly at the 
toy shows during June and July, 
after he has arnulyzed current 
trends in the trading area. Some 
Christmas items suci: as tree orna- 
ments are bought advantageously 
in January. A wide variety and 
good selection, with depth on items 
which have proved popular in the 
past, is Hoover’s approach to buy- 
ing for the Christmas season. 

“Maximum stock, mass displays, 
letting the community know early 
that you can supply its toy needs— 
these things bring the customers in 
and sell them,” Akman stated. 
“But make it possible for them to 
buy. Have credit available.” 


The lady here takes advantage 
ef available credit plan. Akman 
assists her with application 


Christmas Promotion of Power Tools 
Wins Sales in January and February 


CHRISTMAS for Father in Febru- 
ary? 

“That’s it,” says the owner of 
the P. C. Hardware & Machinery 
Co., Little Rock, Arkansas. “Our 
promotion of power tools initiated 
prior to Christmas goes on 
throughout December and con- 
tinues to roll up profits for us in 
January and February, when the 
man of the family has his Christ- 
mas bonus and is expecting a re- 
fund on his income tax.” 

Owner P. C. Prousnitzer, known 
as “P. C.” or “Mr. P. C.” among 
all his customers, starts his power 
tool Christmas promotion with an 


all-day demonstration that just 
about takes over the store. The 
power tool department is at the 
front always, but during the 
Christmas promotion, about one- 
third of the store is devoted to 
power tools, accessories, and hand 
tools. 

One of the floor 
trained to demonstrate, has charge 
of this activity. Newspaper adver- 
tising informs the public that the 
demonstration is on a Saturday in 
November, from 9:30 a.m. to 4:30 
p.m. Saturday is picked because 
most prospects have time on Satur- 
day to see the demonstration and 


salesmen, 
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to try out the various units 

Last Christmas about 40 men 
came in to see the demonstration, 
with a sprinkling of women on th 
sidelines. Thess 
terested mainly in accessories 
which they wanted to buy as gifts 

“Women seldom buy power tool 
for gifts,” Prousnitzer said, “but if 
the men in their families have a 
workshop, they do buy accessories 
We have a wide selection of powe! 


women were in- 


tool accessories on display at all 
times. During the Christmas sea- 
son, we make sure that it is kept 
complete.” 

Throughout the Christmas sea- 
son, men drift in to ask for special 
demonstrations of power tools. 
When they ask for this special 
demonstration, the owner knows 
that they are real prospects. The 
name is filed for special mailings 
of circulars and booklets and for 
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telephone calls and a call from the 
outside salesman. 

In January, after the prospect 
has collected his Christmas bonus, 
or a little later, after the income 
tax refund has come in, Father 
often treats himself to equipment 
for his workshop. 

A Christmas window of small 
power tools, accessories, and hand 
tools is kept going until the New 
Year. A little tinsel is used for 
holiday decoration. The store is 
lighted until 10 p.m., and the full 
view windows reveal the power 
tools that fill the front of the sales 
floor. 


Throughout the store, groupings 
of items for the do-it-yourself en- 
thusiast give shoppers ideas for 
Christmas gifts. 


Owner Prousnitzer demonstrates 
power tool to young prospect 


During last years Christmas 
promotion, ‘teen-age boys were 
among the most enthusiastic at- 
tendants at the demonstration. 
Some of them induced parents to 
buy a one-unit workshop for them. 
Others, making their own money 
with newspaper routes or part- 
time work, bought their own tools. 

In all newspaper advertising, 
Prousnitzer stresses safety of pow- 
er tools, and invites people to take 
advantage of term payments. 

“We find the Christmas promo- 
tion of tools valuable because the 
man of the family has his mind on 
buying gifts for everyone but him- 
self. He looks at our demonstration 
wistfully, but does not reach a 
buying mood until he has his 
Christmas bonus or his tax refund 
In January and February we sell 
the prospects we built up in 
November and December.” 


Store's Effective Merchandising Plans 
Lead to Large Holiday Sales Volume 


Women often buy power tool accessories and hand tools as gifts. Prous- 
nitzer here helps the lady find something to add te husband's workshop 
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ALLEN HARDWARE in Washington, 
D. C., started a small toy counter 
with $200 worth of stock (retail) 
three years ago. Toy stock today 
at the beginning of the Christmas 
holiday season is $8,000, with one- 
third of the store area devoted to 
open displays of toys. 

“There's a good markup on toys 
that makes it very much worth- 
while to handle them. Our volume 
is still climbing as our books show 
annual gains with each season. 
However, experience has taught us 
what is important in building up 
profits—and these essentials in- 
clude proper inventory, effective 
promotion, product knowledge, and 

d customer service,” according 
t, C. Allen Parezo, owner. Parezo 
believes self-service accounts for 
about 50 percent of his toy sales 
transactions. “Basically important 
too,” Parezo said, “is a knowledge 
of your trading area and how you 
can accommodate your customers 
best.” 

Allen Hardware’s inventory 
comprises a wide and varied selec- 
tion of toys for children in the dif- 
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CUSTOMER'S IDENTIFICATION STUB 
LAY-AWAY TKKET NO. 2QG2 











Perforated tag gives pertinent 
information on layaway accounts 


ferent age groups. And it features 
new toys that have been promoted 
nationally by television, as well as 
educational toys. A wide price 
range from ten-cent toys to high- 
priced toys not usually carried 
throughout the year is important. 

“We launch our toy season early 
in September with a window dis- 
play, a couple of tables devoted to 
toys right at the front of the store, 
signs promoting Christmas lay- 
aways in the store and window,” 
Parezo explained. “As Christmas 
draws nearer, we move the toys 
away from the doorway and back 
to the rear of the store where they 
occupy 25 feet by 36 feet of floor 
space. In early October we run an 
advertisement on toys in _ the 
neighborhood shopping news 
which reaches some 28,000 persons. 
An advertisement is repeated 
every two weeks until two weeks 
before Christmas.” 

These advertisements may high- 
light popular items occasionally 


In addition to presenting an ap- 
pecling array of toys, Allen's 
window also calls attention to 
the convenient shopping hours 


C heistinas 


where special prices make them 
attractive—or they may be items 
brought into great demand through 
prominent mention on television 
Allen Hardware 
plays that invite customer han- 
dling. On the other hand, store 
salesmen stand ready to offer sales 
assistance quickly to reduce mis- 
handling, damage and pilferage. 
“Know your toys well enough to 
be able to answer questions on 
them. Know them well enough to 
be able to demonstrate them. 
No special time need be set 
aside to study toys but when they 
are bought, it is worthwhile to 
examine them, learn how a par- 


stresses dis- 
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PON Ons 


ticular toy operates, how to put it 
together or what it does. Though 
most toys now have indicated on 
their packaging as to the age for 
which they are suitable, experience 
and association with toys help de 
termine what toy is suited for a 
child of a certain age,’ Parezo 
added. 

Parezo buys all of his toys local- 
ly in mid-August. Allen Hardware 
watches the movement of items 
closely and toys that do not move 
readily within the first few weeks 
are placed on a special table at 
special prices in an effort to cut 
down on deadstock after the holi- 
day season is over 





Layaways account for about 10 
percent of holiday toy volume. A 
perforated tag is made out giving 
all pertinent information. As the 
customer makes payments, a 
record is kept both in the store and 
on the customer’s receipt. On lay- 
aways there is no definite pay ar- 
rangement. Layaways are cleared 
out usually the last week before 
Christmas. 

“One accommodation that con- 
tributes greatly to our holiday 
sales volume in toys is our evening 
hours when working people can 
get out and shop. We are open from 
9 a.m. to 9 p.m. six days a week, 
and on Sundays from 10 a.m. to 


Special Space-Saving Display Fixtures 
Effectively Used for Christmas Items 





directory, and signs announce this 
service in the store. 

“It is my opinion any hardware 
dealer can do a good job of mer- 
chandising toys profitably if he 
gets his toys and displays them. 
Let people in your community 
know real early what you have to 
sell, and they will come in and 
buy,” Parezo stated. 
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brings you gifts galore 
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pid Hil Christmas Decorations 


tery) 


' _ Open Daily 9 to 9 Until Christmas 


5023 Connecticut Ave. 


2 p.m.,” Parezo pointed out. “An- 
other thing we do—we special or- 
der a toy for a customer particular- 
ly interested in a certain item, and 
make a conscientious effort to get 
it by Christmas. Busy as we are, we 
exert ourselves to the limit to ac- 
commodate our trade during the 
holidays. We also take exchanges 
on toys though we do not make 
cash refunds.” 

A sales staff of six who sell in 
all departments, including a part- 
time helper on evenings and week- 
ends, 
stock and placing merchandise on 
shelves, and refilling with items as 
displays become depleted. 

Repairing electrical toys pulls 
traffic the year ’round. This is ad- 
vertised in the classified telephone 
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Sundays — 10 A.M. to 2 P.M. 


ALLEN HARDWARE 


is trained by checking toy 


TOYS 


2-3838 





SPECIAL space-saving display 
fixtures for Christmas toys were 
needed by the Downtown Hard- 
ware Co. at Oak Ridge, Tennessee. 
W. E. Wayman, manager, had an 
idea and he put it into effect. 

Wayman took one-fourth inch 
display peg boards and two by 
fours and made slanting stands. 
The peg boards were nailed at an 
angle to the L-shaped two by four 
post supports. Regular hooks were 
used to hold the toys and display 
them. 

In front of the slanting stands a 
level board for flat displays was 
placed too. 

The entire arrangement is U- 
shaped in a room just off the main 
display room. The room had been 
used for storage and with Way- 
man’s idea it also could be used to 
sell toys. 

“We received very good results 
from it last year,” Wayman said. 
“It did save space and yet dis- 
played the toys effectively. A cus- 
tomer could step easily into the U- 
shaped display arrangement and 
see what we had. Everything was 
right at hand for an easy and 
quick selection. It saved time for 
the customer and for the sales- 
man.” 


Ads like the above are begun in October and repeated every two weeks 


until Christmas. 


Parezo, right, below, shows customer how toy works 
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Wayman has been in the hard- 
ware business 39 years. He was 
with Norton Hardware Store in 
Maryville, Tennessee, for many 
years before coming to the new 
Downtown Hardware Store in the 
new downtown area of Oak Ridge 
in 1955. T. L. Clary, Jr., is presi- 
dent of the new Downtown Hard- 
ware store. 

The toy display idea, Wayman 
said, can be used advantageously 
at other times of the year for dis- 
playing small electrical appliances 
and other items. 


Slanting displays are at each 
side of U-shaped arrangement. 
Manager Wayman points out a 
special number to President Clary 


Layaway, Credit Plans 
Boost Holiday Sales 


F. WILLIAM Winkelmann II, 
president of College Park Paint 
and Hardware, Inc., in College 
Park, Maryland, has watched his 
sales volume in Christmas toys 
climb to the $25,000 mark. He en- 
thusiastically passes along his 
merchandising ideas to other deal- 
ers 

“Let your windows sell your 
toys during the holiday season,” he 
states. “Stress your newer and 
higher priced items. Get the items 
into view that have been talked 
about, advertised in the magazines 
and described on television. That 
will bring people in. 

“Once customers are in your 
store, be sure you can offer them 
the wide selection that covers all 
age groups within a price range 
that your trade can bear. And I 
would advise the dealer who wants 
to cover all age levels to include 
hobbycrafts in his toy department 

the boat, plane, motor models 
for the older child and even adult.” 

Winkelmann starts his toy sea- 
son early. By October 15 he has 
turned 25 feet by 80 feet of his 
store space into toy tables, islands, 
shelves and peg board wall racks 
Every toy item in stock is well 
represented with full displays 
However, in order to avoid too 
much handling of mechanical toys 
by children, signs are placed about 
the counters recommending as- 
sistance of the salesmen 

To avoid further excessive han- 
dling, one of each item is dis 
played under a cellophane wrap- 
ping placed across the top of the 
box. This eliminates the loss of 
parts of a set. 
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Promotion of Christmas items begins October 15. At this time a newspaper advertisement is run announcing the Toy 
Fair and the layaway plan. The ad coincides with the putting in of the 40-foot Christmas window display 


College Park Paint and Hard- 
ware, Inc., also believes it is a 
good practice to group similar and 
related items together: all dolls, 
dolls’ clothing, furniture, etc., are 
grouped together; all musical in- 
struments; all trucks, etc. Locating 
an item becomes easier when 
grouped in this manner. Another 
idea to stimulate impulse buying 
which is practiced by the company 
is stacking cartons of fast-moving 
toys near the doorway. Also, a peg 
board display of small inexpensive 
toys is placed at the entrance 
where they can be spotted easily. 
Customers eagerly buy these as 
filers for Santa to use in the 
Christmas stockings. 

Promotion of Christmas items 
begins October 15 to coincide with 
putting in the 40-foot Christmas 
window display. A newspaper ad- 
vertisement is run announcing the 
Toy Fair and the layaway plan. 
Again on November 1 a few toy 
items are highlighted in the county 
newspaper and shopping news. 
These may be items that are 
in popular demand, or items hard 
to get, or new on the market. A 
week before Thanksgiving 10,000 
toy catalogs are sent out on a 10- 
mile area. After Thanksgiving 
weekly advertisements appear in 
the newspaper, two of which may 
be in conjunction with other store 
owners in the shopping center. 

Layaways comprise about 25 
percent of holiday toy volume. 
Layaways are promoted by store 
signs, window signs and news- 
paper. The store permits the cus- 
tomer to determine size of deposit 
and size of weekly or semi-month- 
ly payments that are most con- 
venient for him. No carrying 
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charge is made on layaway items. 

All charge accounts are handled 
by a local organization with cus- 
tomers using the same charge 
plate for other stores. 

“‘We make a point of saying to a 
customer, ‘Cash or Charge?’ We 
feel that a charge customer is our 
customer; a cash customer any- 
body’s customer,’ Winkelmann 
said. 

About 25 by 40 feet of layaway 
space is provided in the stockroom, 
removed from the sales floor. A 
layaway is wrapped and tagged 
with number of the salescheck, 
name of the customer and address. 
A layaway salescheck is made out 
in triplicate, the original of which 
goes to the store file, duplicate to 
the customer, and triplicate with 
the package marked “Will Call.” 

“We do not ask customers to 
bring in their initial saleschecks 
on layaways when they make pay- 
ments. We make out another sales- 
check and tnat becomes a receipt 
for which we have a duplicate. In 
this way if any question arises, we 
have our complete record to refer 
»,” Winkelmann added. 

A woman is in charge of the toy 
department and two _ full-time 
salesmen and three part-time help- 
ers assist her. 
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“I believe you've got to like toys 
to do a good job of merchandising 
them,” Winkelmann said, indi- 
cating enthusiasm stimulated both 
department manager and _ sales 
staff into knowing how to operate 
the various toys, play the games, 
assemble the models, etc. 

Christmas toy stock at College 
Park & Hardware, Inc., amounts 
to $15,000 retail. The store at- 
tempts to sell out its toy merchan- 
dise by Christmas Eve. The great- 
est volume is done the last 10 
days. 

After Christmas the toy depart- 
ment is cut back to an inventory 
of $5,000 in toys in a lower price 
range for family and birthday 
gifts. 

“Toys throughout the year en- 
courage impulse buying. More 
toys are bought throughout the 
year by mothers shopping with 
children than at any time in the 
past. Today when a child asks for 
a toy, he gets it on the spot,” 
Winkelmann commented, “and 
there is no waiting for Christmas 
or birthdays. That is why it is a 
good idea to keep toys well dis- 
played on islands, shelves, peg 
board racks, and any place that 
will catch the eye of shoppers 
throughout the entire year.” 

Winkelmann pointed to his wall 
display of inexpensive toy assort- 
ments in cellophane bags that 
ranged in price up to 25 cents. 

“You would be amazed how fre- 
quently this display has to be re- 
plenished. Everybody coming into 
the store sees this wall display. 
The items go like hot cakes—to 
people who had no idea they were 
going to buy them when they 
walked in,” Winkelmann confided. 
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There's one sure source of 


Product Knowledge 


W:* HAVE come to the conclusion 
that if people engaged in re- 
tail hardware would take the time 
to read the label or directions on 
packaged merchandise, there 
would be much more product 
knowledge at work in hardware 
stores. 

As it is, a lot of sales people 
don’t know the answers to a cus- 
tomer’s questions when, as should 
be obvious, the correct answers 
are all right there on the package. 

We trade regularly in what is, 
according to our observation in 
much travel, one of the best hard- 
ware stores in the South. That is, 
it is one of the best in many re- 
spects, if measured by variety and 
extent of inventory, volume of 
business done, friendliness, cour- 
tesy and, of course, price. 

However, it has become advis- 
able to search out the owner in 
person, or wait until he is free of 
a customer, if the purchase we are 
to make involves an item with 
which we are not entirely familiar. 
Reason? Why, the boss has more 
product knowledge about all the 
merchandise in his store than can 
be found, collectively, among his 
employees. 


Doesn't Read 


But even the boss slips some- 
times, just because he doesn’t read 
the label. 

On one occasion we wanted a 
masonry drill bit. Not having used 
one, we wanted to know just what 
such a bit would do and how to 
use it. So we passed up the other 
sales people and waited for the 
owner in person. 

After determining size and such 
details, he selected a bit from un- 
packaged stock. 

“This,” he said, “is one of the 
finest little tools ever made. It will 
surprise you, the ease with which 


you can drill holes with this bit. 
You don’t need to exert any ap- 
preciable pressure. The bit does 
the work. It’s really easy with this 
bit.” 

We explained that the bit was 
to be used in brick, not the ma- 
sonry joints. Also, we wondered 
aloud if the speed of the drill 
would be a factor in performance 
of the bit. 

We were assured the drill bit 
would bite with equal ease into 
rock, concrete, mortar or brick and 
that drill speed was not an im- 
portant factor. So we went to 
work, using a relatively high- 
speed drill in hard brick and in a 
short time the cutting points were 
worn off smooth, the bit quit mak- 
ing the hole and it turned black to 
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the depth it had been used. Burned 
up! 

We took it back, with a facetious 
complaint about the quality of 
merchandise available in this store. 
Our owner-friend expressed sur- 
prise that the bit did not stand 
up, discounted an explanation that 
it had been used at high speed, and 
produced a replacement bit 

This one was in a plastic fac- 
tory package, with directions and 
cautions plainly printed thereon. 
From these we learned the bit was 
to be used only at a maximum 
rpm much below the speed of the 
drill we had used, that certain 
pressure was required at certain 
speeds, and so on. Without com- 
ment we passed the printed direc- 

(Continued on page 52) 
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W. W. French, Jr. * 
President, N. W. H. A. t antic 


- 4 HOUGH AWARE of problems that 

must be faced and solved, del- 

egates to the annual joint conven- 

tion of the National Wholesale 

Hardware Association and the 

American Hardware Manufactur- 

ers Association, held October 7 to 

10 in Atlantic City, N. J., generally 

expressed confidence that business 

activity in coming months would 

continue on its current high level. 

Attendance was again large with 

President, > - ig registrations totaling 2,825, about 
the same as in 1955. 


One particular highlight of the 
convention was the revelation that 
wholesaler net profits in 1955 
showed a slight gain, reversing a 
downward trend that set in several 


years ago. 

This much-welcomed news was 
given by Charles L. Hildreth in his 
president’s address to the National 
Wholesale Hardware Association. 
“I am relieved at this time,” he 
said, “to report that in the past 
year the downward trend in prof- 
its has stopped and, for the first 

Seth Marshall time in six years, it has moved in 
Chairman the other direction a tiny bit. It 
Committee on Cooperatives has gone up from 1.43% on sales 
in 1954 to 1.93% in 1955. Our in- 
dustry last year almost made its 
cash discount! 

“In the past year, our industry, 
by and large, has been going 
through what is called in diplo- 
matic circles ‘an agonizing reap- 
praisal’ and I believe that mem- 
bers have realistically concluded 
that this ‘rat-race’ for volume is 
not the Utopian answer that many 
of our manufacturing friends 
would have us believe. I suspect 
that we have found out the hard 
way that what may be an answer 
for a manufacturer with an assem- 

Dr. Jules Backman , : : 
bly line and national, and even in- 


Professor of Economics : 
New York University ternational, markets is not neces- 
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wholesalers and manufacturers meet 


City Joint Convention 


sarily the answer for the distrib- 
uting trade.” 

Continuing the pattern of recent 
years, the conference booth plan 
was again operated using the fa- 
cilities of Convention Hall. As in 
the past, Monday and Tuesday af- 
ternoons were set aside for con- 
ferences among wholesalers and 
manufacturers. 

Tradition was followed again 
Sunday evening when the presi- 
dent’s reception formerly opened 
the convention activities. Widely 
attended, the event received its 
usual enthusiastic approval from 
visiting delegates. 

In their opening business session 
on Monday morning members of 
the National Wholesale Hardware 
Association heard President Hil- 
dreth’s address and the annual re- 
port of Thomas A. Fernley, Jr., the 
association’s executive secretary. 


Other features of this session in- 
cluded a panel discussion devoted 
to the responsibilities of the sales 
manager and a management clinic 
which considered methods of re- 
ducing overhead. 

The Monday evening joint meet- 
ing of the two associations featur- 
ed a humorous address by Dr 
Kenneth McFarland, educational 
consultant and lecturer, General 
Motors Corp. 

On Tuesday morning members 
of the NWHA and the National As- 
sociation of Sheet Metal Distribu- 
tors met in a joint session, while 
manufacturers in their annual bus- 
iness session heard an address, 
“The Business Outlook and Hard- 
ware,”’ by Dr. Jules Backman, Pro- 
fessor of Economics, New York 
University, then elected officers for 
the ensuing year 

In their final business meeting 


X-Club Luncheon 
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on Wednesday morning, wholesal- 
ers heard discussions on progress 
in gaining tax equality, catalogs 
standards, unit pricing, and direct 
shipments by manufacturers. The 
session concluded with the election 
of new officers 
. 


Excerpts from Address 
of Dr. Jules Backman 


WHILE FURTHER modest increases 
in prices seem probable, we are not 
at the beginning of a new major 
inflationary spree. The wholesale 
and retail price indexes have risen 
4% and 2% respectively during 
the past year. But more significant 
is the fact that the sensitive whole- 
sale price index, which usually re- 
sponds vigorously to inflationary 
stimulus, has increased less than2% 


in the past year. After the start of 





Jack Johnston 


the Korean War, for example, this 
sensitive price index rose 50% in 
a period of 8 months. 

The federal budget has actually 
been deflationary rather than in- 
flationary during the past year 
since the cash surplus has been 
several billion dollars. It will not 
be an inflationary force in the year 
ahead. Similarly, despite the sharp 
rise in bank loans — some 14% in 
the past year — bank deposits and 
money in circulation are only 2% 
higher than a year ago. This is less 
than the long term rate of growth. 
Moreover, in this area the Federal 
Reserve Board has been keeping a 
close watch and has acted to make 
credit more costly. While the Fed- 
eral Reserve has been criticized for 
making credit too tight, their ac- 
tions have been in the right di- 
rection. The pressure on prices has 
reflected wage increases in excess 
of gains in productivity and the 
large scale borrowing by consum- 
ers and business. 


Current Outlook 


On balance, the expansionary 
and negative factors in the na- 
tional economy appear to about 
offset each other. The outlook is 
for a continuation of the general 
level of business activity at about 
recent levels. Despite the intro- 
duction of new automobile models 
later in the year, I anticipate no 
new upsurge in the economy in 
terms of physical volume. The ac- 
tions of the Federal Reserve Sys- 
tem in raising interest rates and 
tightening credit will also act 
against any significant upturn. If 
the credit screw is tightened fur- 
ther, some curtailment of econom- 
ic activity—possibly a “gentle de- 
cline’—must be considered a 
strong possibility. However, in dol- 
lar terms, a somewhat more favor- 
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E. P. Hallock 


able picture will be shown as a 
result of the modest price rise an- 
ticipated. 

A number of offsetting develop- 
ments are taking place in the econ- 
omy. The upward surge in business 
spending for plant and equipment 
is the most potent expansionary 
force expected to operate in the 
second half of 1956. Other favor- 
able factors include increasing vol- 
ume of nonresidential construction 
and continued expansion of state 
and local government expendi- 
tures. The creeping advance of in- 
dustrial prices has been given a 
push because prices are being in- 
creased to pay for higher wage 
costs in several important indus- 
tries. These rising prices stimulate 
advance ordering and some inven- 
tory building and hence, add to the 
expansion in the economy. 

Sales of retail hardware stores 
have been at an annual rate of $2.9 
billion thus far in 1956. This was 
5.9% greater than the volume of 
sales in 1955. The increase in hard- 
ware sales has been somewhat 
greater than the increase in total 
retail sales. Hardware sales con- 
tinue to account for slightly more 
than one cent out of every dollar 
of consumer income—or about in 
line with postwar relationships. 
The available data, although in- 
adequate, suggest that there has 
been a small decline in hardware 
inventories during the past year. 

The most favorable factor in the 
outlook for hardware sales is the 
continuing rise in consumers dis- 
posable income; the improvement 
in farm income will help sales in 
the rural areas. On the other hand, 
the sharp decline in new residen- 
tial housing and the poor outlook 
for a reversal of this trend is the 
most unfavorable factor in the 
picture. 

On balance, retail hardware sales 


W. R. Mize 


should show little change from 
current levels—after allowing for 
seasonal factors—for the remain- 
der of 1956 and in the early part of 
1957. While there undoubtedly will 
be setbacks in the economy, the 
longer term outlook is for retail 
hardware dealers to share in the 
expanding volume anticipated for 
the entire economy. 


+ 


Associations Elect 
New Officers 


IN THEIR FINAL business sessions 
both associations elected new offi- 
cers to conduct the affairs of the 
groups in the new year. 

The NWHA unanimously elected 
as its president W. W. French, Jr., 
Moore - Handley Hardware Co., 
Birmingham, Ala. Serving as vice- 
presidents will be: John S. Stiles, 
Morley-Murphy Co., Green Bay, 
Wisc.; Roger K. Becker, Ohio Val- 
ley Hardware Co., Inc., Evansville, 
Ind., and E. H. McLaughlin, Union 
Hardware & Metal Co., Los An- 
geles, Calif. 

Named to a three-year term on 
the executive committee were: H. 
L. Thompson, Bostwick-Braun, 
Toledo, Ohio; Gordon W. Farr, De- 
catur & Hopkins Co., Boston, Mass., 
and J. Rayner Harper, Harper & 
McIntire Co., Inc., Ottumwa, Iowa, 

B. B. Wood, The Wood Shovel 
& Tool Co., Piqua, Ohio, was nam- 
ed president of the manufacturers’ 
association. John C. Cairns, The 
Stanley Work, New Britain, Conn., 
was elected first vice-president, A. 
S. Johnson, National Carbon Co., 
New York, N. Y., will serve as sec- 
ond vice-president, while John 
Gibson III, McKinney Manufactur- 
ing Co., Pittsburgh, Pa., was nam- 
ed third vice-president. 

Named to the executive commit- 
tee, class of 1957, were John T. 


SOUTHERN HARDWARE for NOVEMBER, 1956 





Mains, Union Fork & Hoe Co., Co- 
lumbus, Ohio; and J. F. Spaulding, 
Black and Decker Mfg. Co., Tow- 
son, Md., joining Sheldon Coleman, 
The Coleman Co., Wichita, Kansas. 

Paul C. Nicholson, Jr., Nicholson 
File Co., Providence, R. I., was 
elected chairman of the executive 
committee. 


> 


Wholesalers’ Separate 
Business Sessions 


OPENING THE first business ses- 
sion of the wholesale association 
on Monday morning, October 
8, was a report on “The Activities 
of the Association” by Thomas A. 
Fernley, Jr., executive secretary. 
Mr. Fernley disclosed that in a re- 
cent meeting of the association’s 
executive committee, members of 
the committee reported an average 
sales gain of 3% for the first nine 
months of 1956, with inventories 
as of September 30 being up an 
average of 4% over a year ago. 

The printed report of the asso- 
ciation office was distributed at 
this meeting. Following Secre- 
tary Fernley’s report, President 
Hildreth gave his address which is 
published in excerpt form on an- 
other page. 


Forum 


The next feature of this session 
was a Sales Manager’s Forum, 
moderated by Jack Johnston, vice- 
president and general sales man- 
ager, Allison-Erwin Co., Charlotte, 
N. C. The panel consisted of the 
following speakers: E. P. Hallock, 
vice-president and general sales 
manager, California Hardware Co., 
Los Angeles; and W. R. Mize, vice- 
president, sales, Blish, Mize and 
Silliman Hardware Co., Atchison, 
Kansas. 

In his talk, Mr. Mize stated that 
the first responsibility of a sales 
manager is in the selection of the 
right man for sales training. The 
person selected should have the 
primary qualities that lead to suc- 
cess in selling: resourcefulness, 
energy, enthusiasm, and interest in 
people. 

“In our own company we find 
that men selected from our own 
warehouse and office employees 
usually become our most success- 
ful salesmen. This is because we 
have been able to determine with 
reasonable certainty that they are 
right tempermentally for sales 
work long before they receive a 
bit of training.” 

The second responsibility of the 


sales manager, Mr. Mize continued, 
is that of training the salesman. 
This includes such factors as prod- 
uct knowledge, mastering the cata- 
log, and acquiring a thorough un- 
derstanding of warehouse opera- 
tions. Further training should deal 
with the handling and understand- 
ing of people. 

Since practical experience is the 
greatest teacher, it is the responsi- 
bility of the sales manager to ex- 
pose trainees to work in all im- 
portant departments of the opera- 
tion, Mr. Mize said. Practical ex- 
perience must be supplemented by 
instruction. 

Perhaps the greatest responsi- 
bility of the sales manager, Mr 
Mize emphasized, is to develop in 
the salesmen a sense of confidence 
in their house. One step in this 
direction is to provide salesmen 
with good merchandise, priced 
right. The salesmen must be back- 
ed by a house with a reputation 
for fair dealing and good values, 
and the sales manager must define 
and enforce sales policies. 

“When we are consistent in these 
things, a salesman gains a sense of 
trust and faith in his house.” 

The sales manager must help 
the salesman achieve financial se- 
curity by providing an uncompli- 
cated, easily understandable and 
fair payment plan, the speaker 
concluded. 

Speaking on “More Know How 
for Dealer Salesmen” Mr. Hallock 
stated that for a salesman to be 
successful he must know a product 
know its advantages and deficien- 
cies, and equipped with this know- 
ledge, must know how to sell it 
All operations of the wholesale 
hardware business, he continued, 
are incidental to the sale. 

Salesmen with know how of the 
merchandise they seek to sell, 
however, without the know how 
of human relations, will not last 
long, he said. 

“Just as long as there are cus- 
tomers and salesmen, there will 
always be customers who are tough 
to sell, just as there are salesmen 
without know how who are tough 
to buy from. There is one royal 
road to permanent customers, 
namely, when salesmen have the 
know how to demonstrate their 
intent to protect the buyer's in- 
terest in the area of price and 
quality.” 

It is the sales manager’s re- 
sponsibility to see to it that more 
know how is developed among 
salesmen, Mr. Hallock said. 

In his remarks on “A Sales Man- 
ager’s Responsibility to His Firm,” 
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Mr. Johnston stated that a more 
apt title for today’s sales manager 
might be “marketing manager.” 
Any man who manages sales, he 
said, should spend half his time 
in the field. A sales executive can 
do his detailed work and go out 
into the field also if he properly 
budgets his time. 

“Sales can’t be directed from an 
ivory tower,” Mr. Johnston em- 
phasized. 

Salesmen who can’t sell, he went 
on, should be guided into work to 
which they are best suited. In all, 
the sales manager must have close 
supervision over salesmen and 
must know his dealers. 

Accounts that can’t be sold be- 
cause of bad credit are the sales 
manager’s responsibility, he said, 
and the best collector is the sales 
force. 

“We must educate our sales 
groups to be diplomatic collectors,” 
he said. 

Another responsibility of the 
sales manager is to protect his firm 
from unsound promotions. The 
sales manager must screen every 
profitless promotion. Do not pro- 
mote a manufacturers’ goods at no 
profit, he urged. 


Management Clinic 


Moderated by Charles L. Hil- 
dreth, the management clinic had 
as panel members: Howard W. 
Price, The Salt Lake Hardware Co., 
Salt Lake City, Utah; Edward F. 
Pritzlaff, John Pritzlaff Hardware 
Co., Milwaukee, Wisc.; O. H. Ahl, 
Hibbard, Spencer, Bartlett & Co., 
Evanston, Ill.; and W. W. French, 
Jr., Moore-Handley Hardware Co., 
Birmingham, Ala. 

In a talk devoted to the size of 
orders placed by the retailer, Mr. 
Price stated that it cost as much or 
more to handle a small order in 
that as much or more administra- 
tive and warehouse time is re- 
quired. An investigation by his 
company disclosed that in the case 
of one salesman handling 77 ac- 
counts, many gave the firm less 
than $300 worth of business an- 
nually. More than half of this 
salesman’s accounts accounted for 
less than $9,000 annually. Mr. 
Price related that his company 
found that accounts outside the 
metropolitan area usually gave 
larger orders. 

The high cost of servicing small 
orders accounts in part for the in- 
adequate profits of this industry, 
he said. But he advised that the 
potential of the small customer be 
investigated thoroughly before 
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the account is eliminated. 

Little accounts, he emphasized, 
sometime grow into big accounts. 
He expressed the opinion that no 
salesman’s commission should be 
paid on orders of $5.00 or less. 

In considering the question: Do 
quick deliveries and special serv- 
ices justify their cost?, Mr 
Pritzlaff stated that a dealer, first, 
is looking for a distributor in 
whom he has confidence. He wants 
to be confident he is getting a 
good deal, The distributor must 
have an adequate inventory. The 
success of a dealer’s turnover, he 
said, depends on a close tie with 
a distributor. 

To help the dealer most, a dis- 
tributor must have a sound pro- 
motion and advertising program 
and salesmen who keep dealers in- 
formed of market conditions. 

A distributor, he said, should be 
in the center of his territory so as 
to save dealers all possible freight 
costs. 

To be competitive, he pointed 
out, dealers must have competitive 
prices, and the distributor must 
function on the lowest possible 
economic level, passing along to 
the dealer every economy. 

In a check on the small order 
problem, the speaker said that his 
company surveyed its accounts 
from the standpoint of volume and 
discovered that in the first six 
months of the year 400 accounted 
for less than $600 each. These ac- 
counts were contacted regarding 
this. A number were surprised and 
agreed to raise their volume of 
business, two were angered by the 
proposal to close the small ac- 
counts, while the remainder did 
not respond to the query. In all, 
390 of these small accounts were 
closed with the result that the 
dollar volume of the average or- 
der increased 14.8%, and a con- 
siderable saving was effected in 
eliminating small orders. 

In his talk on the importance of 
selling full package quantities and 
the possibility of a differential for 
broken packages, Mr. Ahl stated 
that two thirds of the items his 
company shipped required packag- 
ing, but accounted for only one 
third of the company’s billings. 

Mr. Ahl stated that wholesalers 
must analyze purchases by dealers 
to determine nature of quantities 
purchased. Manufacturers recog- 
nize the problem and are anxious 
to help so that wholesalers can 
ship in full package cartons. The 
goal should be to have manufac- 
turers pack in small quantities so 
that dealers can buy in small 


J. P. Townley 


quantities, the speaker emphasized. 

The speaker stated that “it 
seems logical] to give a better price 
on full package orders,” and rec- 
ommended the setting up of such 
a pricing structure. 

Speaking on “The Frequency of 
Salesmen’s Calls,” Mr. French 
stated that with the average turn- 
over among dealers being 2.5% 
increasing sales is their main prob- 
lem. He estimated that it takes 
from one half to three quarters of 
a dealer’s time to talk to all the 
wholesaler salesmen who call on 
him. 

From the retailer’s standpoint 
it would be better if he concen- 
trated his purchases, and from the 
wholesaler’s standpoint he can no 
longer afford the many calls in- 
volving small orders. 


Low Potential 


Mr. French stated that too 
frequently the sales manager lets 
salesmen call on dealers who have 
very low potential. The size of the 
individual order is more important 
than the total annual volume that 
comes from a dealer. For example, 
the speaker said that a $1,000 or- 
der from a dealer was much more 
valuable than that same volume 
of business broken up into many 
orders during the course of a year. 

“There must be some meeting of 
the minds,” he concluded, “on how 
much small order business is 
necessary.” 

The association’s final business 
session on Wednesday morning 
was opened with an address on 
“Taxing the Tax-Exempt” by Seth 
Marshall, chairman of the Com- 
mittee on Cooperatives. 

In his report Mr. Marshall stated 
that up to five years ago the size 
of the educational job that had 
to be done to bring about tax 
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equality was not appreciated. But 
the campaign is being carried for- 
ward and the Treasury itself feels 
that the tax-exempt organizations 
should be taxed. It is the intention 
of the coops, he said, to change 
the tax laws affecting coops—in 
their favor. There is going to be 
a bill taxing coops, and next year 
is a good year to get the kind of 
bill needed, he continued. 

The main reason for low whole- 
saler margins of profit, Mr. Mar- 
shall said, is the competition from 
coops. “Our margins can be raised 
2% if the coops pay the same tax 
rate which we pay.” 

In his report on “Progress in 
Catalog Standardization,” Richard 
F. Becker, chairman of the Com- 
mittee on Catalog Style Recom- 
mendations, stated that much 
progress has been made in bring- 
ing about standardization. Many 
manufacturers have responded to 
the program by asking for more 
information on recommended spe- 
cifications. But, he said, that there 
must be a greater understanding 
of what is needed by members of 
the association. There is much in- 
terest when members are _ in- 
formed, he said. 

In his comments on Unit Pricing, 
Burrows Morley, chairman of the 
Committee on Packaging stated 
that unit pricing is already being 
used by numerous manufacturers 
and will be expanded if whole- 
salers push harder. 

Unit pricing is logical, he said, 
since it is pricing by the unit the 
dealer normally sells to his cus- 
tomers. Dealers have already ex- 
pressed a liking for pre-priced 
merchandise, he continued. Such 
economies are needed in view of 
the dealer’s low net profit. In ans- 
wer to a survey he said that 63% 
of the answering wholesalers have 
some unit pricing, 17% partial 


Burrows Morley 


unit pricing and 5% have it where 
manufacturers have adopted it. In 
their new catalogs 93% plan unit 
pricing in some form 

Mr. Morley’ suggested that 
wholesalers keep urging manufac- 
turers to install unit pricing and 
he urged that buyers be instructed 
to issue orders in units rather than 
in dozen or grosses 


Direct Shipments 


In speaking on the question of 
direct shipments by manufactur- 
ers, James P. Townley, Townley 
Metal and Hardware Co., Kansas 
City, Mo., stated that in resorting 
to direct shipment by manufac- 
turers to retail customers whole- 
salers are cutting off their noses 
to spite their faces while manufac- 
turers are killing the goose that 
lays the golden egg. Direct ship- 
ments, he said, are a sales gimmick 
that help no one 

The main functions of a whcle- 
saic house are: selling, financing 
and warehousing 

Assuming that a wholesaler be- 
came merely a broker and operated 
without a warehouse and without 
inventory, he still] would have but 
6%. However, the increased cost 
of the manufacturer would soon 
take away this 6% saving that 
theoretically might be passed along 
to the retailer. Manufacturers and 
retailers, without the services of 
the wholesaler, would both have to 
maintain large warehouses, costs 
would rise and prices ultimately 
would go up 

Discussing “The Squeeze on 
Merchant Wire Products,” John S 
Stiles, Morley-Murphy Co., Green 
Bay, Wisconsin, deplored the low 
margin of profit for wholesalers 
on merchant wire products. The 
failure of mills to adequately com- 
pensate wholesalers is not based on 
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low mill profits, he said. He sug- 
gested that mills: (1) increase 
the functional allowance to not less 
than 6% and confine sales to bona 
fide wholesalers; (2) express func- 
tional allowance in terms of per- 
centage as a hedge against further 
inflation: and (3) establish a 
schedule of equitable price dif- 
ferentials 

In a final discussion on gross 
margins, Spencer E. Cram, The 
W. Bingham Co., Cleveland, Ohio, 
stated that prize contests are a 
gimmick to concentrate a sales- 
man’s attention on one product. 
Meanwhile, other lines are ignored. 
This is not good selling, the speak- 
er said, particularly if some deal- 
ers are overloaded with merchan- 
dise by over-zealous salesmen. 
Promotion money could better be 
spent on advertising, he continued. 

Wholesalers are in a bad situation 
profit-wise, Mr. Cram said, and 
suppliers cannot be expected to 
pull distributors out of this trouble 
except in the case of lines which 
do not offer an adequate margin 
to the wholesaler 

“It is up to the wholesaler to 
get adequate margins and keep 
giving them 


them instead of 


away.’ 
e 


Excerpts from the Address 
of President Hildreth 


I AM RELIEVED at this time to 
report that in the past year the 
downward trend in profits has 
stopped and, for the first time in 
six years, it has moved in the other 
direction a tiny bit. It has gone up 
from 1.43% on sales in 1954 to 
1.93% in 1955. Our industry last 
year almost made its cash dis- 
count!!! 

In the past year, our industry 

(Continued on page 53) 
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Women everywhere are asking 


New Color Harmony Book 


eliminates guesswork! : in 
1e8 1 
Lovely Color 7 2 aaah 
* KEM-TONE wall paint an A bine 
Super scratty tied with hundreds a “ge avtat wee _ 
This wonderful book is literal a find page after part nash 


< g a w 
tions to make you 4 eators that will bring life 


on soaring sc it in has 8 
sur imagination Dealer has this amazing buck. ete 
‘our Super Kem- Tone color matching right 


< it home bh you for “o* he-sput 
y ¥ 


there sno chery 


! 
Over 1400 Different Color Harmonies: 


Borrow the Color 


Kem-Tone Dealer for use in your home --- 


Ads like this in full 


color are sending 
Big full-color ads in all these magazines 


women tO SUpEr NOW and all Fall...and Next Spring! 


K em T one R et al | ers The Saturday Evening Post Woman’s Home Companion 
Better Homes Good Housekeeping 


for this exclusive me ow at McCall’s 


e n American Home Farm Journal 
te) 
oe lor service Household Progressive Farmer 


Sunset Successful Farming 
Ladies’ Home Journal Capper’s Farmer 


For more information use Handy Return Card, Page 56 SOUTHERN HARDWARE for NOVEMBER, 1956 





to see this 


COLOR HARMONY BOOK! 


Do you have it? 


Only the COLOR e Which wall colors will harmonize best ¢ What colors should I choose for adjoining 
rooms to make sure they will complement 


—_ , - with my present furnishings? 
HARMONY BOOK T pl ie dt —" each other in perfect harmony? 
ies tions * f plan to redecorate and buy some new J 
answers question: furnishings. How can I be sure to have « What wall and cabinet colors will go best 


like these: everything in correct color harmony? with my colored kitchen appliances? 


* What accent colors should I use for my « What new colors can I pick to go with 
bookshelves, alcoves, etc.? my bathroom tile? 


ONLY SUPER® KEM-TONE and KEM-GLO” RETAILERS 
CAN OFFER THIS EXCLUSIVE COLOR SERVICE! 


That's right! Super Kem-Tone Retailers the country over report substantial 
sales increases from the COLOR HARMONY BOOK! No one else matches 
this color selection service! 

How about you? You can make this exclusive color service available to 
all the homemakers in your area who will see the COLOR HARMONY 
BOOK featured in the leading magazines. Write: Super Kem-Tone, 1200 
Midland Building, Cleveland 1, Ohio . . . or one of these companies. 


The Sherwin-Williams Co., Cleveland 
Acme Quality Paints, Inc., Detroit « John Lucas & Co., Inc., Philadelphia 
W. W. Lawrence & Co., Pitisburgh « The Martin-Senour Co., Chicago 
The Lowe Brothers Co., Dayton + Rogers Paint Products, Inc., Detroit 
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Plastic Pipe. Ace Supplex flexible 
polyethylene plastic pipe and fittings 
are described in Bulletin CE-57. Con- 
tents of the 8-page bulletin include: 
applications for Supplex pipe, sizes 
of standard pipe and fittings, instal- 
lation instructions, technical proper- 
ties, and estimated flow rates for 
water in various pipe sizes. It also 
contains a chart which lists many 
common industrial liquids and speci- 
fies which of these liquids may be 
carried in Supplex piping. Supplex 
Co., Division of American Hard Rub- 
ber Co., 93 Worth St., N. Y. 13, N. Y. 

Circle No. Bl on coupon, pg. 56 


Charcoal Cookers. A color brochure, 
approximately 4” x 81%”, presents the 
Cook ‘N’ Kettle line—the various 
units and accessories. Illustrations 
and prices are given, with a number 
of action photographs emphasizing 
the joy of outdoor cooking. Full de- 
scription of each item is given. Cook 
‘N’ Tools, Inc., 810 E. First Place, 
Tulsa, Okla. 

Circle No, B2 on coupon, pg. 56 


Hand Tools. Described as a guide, 
ready reference and sales builder, the 
1956 Vaco Catalog contains 40 multi- 
colored pages, is 8% x 11 inches, 
Kalamazoo punched for convenient 
binding into any holder, and has an 
8-color cover of heavy coated stock 
to withstand continuous usage, Illus- 
trations and diagrams supplement the 
practical information given on screw- 
drivers, nut drivers, pliers, wood chis- 
els, etc. An entire 6-page section is 
devoted to the Vari-board merchan- 
dising displays. Vaco Products Co., 
317 E. Ontario St., Chicago 11, Il. 

Circle No. B3 on coupon, pg. 56 


Toys and Croquet Sets. Doll car- 
riages, strollers, juvenile furniture, 
and croquet sets are illustrated and 
described in “South Bend Toys,” a 
16-page catalog. “Announcing 1956 
Croquet” is a new illustrated bro- 
chure which describes the special 
features of 13 models of Croquet Sets. 
South Bend Toy Manufacturing Co., 
South Bend, Ind. 

Circle No. B4 on coupon, pg. 56 
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items wanted on the return post 


Garden Chemicals, “How to Make 
More Profits on Garden Chemicals” 
is the theme of a new 16-page sales 
brochure. It contains suggestions for 
increasing sales of spray materials 
and describes and illustrates the im- 
portant features of Hayes garden 
hose sprayers. Hayes Spray Gun Co., 
98 N. San Gabriel Blvd., Pasadena 8, 
Calif. 

Circle No. B5 on coupon, pg. 56 


Sporting Goods. The 1956 D & M 
Spring and Summer catalog features 
38 pages of baseball, softball, tennis 
and badminton equipment. It also 
contains a number of photographs 
showing the manufacture and use of 
athletic equipment. Four full pages of 
youth baseball equipment includes of- 
ficial “Little League,” “Pony,” and 
“Babe Ruth League” baseballs. Copy 
of the catalog and dealer confidential 
price list may be obtained from the 
company. Draper-Maynard Co., 4861 
Spring Grove Ave., Cincinnati 32, 
Ohio. 

Circle No. B6 on coupon, pg. 56 


1956 Tackle Lineup, A compre- 
hensive presentation of the complete 
line of Shakespeare tackle for 1956 
appears in the new catalog which 
supplants the 1956 illustrated price 
list. A full-color cover features the 
new store spin reel demonstrator and 
the back cover pictures in accurate 
detail the color styling and trim 
which is being used on the different 
price ranges of glass fiber Wonderods 
for 1956. The inside 40 pages are 
printed in green, black, gray and 
white with feature pages on some of 
the company’s newest tackle items. In 
addition to the lineup of rods, reels, 
and lines for every kind of fishing, 
a section is devoted to miscellaneous 
service items and supplies. Shake- 
speare Co., Kalamazoo, Mich. 

Circle No. B7 on coupon. pg. 56 


Nails Data. A free pocket-size 
handbook containing factual informa- 
tion and specifications for the new 
line of Stormguard nails is available. 
The handbook is printed in two 
colors with illustrations and reference 
data, A two-page chart gives specific 


Available free to readers. Circle the numbers of 
card, page 56 


data on the sizes and quantity of 
nails to use for various types of roof- 
ing, siding and trim as recommended 
by leading trade associations. Manu- 
factured in 85 different styles and 
sizes, the Stormguard nails are ren- 
dered rust-resistant by a _ special 
double-dipping in molten zinc, W. H. 
Maze Co., 400 Church Blvd., Peru, Il. 
Circle No. B8 on coupon, pg. 56 


Fishing Tackle. The colorful 1956 
Trade Catalog presents a number of 
new items in every category in the 
South Bend fishing tackle line. In 
addition to new items such as two 
Hollow Glass Casting-Spinning Rods, 
gift assortments receive special atten- 
tion. Also, one page is devoted to il- 
lustrations and descriptions of the 
free sales aids offered by the com- 
pany. An alphabetical index is placed 
at the front of the catalog while a 
general index by style numbers ap- 
pears at the back. South Bend Tackle 
Co., Inc., 1108 South High St., South 
Bend 23, Ind. 

Circle No. B9 on coupon, pg. 56 


Welded Chain. Over 25 different 
types of welded chain and chain as- 
semblies, plus a complete line of ac- 
cessories, are described and _ illus- 
trated in a new 62-page, two-color 
catalog. Specifications are the latest. 
Types of welded chain listed include 
Proof Coil, BBB, Republic Alloy, 
High Test, and a variety of other 
standard and special chain types. The 
first seven pages of the book form a 
general information section on welded 
chain, with important points on its 
care and maintenance. Detailed sug- 
gestions for correctly measuring and 
ordering chain are included in the 
section also. Various tables in the 
back of the catalog help make it a 
complete chain reference book. Re- 
public Steel Corp., 3100 East 45th St., 
Cleveland 27, Ohio. 

Circle No. B10 on coupon, pg. 56 


Power Tools. Seven single sheet 
ce2talog pages illustrate, describe and 
give specifications on each of the 
three Wen “Quick-Hot” Electronic 
Soldering Guns, three Electric Sand- 
er-Polishers and the new Rotary Mo- 
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Portion of Warehouse in RB&W’'s Port Chester plant. 


Fifty million fasteners can't be wrong 


OXES, cases and kegs as far as you can see... all packed 
with RB&W bolts and nuts for shipment. This is just 
part of our finished stock . . . and in just one of our four 
plants. 
Obviously, only good fasteners with good reputation can 
sell in such volume. It proves that people everywhere recog- 
nize RB&W fastener-quality and buy it. 


MORE REASONS TO DO BUSINESS 
WITH THE RB&W DISTRIBUTOR 
The most complete line in the field 
Top quality throughout the line 
Complete reliability of supply and product 
Fast, accurate and friendly service 
The original upside-down package — extra strong 
for no-spill, quick, easy handling 


Next time you order, make sure to make it the RBaW line. 111th year 
Russell, Burdsall & Ward Bolt and Nut Company, Port 


Chester, N. Y. 


Plants at: Port Chester, N. Y¥; Corapclis, Pa.: 


DISTRIBUTORS FROM COAST TO COAST Rock Falls, lll.; Los Angeles, Californ’ 
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Catalogs & Bulletins 











tor Electric Power Saw. The sheets 
are 8% x 11 inches or 11 x 11 inches 
and are printed in two and three 
colors. Wen Products, Inc., Chicago 
31, Tl. 

Circle No. B11 on coupon, pg. 56 


Store Fixtures. The Flexible View 
Store Fixtures catalog offered to deal- 
ers is devoted to new equipment, ac- 
cessories, and display units. The cat- 
alog is well illustrated, contains full 
description of the items and is printed 
in blue, black and white. Prices and 
specifications are given in the back 
section. A free floor planning serv- 
ice also is offered through the cata- 
log. W. C. Heller & Co., Montpelier, 
Ohio. 

Circle No. B12 on coupon, pg. 56 


Water Systems, A new Burks Water 
Systems catalog designed with sepa- 
rate sections for dealer helps in sell- 
ing, specifying and job-planning is 
now available. Besides the inside 
story of pump features, each section 
gives general information about ca- 
pacities, depths, etc., and shows 
typical installations, The Price List 
and Specification Book gives prices 
and includes performance _ tables, 
identification pictures, dimensions 
and complete accessory listings. All 
five of the separate sections fit into 
pockets inside the colorfully printed 
cover. The cover gives general job- 
figuring and planning information. 
Cellophane laminated over the print- 
ing increases the durability of the 
cover and protects it from dirt and 
ee Decatur Pump Co., Decatur, 

Circle No. B13 on coupon, Pg. 56 


Septic Tank Care. A new, free 
eight-page illustrated booklet en- 
titled, “The Story of Willie Bacteria, 
or How to Take Care of Your Septic 
Tank or Cesspool” is now available. 
Educational Division, The FX-Lab 
Co., 4 Hill St., Newark 2, N. J. 

Circle No. B14 on coupon, pg. 56 


Hinges. “Hinges for Light Construc- 
tion” is the title of a new four-page 
catalog that describes and illustrates 
a representative variety of the hinges 
available for such light construction 
as residences, motels, stores, etc. The 
new literature presents such features 
as Oilite bearings, non-rising pins and 
the new non-mortise hinge, Also de- 
scribed and illustrated are items of 
forged iron builders and cabinet hard- 
ware, in addition to such accessories 
as forged iron mail boxes, foot 
scrapers and letter slots. McKinney 
Manufacturing Co., 1715 Liverpool 
St., Pittsburgh 33, Pa. 

Circle No. B15 on coupon, pg. 56 
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Rotary and Reel Mowers. A 2- 
color enclosure which folds to 3% x 7 
inches covers the full line of Mow- 
Master rotary and Mowamatic reel 
type power mowers, This is available 
from distributors as Form P-23A. A 
4-page catalog sheet covers the full 
line of mowers, is in three colors, and 
includes detailed specifications and 
weights for each model. Form P- 
25. Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis. 

Circle No. B16 on coupon, pg. 56 


Hack Saw Blades. A new catalog 
page is available covering the Griffin 
line of Hand Hack Saw Blades, Cop- 
ing Saw Blades, Jig Saw Blades and 
Scroll Saw Blades. G. W. Griffin Co., 
Franklin, N. H. 

Circle No. B17 on coupon, pg. 56 


Sprayer and Duster Line, A new 
Hudson Sprayer and Duster Catalog 
(No. 501) shows and describes com- 
pletely the company’s line of hand- 
and power-operated sprayers and 
dusters, and introduces the new 
Matador Power Sprayer line with 
tank capacities from 15 to 250 gal- 
lons. Types of sprayers include com- 
pression, knapsack, Hydra - Gun, 
Trombone, bucket and barrel spray- 
pumps, wheelbarrow, eleciric, hand- 
and power-operated. Duster models 
include rotary, knapsack, traction, 
electric and hand types. Accessories 
and service parts are included also. 
H. D. Hudson Manufacturing Co., 
589 East Illinois St., Chicago 11, Ill. 

Circle No. B18 on coupon, pg. 56 


Fishing Tackle. The new Pflueger 
Trade Cataiog No. 92 is 8% x 11 
inches and has 76 pages. Among the 
several new items described are two 
new spinning reels — the Freespeed 
for fresh ‘water at $14.95 and the Sea 
Star for salt water and fresh water 
trolling at $29.95: also two new 
models of casting reels for monofila- 
ment line; the complete line of new 
Pflueger rods; numerous new spin- 
ning lures and new self-merchandiser 
packages on hooks and sinkers. En- 
terprise Manufacturing Co., Akron, 
Ohio. 

Circle No. B19 on coupon, pg. 56 


Fishing Equipment. Weber’s 1956 
68-page catalog No. 32 contains 82 
new items in addition to the variety 
of fishing tackle regularly listed. The 
new offerings are separately indexed 
for quick appraisal. Foremost among 
them is the complete line of Weber 
Dylite plastic poppers, illustrated in 
full natural colors on a four-page 
lithographed insert. The four-color 
lithographed cover features the new 
three-tier revolving display rack. The 


free Moviegram fly casting instruc- 
tion booklets in a counter display are 
available to dealers every year and 
are illustrated and described in the 
catalog. The Weber Lifelike Fly Co., 
Stevens Point, Wis. 

Circle No. B20 on coupon. pg. 56 


Garden Hose. Catalog sheets give 
full information on Biltrite 10-star, 
8-star and 5-star Garden Hose, as 
well as Biltrite Triple-Tube Flexible 
Sprinklers. The sheets are in color 
and well-illustrated. American Bilt- 
rite Rubber Co., Inc., 22 Willow St., 
Chelsea 50, Mass. 

Circle No. B21 on coupon, pg. 56 


Store Displays. Each type of dis- 
play item from ticket holders to com- 
plete display units is fully illustrated 
and described in a new catalog. The 
catalog contains much information on 
display assembly and modern store 
engineering. Reeve Co., 9249 East 
Bermudez St., Rivera, Calif. 

Circle No. B22 on coupon, pg. 56 


Hardware Assortments. Free illus- 
trated catalog-price list circulars, 
featuring the newest “Select-A-Pak” 
hardware assortments, are available. 
Each assortment, made up of cabinet 
hardware, forged iron hardware or 
shelf hardware items, is described on 
a separate sheet. Also included are 
illustrations and information on the 
free “Select-A-Pak” display boards, 
panels and layouts pertaining to the 
specific assortment, and which are de- 
signed to fit present dealer fixtures. 
Space is allowed for wholesaler im- 
print. Circulars are 8% x 11 inches in 
size and printed in two colors. They 
may be used with “Select-A-Pak” 
Catalog No, 256 which contains open 
stock hardware items. National Lock 
Co., Rockford, Il. 

Circle No. B23 on coupon, pg. 56 


Gasoline Engine Tools, A 63-page 
catalog, describing and illustrating 
the company’s complete line of port- 
able gasoline engine tools, is avail- 
able upon request. Data and full de- 
tails are given on the “MG” chain 
saws, generators, land clearance saws, 
etc. Also, information on electric and 
pneumatic chain saws is included in 
the catalog Number 32. Mall Tool Co., 
7725 South Chicago Ave., Chicago 19, 
Il. 

Circle No. B24 on coupon, pg. 56 


Water Heaters. Five specification 
sheets, in color, feature electric and 
gas water heaters. These contain il- 
lustrated descriptive material, includ- 
ing detailed roughing-in dimensions. 
W. L. Jackson Manufacturing Co., 
Inc., 1216 E. 40th St., Chattanooga, 
Tenn. 

Circle No. B25 on coupon, pg. 56 
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L154!) Popular AMERICAN Chains 
for Your Farm Customers... 


@ When you look over the following list of chain uses on the farm 
(and this is only a partial and incomplete list!), you realize that your 
farm customers can easily be your best customers for the wide variety 
of chain items offered by AMERICAN CHAIN. 

Your farm customers need quality chains for almost countless uses 
—every day in the year. You can turn their needs into your profits by 
stocking and displaying a full assortment 
of AMERICAN CHAIN items on your shelves 
and counters all the year around. . AME RI CAN 


For prompt service, order from your 
AMERICAN CHAIN ieee ee Cc H Al N 


Sell AMERICAN Chains for: 


() Fastening gates C) Porch swings 


C) identifying, controlling, [) Furnace regulating 
hobbling and picketing C0 Stringing fish 
farm animals 


Dog chains and e 
(J Anchoring boats C) Dog chains and runners 


--- also cotter pins 
C) Holding wagon boxes A end 2 


C) Holding end gates repair links 
C] Work shop uses 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing— 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 
75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated 
100 ft. 35 Sash Chain, Bright Zinc Plated 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 


a 
Tt 


ACCO’s New Packaging == 
Makes Selling Easier 


The newly designed acco 
packages, in attractive blue and 
gold, make it easy for customers 


and salespeople to locate any pack- r , Part, 
aged chain item in seconds. Dis- co American Chain Division 


play these colorful packages on 
your shelves and counters for your a AMERICAN CHAIN & CABLE 


farm customers’ convenience. 





York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, 
Order from your nearby } Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
AMERICAN CHAIN wholesaler J Portland, Ore., San Francisco, Bridgeport, Conn. 
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YOUR CUSTOMERS 
WILL PICK UP AND BUY 


> 


@ There’s something fascinating 
about these handsome, trans- 
parent plastic boxes—in their 
many sizes and various com- 
partment arrangements. 


Men want them for holding fishing lures, 
for home storage of nails, brads, tacks, 
screws and nuts .. . housewives for hair 


curlers, costume jewelry, buttons, needles, 
thread and dozens of other things. 


Twenty standard boxes available from 
stock, ranging from 4%2”x 2%"x 1” to 
10%” x 6.4" x 1%”. Attractive, practical, 
and of durable construction with tight- 
fitting hinged covers. 

How these boxes do sell. May we send 
you descriptive folder and prices? 


~ 


eoseesesser? 


WLCHEK TOOL co. 


x 3001 East 87th Street 
Cleveland 4, Ohio 


Z 
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Profit-Sharing Plan 
Multiplies Sales 


(Continued from page 20) 


regularly by the salesman who 
started it, is the monthly special 
window. Although this is not en- 
tirely original, it is pushed more 
vigorously—and more consistently 
—than is done in most hardware 
stores. 

This monthly special window is 
filled with seasonal items, marked 
with colorful price tags. Baker 
likes signs—numerous signs. And 
he wants them painted in a pro- 
fessional manner. A local sign 
painter nearly always has an order 
in progress for Baker. 

“The window stops traffic,” Ault 
said. “People enter, the door 
chimes announce them, and one or 
more sales people call out the 
greeting. A weekly special, with its 
big sign, often halts the customer. 
And before he or she loses interest, 
a salesman, eager to add commis- 
sions to his weekly check, steps 
forward.” 

And this does not end the sales 
cycle. If the customer wants the 
purchase charged on open account 
or the time payment plan, she goes 
to the bookkeeper’s desk, near the 
center of the store, where Mrs. Joe 
Baker keeps the accounting sys- 
tem. 

Mrs. Baker’s presence in the 
store exemplifies her husband’s 
conviction that the most success- 
ful stores, in smaller cities, are 
operated by husband and wife. 
Baker carries this out in the serv- 
ice stores. He has three of these— 
an appliance store at Dermott, a 
used furniture store that handles 
traded in furniture and appliances, 
and a repair shop that cares for re- 
pairs on everything sold. Each of 
these establishments is managed 
by a husband-wife team. These 
service store managers usually be- 
gin as floor salesmen. Baker's pro- 
duction records soon prove to him 
how much a salesman is worth to 
the organization and to himself. 
When that salesman shows that he 
can produce, Baker encourages him 
with raises in salary. 

Commissions are a percentage of 
the weekly sales each sales person 
makes. Baker does not care to re- 
veal what this percentage is, but it 
is large enough to make every sales 
person try to sell as much as he 
can. 

“Joe tries to keep us salesmen 
happy and satisfied,” Ault said. 
“He wants us to make enough to 
have a decent living, and he con- 


vinces us that it is up to each man 
to make a good income. He pro- 
vides the background and the mer- 
chandise and the fine management 
practices. Then it’s up to us to pro- 
duce.” 

Baker helps his employees to 
have an attractive home. If they 
wish to buy a home, he aids with 
the down payment. And he makes 
it easy for them to furnish it at- 
tractively with discounted items 
from the store. 

In this little city of less than 
5,000 population, Baker’s sales con- 
tinue to grow in volume. And much 
of the growth is due to the en- 
thusiastic efforts of the salesmen- 
partners who feel that as the store 
prospers, they will also. 


+ 


Product Knowledge 
(Continued from page 39) 


tions over to the surprised store 
owner. Needless to say, the drill 
performed its function when used 
as directed, did not burn up and 
is still good. 

This was the only time this store 
owner has been found deficient in 
product information but, as pre- 
viously indicated, it is different 
with his staff on many occasions. 
One somewhat glaring incident 
stands out in memory. 

We wanted to do some painting 
and had been sold by friends on 
the roller versus the brush. So we 
repaired to our favorite hardware 
store and, this time, placed our 
problem in the hands of the sales- 
man who has, among other duties, 
full responsibility for the paint de- 
partment. He is referred to by 
other personnel as the paint spe- 
cialist. 

So we got around to the roller 
and the pan, from which the roll- 
er picks up paint for application 
to the surface to be painted. We 
had never had occasion to exam- 
ine such a pan. All of them are e- 
quipped (we now know) with a 
pair of U-shaped hooks, depending 
from the bottom of the shallow 
end of the pan. And in full-blown 
ignorance we asked, “What are 
these hooks for?” 

“Aw, I don’t know,” said the 
‘paint specialist.’ He added that 
he guessed the factory just “stuck 
them on there.” 

Of course, when we came to the 
point of mounting a step-ladder 
with pan and roller, it was all too 
obvious what the U-shaped hooks 
were for. And although it must be 
admitted that the pan in question 
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carries no label, explaining use of 
the U-shaped hooks, still, the 
salesman is a “paint specialist.” 
It would seem that he should 
know. 

Elsewhere throughout this or 
any other store there is an abun- 
dance of product knowledge a- 
vailable. It is printed in concise 
and understandable English either 
on the product, on the container 
or on a separate sheet inside, 

But many hardware retail sales- 
men seem to be unaware of this 
unfailing source of product knowl- 
edge. They either don’t know or 
they give misleading information. 
This, in turn, causes the customer 
to lose confidence. We are one of 
those who harbor limited confi- 
dence in the sales personnel of 
that store. For example, we would 
check and double-check now on 
anything told to us by this store’s 
“paint specialist.” 

In a retail hardware stock, the 
intended use of many, many items 
is so obvious that directions would 
be ludicrous. In the same breath 
it could be declaimed there is a 
host of items about which the 
sales person needs product knowl- 
edge. And with the competitive 
position of the hardware store 
what it is, that category is grow- 
ing. 

It can be truthfully said of our 
favorite hardware store that its 
sales people need only a limited 
amount of product knowledge. It 
is a highly successful store, con- 
stantly busy with people who, in 
a vast majority of cases, know 
what they want and stand, money 
in hand, waiting their turn to be 
waited on. 

So sales people need only lim- 
ited product knowledge — if all 
they do is complete a routine ex- 
change of merchandise for money. 
If they expect to avoid come- 
backs, if they expect to complete 
a transaction that creates a satis- 
fied customer, if they expect to 
make related sales — then they 
need product knowledge. And they 
can get it by reading the labels and 
or directions on or in packaged 
merchandise. Especially where 
newly-added items are involved. 

For our part, the lack of prod- 
uct knowledge in some sales per- 
sonnel has changed our buying 
habits, where the purchase is not 
what we shall call common hard- 
ware. Now, we even by-pass the 
owner and go directly to the dis- 
play of the category of merchan- 
dise from which we expect to buy. 
There we read everything we can 
find about the merchandise we 
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need. We know that is the positive 
route to accurate product knowl- 
edge. 

There have been experiences in 
hardware stores throughout the 
territory that left us with the 
realization we have more prod- 
uct knowledge in some categories 
than the people who sell the mer- 
chandise. That is scant personal 
satisfaction, certainly of no last- 
ing benefit to the store in ques- 
tion. 

Such experiences caused this to 
be written, and inspired the con- 
clusion stated in paragraph one: 
If sales people would read labels 
and directions, there would be 
more product knowledge in hard- 
ware stores. 

It isn’t all in black and white. 
It may be red, blue, green, or gold. 
But it’s there, and it’s an unfail- 
ing source of product knowledge. 

a 


Excerpts from the Address 
Of Charles L. Hildreth 


(Continued from page 45) 


(by and large) has been going 
through what is called in diplo- 
matic circles “an agonizing reap- 
praisal” and I believe that they 


have realistically concluded that 
this “rat-race” for volume is not 
the Utopian answer that many of 
our manufacturing friends would 
have us believe. I suspect that we 
have found out the hard way that 
what may be an answer for a 
manufacturer with an assembly 
line and national, and even inter- 
national, markets is not necessarily 
the answer for the distributing 
trade. 

On the matter of margins, I 
would raise the question if we are 
not facing one of the greatest 
threats in years in traffic appli- 
ances, for instance. 

No manufacturer has to waste 
his time advising us to cut ex- 
penses. I don’t believe our indus- 
try ever tried more desperately 
to find ways and means of doing 
this in every way possible. We 
have had to or we would be out 
of business! Neither do we ask, or 
wish, too long margins. We rec- 
ognize, it is our job, and even our 
existence, to sell goods as cheaply 
as possible but if we don’t sell 
goods at a profit—we won't be in 
business much longer. 

When a manufacturer advertises 
his product so heavily that he ex- 
pects you can’t refuse to carry his 
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line because of his created con- 
sumer demand and he pays for that 
advertising by taking it out of our 
margin, or profits, I think it is 
a very poor partnership arrange- 
ment. If we buy that program, we 
become his economic serf and we 
will deserve just what we get. 
We lose our independence and 
survive only at his sufferance. 
Did it ever occur to you that 
the distributors of this country are 
a Bulwark of Democracy and Free- 
dom? Can you name an important 
country in the world today where 
“free enterprise”, as we know it, 
exists where Democracy does not 
go along with it, or vice versa? 
Why is the distributor a Bul- 
wark of Democracy and Freedom? 
Democracy is dependent upon a 
majority of its people being inde- 
pendent. When the majority of the 
people cease to be independent, 
both economically and spiritually, 
Democracy ceases and dictatorship 
or Socialism takes over. It is for 
this reason that the distributor is a 
bulwark of both democracy and 
“free enterprise.”” Democracy does 
not work without a predominant 
middle class. Switzerland is prob- 
ably a classic example of successful 
democracy, They have a predom- 


inantly middle class population 
with a high degree of independ- 
ence, both political and economic. 

If we can agree that democracy 
and freedom depend upon an in- 
dependent class of people being in 
the majority and that “free enter- 
prise” flourishes best in a democ- 
racy, I think we can also agree 
that both have reached their peak 
in the United States. 

Is our present fortunate status 
of Democracy and “free enter- 
prise” in America in jeopardy? I 
believe it is from three sources. 
The first is big business. We have 
in the past two years seen such a 
wave of mergers and consolida- 
tions at an accelerated pace which 
has been unequalled for a long 
time. 

The trend is obvious and rapid. 
Look into any industrial or fin- 
ancial field you wish; automotive, 
banking, amusement, merchandis- 
ing, chemical, etc. The reasons for 
this are varied and complicated, 
such as tax advantages, self-pres- 
ervation, greater efficiency, ability 
to stand up to big labor, the neces- 
sity for huge advertising promo- 
tion expenses which can be spread 
over many articles instead of just 
a few, better financing possibili- 





DEPENDABLE ... 
another way 
of saying 
Rugged Robert 


Every wise 


customer knows that 


Rugged Robert means DEPENDA- 


BILITY 


superior QUALITY. 


That’s because all Rugged Robert 
products are made of the very finest 
materials under the most exacting 


necifications. 


Thousands of people always ask for 
the Rugged Robert Brand by name. 

Fast-selling Rugged Robert Prod- 
ucts include pliable, galvanized solid 
and twisted clothesline .. . high- 


quality swing 
2/0 and No. 


spools .. 


and well chain, in 


3 size, boxed and on 
. and the smart-looking, 


fast-selling broom rake. 
All Rugged Robert products are 


perfectly 


packaged for immediate 


re-shipment. Get your share of this 
“PLUS BUSINESS today! Write or 
call us for YOUR 


supply! 


2713 North 24th St., Birmingham, Ala. 
Member, American Hardware Manufacturers Association 
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ties, etc. 

Perhaps, the continuation of this 
trend toward mergers is not only 
inevitable but perhaps it can be 
argued honestly that it is in the 
long run beneficial to the greatest 
number, If getting the greatest 
amount of consumer goods to the 
greatest number of people at the 
cheapest possible price were the 
only criterion to be used, it might 
be so. I believe, there are other 
considerations of equal or greater 
importance. I believe, the greater 
the concentration of economic 
power, the less independence there 
is in the majority of people and 
therein lies a threat to Democracy. 

If John Doe is to be a modern 
day feudal serf, he doesn’t care a 
darn whether he is a serf of big 
business or big labor. If John Doe 
has to choose between being a serf 
of big business or a partner in So- 
cialism, he will choose the latter. 
Only so long as John Doe keeps 
his independence will Democracy 
and “free enterprise” survive. 

Is big business digging its own 
grave by its greed for power? We 
have seen the pattern before as big 
business gets bigger, it certainly is 
an invitation to more control by 
the only agency big enough to pro- 
vide it—namely, big government. 
The more our economy is controll- 
ed by government, which is already 
too big, the nearer we come to So- 
cialism and that brings us to the 
second threat to Demecracy and 
Freedom — big government. 

Most businessmen do not want 
bigger government and more 
bureaucracy as the answer. The 
cure is worse than the disease!! 
I am not going to spend time here 
discussing big government and 
government in business. You have 
heard, and will hear, plenty about 
that from both political parties. 

I would, however, like to pass 
to the third threat to our freedom 
and democracy about which I am 
afraid you won’t hear much in 
the current campaign, because of 
political cowardice, I am referring 
to big labor. Concentration and 
abuse of power in the hands 
of a few labor czars is just as 
much, if not more, of a threat to 
our freedom as the excessive con- 
centration of industrial power in 
the hands of a few corporations. 

I’m not arguing against growth, 
change, even big business as such. 
I am arguing for the necessity 
from our country’s welfare of 
keeping businessmen independent 
and pointing out the particular 
opportunity and responsibility of 
distributors to help do that. 
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DEALER SALES AIDS 


Christmas-Boxed Tapes 


Available through December 1, 
Evans Rule Co., 400-416 Trumbull St., 
Elizabeth, N. J., is offering its White- 
Tapes packaged in Christmas gift 
boxes, at no extra cost. Each 50-ft. 
and 100-ft. long tape, and the 6-, 


8-, 10-, and 12-ft. regular-size and 
King-Size pocket tape will be pack- 
aged in its regular Tenite plastic util- 
ity box inside the Christmas package. 
After Christmas, the outer boxes may 
be discarded. 

Decorated in a red and green 


Christmas motif, a major feature of 
the box is a gift card, printed on the 
cover. Included with the long-tape 
gift package is a free “personalizing” 
kit, consisting of a gold-foil strip and 
a writing stylus. It may be used by 
the purchaser to write the recipient’s 
mame in gold on the tape. Also in- 
cluded’ is an instruction sheet ex- 
plaining how to use the kit’s con- 
tents properly. For more informa- 
tion— 
Circle No. Fl on coupon, pg. 56 


Calking Merchandiser 


A new automatic dispenser type 
rack, designed to hold 10 calking cart- 
ridges plus a calking gun, was intro- 
duced recently by the Gibson-Homans 
Co., 2366 Woodhill Road, Cleveland 6, 
Ohio. 

Made available to coincide with the 
introduction of its new “Handi-Calk” 
calking gun and cartridges, the rack 
will hold additional guns on the back. 
It requires less than one square foot 
of counter space or can be hung as 
a wall display. 


Of all-metal construction, and 


For more information on these sales aids 
use the free post card at bottom of page 


brightly colored, the display rack is 
available free with an order of 
“Handi-Calk” guns and cartridges. 
Other free merchandising aids include 
window banners, counter and display 
cards. For more information— 
Circle No. F2 on coupon, pg. 56 


No Postage 


Postage 
" . Stamp Necessery 
Will be Paid If Mailed 


by in the 
Addressee United States 


Handy Return Card 


@ Request More Information on 
Sales Aids 
New Products 
Catalogs & Bulletins 





BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R., ATLANTA, GA 











NO POSTAGE NECESSARY 


Please be sure to fill in your Firm's 
Name and your position on the Cou- 
pon. This service cannot be extended 
to you unless this information is 


furnished. 


SOUTHERN HARDWARE 
806 Peachtree St., N. E. 
Atlanta 8, Ga. 





Chain Display Stand 


A built-in, long leverage chain cut- 
ter as well as a handy measuring de- 
vice are features on a new chain dis- 
play stand made available by the S. 
G. Taylor Chain Co., Inc., Hammond, 
Ind. 


The chain merchandiser holds 
seven reels in a choice of four as- 
sortments of sash, jack, victory pat- 
tern, safety, lock link, coil or ma- 
chine chain. It occupies less than two 
square feet of floor space, weighs 32 
pounds, and measures 54” high, 19” 
wide and 24” deep, For more infor- 
mation— 

Circle No. F3 on coupon, below 


Wire Brush Display 


A compact, display packaged as- 
sortment of wire brushes for small 
electric tools in the home workshop 
is made available by the Anderson 
Corp., 1029 Southbridge St., Wor- 
cester, Mass. 


The display is in red, white, and 
black, and illustrates some of the 
many uses for the brushes in the 


home. The assortment includes 14 
wire wheel brushes individually pack- 
aged, four cup type brushes, and 
three arbors for attaching wheel 
brushes to power hand tools. 

The assortment weighs eight 
pounds; retails for $24.40. Full dealer 
and distributor discounts are allowed. 
For more information— 


Circle No. F4 on coupon, below 


Sprayers, Dusters Unit 


A “Profit-Maker” merchandising 
display for its line of sprayers and 
dusters is made available by the Dob- 
bins Division, Chamberlain Corp., 
Waterloo, Iowa. 

The unit comes with a complete 
line of Dobbins sprayers and dusters 
in “profit-maker” assortments num- 
ber 50A and number 100A. Each as- 
sortment carries a quantity of new 
4-color folders which illustrate and 
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describe all Dobbins sprayers and 
dusters. For more information— 
Circle No. F5 on coupon, below 


Farm Building Plans Rack 


A free display rack and farm build- 
ing plans are offered by Kaiser 
Aluminum & Chemical Sales, Inc., 
919 N. Michigan Ave., Chicago 11, 
Ill. The wire-frame rack fits on 
counter or wall. 


Most of the 11 building plans fea- 
ture low-cost, pole type construction 
and show in detail how to build with 
Kaiser Aluminum Farm Roofing. For 
more information— 

Circle No. F6 on coupon, below 


Furniture Hardware Unit 


A colorful counter display board 
containing a special assortment of 
popular designs in Furniture Hard- 
ware is offered by Faultless Caster 
Corp., Evansville 7, Ind. 

Each Faultless Pull is individually 
packaged and a work sheet of 24 
suggested furniture designs is given 
free in each package. The display oc- 
cupies 4 x 14 inches of counter space. 
Each carton top illustrates the Pull 

(Continued on page 58) 





Serve Yourself BOLTS 


PROFITS 
ing { FLEXIBILITY 
| TURNOVER 


with the FIRST 
FLEXIBLE‘ BOLT DISPLAY 


Now Available 
Through Your Lamson Distributor 
These new Lamson & Sessions SERVE YOURSELF 


Bolt Trays bring “Back Room” bolts “Up Front” for 
increased sales. 





These new NRHA approved metal bolt trays are so 
flexible they fit perfectly on standard islands, gondolas, 
and wall counters. A SPECIAL ALL METAL TRAY 
STAND with a durable baked enamel finish, as illus- 
trated below, is also available for floor display. 


ADDITIONAL FEATURES OF THE LAMSON & 

SESSIONS “SERVE YOURSELF” 

BOLT TRAYS 

@ All Metal Tray with Adjustable 
Metal Dividers and Price Ticket 
Holders (size 14” long x 23” wide 
x 9” high). 

@ Price Tickets for Current Sug- 
gested Selling Prices. 

@ Measuring Device for Checking 
Length and Diameter. 


Ome SELL YOUR “BACK ROOM” 
BOLT STOCK WITH A SERVE 
YOURSELF BOLT TRAY 
“ao: ©6|6CC “UP FRONT”! SPECIAL 
2 NRHA APPROVED TRAY STAND 


oom (SPLAT MAIL THIS COUPON TODAY: 


THE LAMSON & SESSIONS CO. 


1971 West 85th Street 
Cleveland 2, Ohio 


SERVE YOURSELF 
BOLT TRAY 


Trays can be purchased separately or with custom 
“Ready-Stocked” Assortments, Carriage Bolts, Small 
Machine Bolts, Large Machine Bolts, Cap Screws 
and Nuts and Stove Bolts. 


r 
| 
| 
! 
| 
| 
| 
| 
| 
All bolts and nuts are Brite-Plated with nuts | 
| 
| 
| 
! 
l 
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Please send me details on the new Lamson & Sessions Flexible 
Bolt Display. 


Company Name 


attached and you can choose the sizes and types Address_ 


that your customers ask for most often. 


Refills are Special Small Quantities— No Over- 
stock Storage. 


City 


Your Name 
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FURNI RE HAROWARE 
by Se iticce 


it contains and is identified with 
style number so that it need not be 





opened nor contents disturbed. 
For more information— 


Circle No. F7 on coupon, pg. 56 PRINTED HELPS 


and other scales aids for 1956 





Aviation Snip Display 


An Aviation Snip Display which 
will hold two pairs of the company’s 
newly developed molybdenum tool 
steel aviation snips with mibber 


Melnor Industries, Inc., 300 DeWitt 
Ave., Brooklyn, N. Y., offers a co- 
operative advertising plan to eligible 


grips is offered by Clauss Cutlery Co., 
Fremont, Ohio. The display is free 
with any order for Clauss Aviation 
Snips, is in color, and will fit any 
peg board. For more information— 


dealers whereby Melnor pays 50 per- 
cent of the actual space cost of the 
dealer. The cost, however, cannot ex- 
ceed $20 for each advertisement 
placed. The space cost is paid directly 


Circle No. F8 on coupon, pg. 56 to the dealer. The limit is six adver- 


lisements per dealer in any one 
calendar year. The company also will 
provide mats for the ads. For more 
information— 

Circle No. F9 on coupon, pg. 56 


Wen Products, Inc., Chicago 31, IIl., 
makes available to dealers colorful, 
30” x 10” window streamers or wall 
signs — two featuring Wen Model 
#250 or #199 “Quick-Hot” Electron- 
ic Soldering Guns; others Model 
#202, #303 or #404 Electric Sand- 
er-Polishers. Two-color folders, 33%” 
x 64%”, which illustrate and describe 
the above-mentioned products, and a 
wide assortment of glossy photos, 
electros, mats, and prepared ads also 
are offered. For more information— 

Circle No. F10 on coupon, pg. 56 


National Lock Co., Rockford, IIL, 
will supply single- and double-col- 
umn newspaper mats without charge 
to customers featuring National Lock- 
sets, Cabinet Hardware, Furniture 
Trimmings, and Tutch Latch. En- 
velope enclosures describing the 
same products are also available. For 
Locksets, a counter sign is offered 
without charge. The Select-a-pak 
merchandising plan introduced as a 
sales aid features screws, stove bolts, 
and hardware products packed in 
small compact boxes which have 
clear acetate sliding covers. Counters 
and display boards which enable re- 





FILTER PLUS WATER TRAP PLUS 3 VALVES IN ONE! 


UNIFILTER “75” 


3-TANK HOOK-UPS with SPACE HEATERS 


UNIFILTER “75” does the job of a fuel oil filter, water trap and 
three separate oil control valves in one! It connects 1, 2 or 3 storage 
tanks in one hook-up. Fuel can be drawn from any one tank at a time 
simply by turning a valve handle in the top of the filter! 
UNIFILTER “75” is specially designed for low cost protection of space 
heaters. A built-in water trap removes all moisture as oil is filtered. 
Threaded inlets and outlet save the time and cost of installing 
separate valves and fittings for each tank. Washable metal cartridge 
reduces service to a minimum, 

Self-venting design of the “75” eliminates air locks and oil stoppages 
and assures uniformly filtered, hotter-burning fuel oil. 


SPECIAL GRAVITY OR PRESSURE TYPE MODELS 


MODEL 77 MODEL 99 
Wool Wool 
Cartridge Cartridge 
Average large 
Needs Jobs 


UNIFILTER COMPANY 


29845 WEST 13 MILE FARMINGTON MICH 


For more information use Handy Return Card, Page 56 





4-Way Control Valve 
Self-Venting Design 

4 Threaded Pipe Openings 
Washable Metal Cartridge 
large Water Trap 


eo 


s ORDER FROM YOUR JOBBER 
J OR WRITE DIRECT TO FACTORY 


Sit 
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182 YEARS OF SHOVEL LEADERSHIP! 


Shovels that built America ! 


Ames shovels have helped mold 





PONY 
Model 203—Solid Shank 


Your assurance of the best in 


a solid-shank shovel. The in constructing the Erie Canal, 
blade shank and socket is tt ; : 
forged from one solid bar of building the first railroads, shaping 


American history. They were used 


in digging trenches at Bunker Hill, 


steel. The blade is tempered a nation out of wilderness. Ames 
to give proper hardness and 
ductility. Pony solid shank shovels accompanied Byrd and 
shovel blades are vuncondi- 
tionally guaranteed. Handles 
are of selected Northern ash played a prominent part in every 
with Burntcote finish. 


Peary on their Polar expeditions, 


American war. For 182 years Ames 


shovels have been the symbol of 








quality and dependability. 


AMES BUILDS BETTER AND MORE SHOVELS THAN 
ANY OTHER COMPANY IN THE WORLD 


because Ames has always been dedicated to uncompromised 
quality in materials and construction. 


because Ames consistent product performance has led to strong 
customer loyalty. 


because Ames shovels backed by the greatest pool of shovel mak- 
ing know-how in the history of tool manufacturing. 


because Ames sells on facts and established reputation rather 
than flashy claims. 


This is why Ames is the largest shovel manufacturer in 
the world . . . and still growing! When it comes to proven 
shovel quality buy Ames with the full assurance that you 
are getting the very best. 


©. AMES COMPANY 
Division of McDonough Co. 


Parkersburg, W. Va. 


i 
AMES 
Since 


1774 


al 
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tailers to display a complete line of 
hardware in a smal] compact space 
for the Wood Screw and the Stove 
Bolt assortments are given free. For 
more information— 

Circle No. F1l on coupon, pg. 56 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is avail- 
abie in any quantity upon request. A 
floor type shovel rack which provides 
a great degree of flexibility inasmuch 
as it can be moved from one part of 
the store to another and which dis- 
plays six or more shovels, spades and 
scoops is made available at a small 
extra cost. For more information— 

Circle No. F12 on coupon, pg. 56 


Ocean City Manufacturing Co., “A” 
and Somerset Street, Philadelphia 34, 
Pa., is publishing a monthly news- 
letter for fishing tackle dealers. The 
publication is designed to give tackle 
dealers information so they can make 
more profit. For more information— 

Circle No. F13 on coupon, pg. 56 


Atlas Asbestos Co., North Wales, 
Pa.. wick manufacturers, furnish, 
through wholesalers, metal merchan- 
disers and cardboard counter dis- 


plays with the purchase of merchan- 
dise. Two displays are the metal 
merchandisers for Glaswik and 
Flamemaster which not only keep 
100-foot rolls of these wick brands 
clean, fresh, and easy to cut, but re- 
mind customers to order wick. With 
the 5%’ rolls of Glaswik, Flame- 
master and Beswik, a counter display 
is furnished with every dozen in- 
dividual boxes of a size — the in- 
dividual boxes being packed one 
dozen to a counter display. For more 
information— 
Circle No. F14 on coupon, pg. 56 


McKinney Manufacturing Co., 
Pittsburgh 33, Pa., manufacturers of 
forged iron hardware, makes avail- 
able to dealers special window dis- 
plays promoting the company’s line of 
products. Also offered are a number 
of colorful and informative envelope 
stuffers of interest to home-owners 
and prospective builders, and a 
booklet designed to help in the selec- 
tion of hardware for the home. Deal- 
ers may obtain also a wide range of 
advertising mats. Currently available 
is an assortment of carded hardware 
complete with display rack. For more 
information— 

Circle No. F15 on coupon, pg. 56 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 


display rolls, newspaper mats, count- 
er signs, decals, envelope stuffers, and 
counter costs for sales personnel. 
Display boards offered include No. 26 
which is designed as a permanent dis- 
play. The 26 different pliers on this 
board are securely fastened in place 
and are lacquered to make an attrac- 
tive, long-lasting display. The board 
is 3%” plywood, measuring 24” x 30”. 
Display boards 57, 75-A and 87, of the 
same size, are dispensing boards con- 
taining selected assortments or the 
complete line of pliers which may be 
sold right from the boards. No charge 
is made for the boards when mer- 
chandise is purchased, boards re- 
maining company property. Small 
4%” pliers available in 5 different 
patterns are merchandised on 3-color 
display board and are also available 
in a velvet lined fitted case. Adver- 
tised as Channellocks “Little Champ” 
pliers. A counter promotion kit has 
been designed to contain 9 of the 
Heavy Duty Slip Joint pliers—four 
6”; three 8”; and two, 10” patterns. 
Each plier is individually cartoned 
and all 9 pliers are packaged in a 
blue and white on silver foil carton. 
For more information— 
Circle No. F16 on coupon, pg. 56 


O. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven 5, Conn., 
makes available to dealers a two-col- 
or window streamer promoting its 
line of guns, advertising mats, enve- 








PROTECTS 


NEW PATTERNS 


EASY TO APPLY 


// 
DISPLAY nA 
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AND BEAUT! 


OUT WHERE IT 
CAN BE SEEN AND SOLD!! 


cIES The ORIGINAL 


PAPER AND PAPER PRODUCTS SINCE 


Fleming & Sons, Inc. 


P.O. BOX 


do-it-yourself wall covering 


1291 





| 
| 


ae 
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DALLAS 21, TEXAS 
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“GOING 
T0 
THE 

DOGS” 


In every community... on the farm, in the suburb or in the city 

. the dog population is increasing. It’s a ready market for 
Hodell Dog Chains... but you've got to display them so your 
customers will buy them. 

Hodell Halter and Dog Chains come completely assembled, with 
steel swivel snap, ring and toggle. Packed 6 or 12 to a carton, 
according to size. You can also order Hodell kennel and exerciser 
chains, dog couplers, chain choke collars. 

For complete information on the complete line of Hodell welded 
and weldless chains, ask your distributor or write for the 
Hodell Catalog. 


a 


Get fast sales action with these new assortments of Hodell Dog Chains 
with bright red, green and yellow plastic handles. Then . . . display them for 
fast sales on this attractive Hodell Dog Chain hanger. Each display comes 
complete with 12 chains and 2-color metal hanger. Assortments with 
metal handles also available. 


— >< TIo * > 


HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 


ed 
| 5 
_ 


ational , x 
ext Fasteners t rf Hodeli Chains ff Chester Hoists 
> 
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lope stuffers, a sales manual, a color- 
ful counter card, gun rack, and Guide 
Book to Rifle Marksmanship. In ad- 
dition, the company offers dealers 
free electrotypes as well as radio 
and TV commercials. For more in- 
formation— 
Circle No. F17 on coupon, pg. 56 


Bolens Products Division, Port 
Washington, Wisconsin, currently of- 
fers for dealer promotional use ma- 
terial for a colorful window display, 
a mobile display showing company’s 
complete line of outdoor power equip- 
ment, a three - color identification 
banner with hangers illustrating the 
four lines of power equipment and 


explanatory literature on all prod- 
ucts, For more information— 
Circle No. F18 on coupon, pg. 56 


Jackson Manufacturing Co., Harris- 
burg, Pa., has available a 3-fold cir- 
cular in color, which can be used as 
counter circulars or mailing stuffers 
on its complete lawn and garden 
equipment line. These stuffers are 
available upon request. For more in- 
formation— 

Circle No. F19 on coupon, pg. 56 


Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
promotional] literature, colorful point- 
of-sale displays, and several rope dis- 





/ PRE-SOLD ad haw 


’ As the TOP 


GIFT ITEM : 


The naturday Evening 


in Oriya 


‘A Whole Tool Kit... by Itself! 


it'll do a heap of selling for YOU— - 
this ad to run in Saturday Evening § 


Post ... Collier's . . . Farm Journal ‘ 
..+ Progressive Farmer! in fact, 
why not CLIP this ad, and stick it 
up near your Vise-Grip gift 

display where people can SEE it! 


For even MORE gift appeal— 
Ask your Jobber 
for the New VISE-GRIP 
Christmas GIFT SLEEVE! 


A turn of the En 
gleaming Vise Grip into 
Super Pliers Pipe Wrench 
‘ Clamp...or Wire Cutter! 
H ever action provides 2,000 Ibs 
; Strength — locked on by 
hand. Positively does mor 
s “~ other tool made! 10W, 10” 
§ above only $2.60 
hardw 
‘ are store. Other 7” 
‘ > 85 and up. 
or men! 
t 


PETERSEN an MFG. ., Dept §-12 


i-Screw transforms trim, 
a Locking W rench 
End Wrench 
Magic double- 
stripping 
@ squeeze of the 
€ jobs easier than 
model shown 
— gift _Packaged —at your 
and 10” model 
Truly the PERF ECT gift 


» DeWitt Nebr 


PETERSEN MFG. CO., Dept. SH-11, DeWitt, Nebr. 
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pensers. Literature includes pam- 
phiets on use of rope on farms, on 
boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The SalesMaker, available in ccunter 
or floor models, holds seven sizes of 
rope which can be cut on di spenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising and assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 
Circle No. F20 on coupon, pg. 56 


Zebco Co., 1131 East Easton St., 
Tulsa 1, Okla., offers to dealers a 
number of folders containing descrip- 
tive material on its reels, together 
with a Goodstix window display 
Catalog sheets are available featuring 
the five models of reels manufactured 
by the company. For more informa- 
tion— 

Circle No. F21 on coupon, pg. 56 


Kaiser Aluminum & Chemical 
Sales, Inc., Building Products Dept., 
919 N. Michigan Ave., Chicago 11, 
Ill., has available a pocket-size calcu- 
lator to speed and simplify aluminum 
roofing calculations. The new “Con- 
version Calculator” is made of heavy 
cardboard and operates like a slide 
ruie. One side of the calculator lists 
computations for corrugated and five 
V-crimp roofing sheet in 26-inch 
widths and in lengths ranging from 
six to 12 feet. The other side contains 
similar data for 48-inch wide corru- 
gated sheet. For more information— 

Circle No. F22 on coupon, pg. 56 


Buch Manufacturing Co., Elizabeth- 
town, Pa., has available for dealers a 
display kit free of charge. The kit 
contains a counter card, 9” x 18” 
printed in two colors; three gummed 
window and door stickers, featuring 
home barrows, spreaders and lawn 
carts; and a giant streamer, 12” x 28” 
printed in two colors. All merchan- 
dising material is printed in Bermuda 
Green and black which matches the 
color of the Buch line of lawn care 
equipment. For more information— 

Circle No. F23 on coupon, pg. 56 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful display carton 
which contains the following assort- 
ment of Carolina Fishing Floats: 4 
doz. No. 000, $.90 per doz.; 4 doz 
No. 00, $.90 per doz.; 2 doz. No. 0 
$1.20 per doz.; 2 doz. No. 1, $1.20 per 
doz.; 2 doz. No. 2, $1.20 per doz.; 1 
doz. No. 3, $1.50 per doz.—list price 
is $16.00. For more information— 

Circle No. F24 on coupon, pg. 56 


Propulsion Engine Corp., 311 
Marion Ave., South Milwaukee, Wis., 
offers a number of dealer helps to 
cover its Mow-Master and Mowa- 
matic power mowers. Display ma- 
terial includes a Jumbo size Product 
Identification Tag to hang on the 
mower handle. A Window Display 
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SEINE TWINES - 
SEINE CORDS 


b4@) 0 07-0 \ ie 10 ee 40) 88S. TROT LINES 


VENETIAN BLIND CORD 


CONFIDENCE IN THE de 


MASON LINES 

FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 

WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 

CHALK LINES 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 


SS oe 


POLISHED FI 


INDIA TWINE 


INDIVIDUALLY LABELED 


ART. 577 
No. 24— 485 feet per ball 
Tested break 56 Ibs 


ART. 578 
No. 36—323 feet per ball 
Tested break 85 Ibs 


Packed 12 





ORDERS OF $50.00 OR MORE, FREIGHT : : 
PREPAID. Orders of less than $20.00 f.0.b. Mill, Two profitable items that re 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- ready sale 
nesota, Dallas, Texas, or Waynetown, Ind. Orders 
of $20.00 to $50.00, freight allowed to $1.00 per 

cwt. Freight prepaid does not include extra charges WHEN YOU DISPLAY THE 
incurred outside carrier's regular zone of delivery. So Sells / 


” 


ESTABLISHED IN 1873 











7861 Sepulveda Blvd Marietta 3104 Gaston Ave. 
Van Nuys, California Minnesota Dallos 26, Texos 
Waynetown, Indiana 


[reece NORTH CAROLINA 
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these handsome 

sample cards 
will help you sell 
more seine twine 


Just hang these cards where 
your customers can see 
them ... then watch your 
sales go up! The Linen 
Thread Co., Inc. has a com- 
plete line of seine twines 
for your every need. 


Send for 


your cards 


TODAY 


They're absolutely 


QUALITY SEINE TWINES 


THE LINEN THREAD CO.,INC. + 418 Grand Street, Paterson 1, N. J. 


60 East 42nd St. New York 17,N.Y. © 140 Federal St., Boston 10, Mass. 
Lombord & Calvert Sts., Bolt. 3, Md. « 105 Maplewood Ave., Gloucester, Mass. 
158 W. Hubbord St., Chi. 10, Ill. « 116 New Montgomery St., Son Fran. 5, Calif. 





Banner, 2-color, 17” x 30”, features 
Mow-Master rotary mowers, and is 
designed for display window or wall 
use. Ad mats featuring Mow-Master 
rotary mowers and Mowamatic reel 
type power mowers and also Grind- 
A-Leaf pulverator attachment for 
Mow-Master rotary mowers, are 
available in one-, two- and three- 
column sizes. For more information— 
Circle No. F25 on coupon, pg. 56 


Adjustable Clamp Co., 437 N. Ash- 
land Ave., Chicago 22, IIl., offers free 
electros and mats to interested deal- 
ers for its “Jorgensen” and “Pony” 
clamps (“C” Clamps, Clamp Fixtures, 
Bar Clamps, Handscrews, Press 
Screws, etc.). Also a wide variety of 
pages and stuffers for counter use, 
for “homecrafters,” school shop 
teachers, welders, woodworkers, etc., 
are available. For more information— 

Circle No. F26 on coupon, pg. 56 


Aladdin Laboratories, Inc., 620 So 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers 
Included is a cardboard counter dis- 
play, a four-color folder stuffer, a 
window streamer and a dealer’s re- 
turn order post card for additionai 
material. Four-color, self-adhering, 
clear acetate, 10” x 24” window post- 
ers for glass doors, display windows 
and display cases are now available 
from the company, direct. For more 
information— 

Circle No. F27 on coupon, pg. 56 


Moe Light Division of Thomas In- 
dustries, Inc., Louisville, Ky., has 
available for dealers a number of 
ceiling, wall and counter merchan- 
dising display deals, including a re- 
cessed box display unit. The lighting 
fixtures are displayed on peg board 
On these deals all fixtures are in- 
dividually packaged and are shipped 
directly to the dealer, master packed 
and equipped with mounting and wir- 
ing kits, plus complete display unit 
and merchandising sales helps; rail 
freight prepaid at Hopkinsville, Ky., 
on ali fixtures and display units. Ad- 
ditional aids include free advertising 
mats, product shots of fixtures, a 
variety of full color catalogs, bro 
chures, envelope stuffers, and promo- 
tional flyers. For more information— 

Circle No. F28 on coupon, pg. 56 


W. L. Jackson Manufacturing Co., 
Inc., 1216-1226 E. 40th St., Chatta- 
nooga, Tenn., offers to dealers four 
envelope stuffers featuring gas and 
electric water heaters and electric 
floor furnaces. A fifth is soon to be 
added, featuring glass-lined water 
heaters. Advertising mats are also 
available. For more information— 

Circle No. F239 on coupon, pg. 56 


Nixdorff-Krein Manufacturing Co.. 
916 Howard St., St. Louis 6, Ill., has 
available the Merchaindiser Display 
Rack which holds eight of the com- 
pany’s fastest selling types and sizes 
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Here’s your free TOOL-UP TIME kit for 1957 


er ANOTHER ANOTHER ANOTHER 
ME AB TOOL-UP TIME AM TOOL-UP TIME AM TODL-UP TIME [hr = 





TRUE TEMPER 
Quality Tools 


ANOTHER ANOTHER 


TOOL-UP TIME A TOOL-UP TIME 
VALVE VAWwWe 


air 


© VALWE 


\ 






































Were headquarters 
for 


True TEMPER 


Look! It’s a new dealer-designed window trim kit 


Tulip blooms signal the beginning of TOOL-UP 
Time, largest company-sponsored garden tool pro- 
motion in the industry. Dealers from all parts of 
the country who have taken advantage of this 
True Temper promotion for the past four years 
report sales increases up to 76% . 

Your TOOL-UP Time package this year is 
primarily a window trim kit designed according 
to suggestions of thousands of dealers. It’s a four- 
color beauty, which when opened to its full 7-foot 
width makes a perfect traffic-stopping display for 
all your True Temper garden tools in stock. It 
can also be used effectively in a store corner—right 
on the floor. Or, the fences can be shortened to 4 
feet to make a counter display for smaller tools. 

And there are shelf-edge banners, eye-catching 
pennants, “Tool Facts” booklet, product infor- 
mation cards, newspaper ad mats... . all designed 
to help you sell more, profit more. 

TOOL-UP Time is backed by a tremendous 


TRUE [TEMPER 
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advertising program to your customers through 
the pages of the foremost house and garden mag- 
azines. Over 18-million garden-minded homeowners 
will be covered. 

Best of all, the kit is FREE to you. Order yours 
now. Write direct or contact your wholesaler sales- 
man. Take advantage of this tremendous promo- 
tion to boost your garden tool sales. True Temper 
Corporation, 1623 Euclid Ave., Cleveland 15, Ohio. 


ORDER A COMPLETE 
TOOL DEPARTMENT 
Ask your True Temper whole- 
saler salesman to tell you about 
the profit-making M72, C72 
or S72 units which give you 
your choice of a display stand, 
clock or sign—FREE. With 
your order of any one of these, 
you automatically receive your 


TOOL-UP Time kit FREE 


For more information use Handy Return Card, Page 56 
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You can look to @G for leadership 
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of chain with a built-in chain cutter. 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 
Circle No. F30 on coupon, pg. 56 


Alan Wood Steel Co., Conshohock- 
en, Pa., has available copies of its 
A. W. Cut Nail descriptive leaflet. 
The leaflets can be supplied imprinted 
with the dealer’s name, address and 
telephone number for use as en- 
velope stuffers. For more informa- 
tlon— 

Circle No, F31 on coupon, pg. 56 


Southern Screw Co., Statesville, N 
C., offers without charge to dealers 
a Dealer Chart, giving complete in- 


formation on wood screws and stove 


“a j 
50 Foot Roll, 18 Width bolts. The chart is of heavy card- 
No, 16 Gauge, 2” x 2%" Mesh board, punched for hanging and cov- 
COMPLETE WITH ers information on wood screws as 
follows: list price per gross for slotted 
14 SLIP-IN STAKES steel and brass; net price per gross 


figured on the basis of various dis- 
i] uw counts; how to determine size, length 
The HOME FENCING with and head style; pilot and shank clear 
ance hole recommendations chart; 
and shipping weights. Stove bolt in- 
EASY TO SELL... ; formation included is as follows: list 
because it’s easy to put up . . . even ladies price per gross; net price per gross 
Easily removed can slip stakes easily into hard or rocky figured on the basis of various dis- 

for mowing or . “ 
weeding. ground. counts; and shipping weights. For 

‘ id § more information— 

Sinden ites because it costs you less and can be so id for Circle No. F32 on coupon, pg. 56 

trellis much less than any comparable fencing. 


for garage, . 7 RY 
porch, = i . because its smaller mesh — 2” x 2%" —j , Utica-Duxbak Corp., Utica 4, N 
Y., has available for dealers a com- 


breezeway. 
better lookin ives greater protection. 
a9 9 P plete mat service covering tne com- 


because its Galvanized after Welding for pany’s line of sportsmen’s clothing. 


more rust resistance, longer life. Offered also is colorful corrugated 
display material for window back- 


@ MORE PROFIT PER SALE — Costs 33 less than old-style fencing to give grounds or for use cn TV programs. 
you a bigger profit margin per sale. Other sales aids include window 
50 foot unit means you lose no time — or profit. There's no cutting — no fuss streamers, counter _cards, and litera- 

no bother! ture for mailing. For more informa- 
tion— 


MORE HELPFUL SALES AIDS — Everything to help you get faster turn- Circle No. F33 on coupon, pg. 56 

over... posters in rolls that make them sell on sight . . . newspaper mats . . . oom : 

and additional posters for display. Write for free mats and posters . . . today! The Weber Lifelike Fly Co., Stey 
ens Point, Wis., offers a new three 


+ 


. tier revolving rack which is said to 

STOCK UP, TOO, ON MESH — 2” x 2%’ occupy less than one square foot of 
counter space and is 33% inches high 
Gard *N- Beauty GAUGE — Ne. 16 =e Over 200 auahina Weber assortments 
WIDTHS — 24, | of lures and other tackle items on 

36, 48, 60 , . wide or narrow panels will fit this 

Leal and 72 inch : unit. In addition to the three-tier 

- unit, individual units are also avail- 


¢ 50 and 100 ft. rolls — no cutting! jon. able. A free Revolving Rack is of- 
fered for spools of “Tynex” spinning 


© Easy to erect — no stretching! line and a number of display boards, 
— . . boxes and racks are available. For 
@ Has many uses — pro dividing lines, gar- — 

y papery 9 » more information— 


dens, basement storage, garage partitions, tur- Circle No. F34 on coupon, pg. 56 
key and hen pens! »** 


Revere Copper and Brass, Inc., Box 
111, Rome, N. Y., has a wide assort- 
a8 1818 ment of dealer sales aids available 
bY Propucts for use in promcting Revere Ware 
H G | L ra E a T ( vé ‘B B E N N F T T | utensils. These include a large Revere 
r Ware trade mark plaque, envelope 
. Georgetown 3 , Conn. QUALITY Blue Island, Ill. E stuffers, advertising mat service and 

HH : cooperative newspaper advertising 


> MESH - MEX NETTING © aa HARDWARE CLOTH oe WiRE- INSECT SCREENING —— program. They also have a new elec- 





For more information use Handy Return Card, Page 56 §=SOUTHERN HARDWARE for NOVEMBER, 1956 





tric flasher display unit available at 
a modest cost. For more informa- 
tion— 

Circle No. F35 on coupon, pg. 56 


Libbey - Owens - Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio, has 
available for dealers a catalog show- 
ing a complete range of sales aids. 
These include envelope stuffers and 
self-mailers, ad mats and radio 
commercials, product literature, win- 
dow streamers and counter cards. For 
more information— 

Circle No. F36 on coupon, pg. 56 


Chattanooga Royal Co., Chatta- 
nooga, Tenn., announces that it is 
backing its 1956 Royal Chef line of 
braziers and patio grills with an ag- 
gressive merchandising campaign. A 
new, larger outdoor cook book, which 
is sold for 25 cents, will be supplied 
free as a giveaway for dealers in 
building store traffic. Radio and TV 
spots, a colorful consumer folder, 
newspaper mats, cuts of individual 
grills and point-of-purchase material 
will be available. All of these aids 
are being offered dealers free of 
charge or at cost. For more informa- 
tion— 

Circle No. F37 on coupon, pg. 56 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Circle No. F38 on coupon, pg. 56 


The Enterprise Manufacturing Co., 
Akron 9, Ohio, makers of Pflueger 
fishing tackle, has available for deal- 
ers a window display kit which con- 
sists of a central illustration plus dis- 
play cards on major items. Other sales 
aids include: Trade Catalog #92 is- 
sued February 1956, consumer cata- 
log #192 issued in March 1956; deal- 
er mats on most reels; proofs of line 
and half-tone cuts on most products; 
and a counter display rack for bait 
cards which measures 10 inches high 
by 10 inches in diameter. For more 
information— 

Circle No. F39 on coupon, pg. 56 


Lebanon Chemical Corp., Lebanon, 
Pa., offers a number of free merchan- 
dising aids for its line of fertilizers, 
weed killers, insecticides and fungi- 
cides. A metal store sign “Authorized 
Dealer” is 15” x 12”, silk screened in 
black and Day-Glo red or white 
baked enamel finish. Leaflets and 
stuffers are in two and three colors 
and offer wide variety. A 1-minute 
or 20-second radio announcement on 
any product pius newspaper mats and 
window streamers are also offered. A 
Dealer Aid Folder, 17” x 22”, fold- 
ing to approximately 84%” x 5%”, 
two colors, two sides, describes all 
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§ reasons why you 
make more money selling 
Myers Pumps 








Oo With Myers, you never miss a sale be- 
cause the line is complete including Ejectos, 
reciprocating, submersibles, centrifugals 
and irrigation pumps...deep or shallow 


well in a full range of sizes and capacities. 


@ Guaranteed top quality cuts service time, 
makes more sales time. Design, engineering 
and workmanship of all Myers products 
are backed by a warranty unsurpassed in 


the industry. 


be National advertising pre-sells your 
prospects. Local promotion ties the power 
of consistent national advertising down to 


your own sales territory. 


4) Sales and service training sharpens your 
selling. Myers provides comprehensive train- 
ing at the factory or in the field. When at 
the factory, Myers pays all living expenses. 


8 Published distribution policy protects 
your profit. Myers products are manufac- 
tured to sell only under the Myers name 
through recognized, legitimate distributors 
and dealers at prices that enable all levels 
of distribution to operate profitably. 


See your nearsy (Myers 
DISTRIBUTOR SOON! DOING 
BUSINESS WITH HIM IS GOOD BUSINESS 


Myers 


| Water Systems, Power Sprayers 
and Water Softeners 


THE F. E. MYERS & BRO. CO. 
Ashland, Ohio . Kitchener, Ontario 
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merchandising aids for the dealer’s 
convenience and is available without 
cost. Lebanon also will pay 50 per- 
cent of newspaper and radio adver- 
tising expenses upon presentation of 
invoice and proof of insertion and 
use. For more information— 
Circle No. F40 on coupon, pg. 56 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 inches 
of space. A clear cover highlights the 
high speed drills which are held in 
supporting holes and serve as a drill 
gauge. The size and price are marked 
and quantities are varied according to 
demand. The cabinet has a storage 
rack for extra stocks. An information 
chart is also available. 

The Hanson Self-Seller Display 
Cabinet for taps and dies contains 
initial assortment of taps, dies, screw 
extractors, die stocks and _ tap 
wrenches, including all popular sizes, 
and is graduated according to normal 
customer demands. The cabinet re- 
quires counter space 18 inches x 13 
inches and has space in the back for 
extra stock. For more information— 

Circle No. F4l on coupon, pg. 56 


The Shakespeare Co., Kalamazoo, 
Mich., has prepared a new 4-page 
unit of news mats for 1956 for the use 
of tackle dealers in their local news- 
papers. The service features a com- 


plete selection of condensed four- to 
five-inch one-column width ads 
which are miniature versions of the 
national ads. A part of the mat serv- 
ice is a folded broadside devoted to il- 
lustrating the prepared mats, empha- 
sizing dealer promotion and includes 
a selection of 30- and 60-second 
radio spots on various items of 
Shakespeare tackle. For more infor- 
mation— 
Circle No. F42 on coupon, pg. 56 


Geyer Manufacturing Co., Rock 
Falls, Ill., offers its dealers a selection 
of ad mats covering the most popular 
items in the Geyer Farm and Garden 
Tool line. An illustrated brochure for 
easy ordering is available on request. 
For more information— 

Circle No, F43 on coupon, pg. 56 


Camillus Cutlery Co., Camillus, N. 
Y., offers the following sales aids in 
connection with promotions of the 
Camillus and Camco pocket knife 
lines: In the Camillus line, a special 
display unit featuring 20 knives in a 
special promotion (SP-56) is available 
free of charge when ordering the unit. 
Also available free of charge are 
window streamers in three colors, 
pennants in three colors, free news- 
paper mats, catalog sheets and special 
promotion tips. 

For the Camco line, a new 1956 dis- 
play case 56-12U is offered at no ex- 
tra cost when ordering a half dozen 


each of the 12 top selling numbers. 
The case is a wooden cabinet with 
glass front for display of 12 knives. 
Storage space which can be locked is 
at the rear. Also available free of 
charge are window streamers and 
pennants on the Camco line. For more 
information— 
Circle No. F44 on coupon, pg. 56 


Lombard, 6 Main St., Ashland, 
Mass., in launching a chain saw sales 
promotion, is providing dealers with 
special promotional material featur- 
ing an “archeress” and the slogan 
“Lombard Hits the Bullseye.” The 
complete Lombard line of chain saws 
is displayed in specially printed 
broadsides. Bright banners have been 
designed to set off displays in either 
the dealer’s window or at a booth at 
a state, county or local fair. A new 
Dealer Newsmat series and envelope 
stuffers for dealer use are also avail- 
able. For more information— 

Circle No. F45 on coupon, pg. 56 


Crescent Tool Co., Jamestown, N. 
Y., has available for dealers several 
floor and counter display stands. 
There are two counter display stands, 
one of which will accommodate any 
four and the other any six of the 16 
different 12” x 24” tool panels now 
available. One of the floor stands will 
accommodate six and the other 12 
of the same panels. A similar floor 
stand is available which will handle 





JACKSON OLDEST and 





2-in-1 
SPREADER-CART 


Unique combination of 


spreader and cart. Saves 
space, money. Exclusive 
oscillator, rust-resistant. 


LARGEST WHEELBARROW 
MAKER in AMERICA 


Tilting closes cover 
and it becomes a flat 
bottom garden cart. 


ACE BARROW 
Best buy in a barrow 
. . » LOW-PRICED for 
high volume! All-steel 
construction. Self- 


GARDEN CART 
Sturdiest on market. 
Perfect balance and flat 
bottom for safe haul- 
ing. “Dust-pan” 

feature for easy loading 





JUMBO BARROW 


Lightweight with large 
capacity (4 cu. ft.) 
for farm and suburban 
use. Designed for short 
lift to reduce strain 
on operator. Large 
pneumatic-tired wheel. 


WHEELS 
Pneumatic 
also 
Semi-pneumatic 
Steel 


MORTAR PANS — 


and unloading. Wide 


lubricating bearings, : : 
tires. 342 cu. ft. capacity. 


puncture-proof tire. 3 cu. 
ft. heaped capacity. 
L 


LAWN ROLLERS 
High grade steel drums, 
electrically welded. 
Rounded edges prevent 
cutting sod. Adjustable 
scrapers. Axle runs 
completely through drum. 
Available in five sizes. 


ASK YOUR HARDWARE JOBBER 


Jackson 


MANUFACTURING COMPANY e Harrisburg, Pa. 


*\ 


<—s 


MIXING BOXES 
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MARINE 
SAFETY PRODUCTS 
and 








#612 PLASTISOL RING BUOY 
#33! KNOT CUSHION 
(Coes! Guerd Approved) 


#215 WATER SKIPPER 


. rise 
MOTOR COVER 


a 


#792 OMLUXE YACHT CAP 


#209 RACING VEST 


#1te STAY-A-*LOAT 


#467 SLEEPING BAG— 
100% DACRON FRLED 


#325 SCOTCH PLAID CUSHION 


#202 CORK VEST (Cowst Gverd Approved) 


(Coost Gverd Appreved) 








. can't buy better... Write for 
— gave your life free literature 


THE AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 
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« MARK UP 
ICES 


BOKER tools are as finely made as the famous BOKER 
TREE 4 BRAND Cutlery .. . from special analysis, 
chrome vanadium steel—every tool load-tested, diamond- 
tested for hardness, and accurately machined. Your cus- 
tomers will go for them! 


Heavy duty Combination Pattern Snips will 
cut curves as well as straight lines, Other 
patterns and sizes also available. 


=6507 — 10 ze 
Patented Groove- 
Grip, 5 position 
adjustable Piier- 
Wrench — cannot 
slip. Forged ribs 
and grooves. oe 
(eo) 


A popular Long-Nose Plier with keen side 
cutters. For electrical, radio and telephone 
work. The all around home tool, 


Heavy duty side cutting Plier widely used 
by linesmen and electricians and for 
maintenance repair. 


CA - 
Diagonal cutting Plier used by 
telephone, radio and electrical 
workers, ‘Do-it-Yourselves” and 
for general maintenance repair 


6Ww 4 b 
10 12 size 
Chrome plated finish, spe- 
cial alloy steel thin 
Wrench. Exceptionally 
«82 - strong. 


Compound action Aviation Type he Severden 6 P 
4POsT 


metal Snips. 81 cuts left; 82 cuts 
Recognized Value 


right; 63 universal straight cut. 
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any six of nine 24” x 24” display 
panels. Both the counter and floor 
displays revolve freely on ball bear- 
ings to make it convenient for shop- 
pers to rotate the displays. It is also 
possible to mount any of these dis- 
plays on the wall or to stand them on 
special easels which will accommo- 
date either single panels or two of 
them back to back. The boards also 
may be hung on peg boards. For more 
information— 
Circle No. F46 on coupon, pg. 56 


Reo Division, Motor Wheel Corp., 
Lansing 3, Mich., supplies its dealers 
with 4-color envelope stuffers, wall 
posters and ad mats at factory cost. 
Indoor sales and service signs, de- 
signed to stamp the sture’s name and 
its Reo dealership upon the mind of 
the public may be obtained for $9.90 
each. For more information— 

Circle No. F47 on coupon, pg. 56 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No, D-13 contains 
free metal wall display and 13 bit as- 
sortment of Irwin 62T Bits, one of 
each side 4/16” through 16/16”. No. 
8830 contains free metal counter or 
wall display and assortment of 30 
Irwin Speedbor “88” Wood Bits for 
electric drills. No. 430 contains free 
metal wall display and assortment of 


30 amber plastic handle screw drivers 
in most popular sizes. All displays are 
colorful and fit in a minimum of 
space. A booklet on the selection, use 
and care of bits, and a variety of 
envelope stuffers are also available. 
For more information— 
Circle No. F48 on coupon, pg. 56 


Langley Corp., 310 Euclid Ave., 
San Diego 14, Calif., offers its dealers 
seven newspaper ad mats of Langley 
spinning reels and Fisherman’s De- 
Liars. Mat proofs are reproduced in a 
4-page folder and are available at no 
charge in 1- and 2-column widths, 
ranging from five to 10 inches deep. 
For more information— 

Circle No. F49 on coupon, pg. 56 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
saies. The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 
chandising idea. Package merchan- 
disers are offered by the company 
for location in such strategic positions 
as next to the cash register, on the 
counter, in the window, or near tie- 
in merchandise. All merchandisers 
are in bright colors and polyethylene 
bags are used to package many of the 
products. For more information— 

Circle No. F50 on coupon, pg. 56 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, IIl., offers its deal- 
ers two scale promoter display 
stands. Display #D-103 is a wooden 
stand free to any dealer who has 
Hanson scales, will hold seven sets, 
and is 18” wide by 14” deep. A new 
bath scale sampler of six scales, No 
3580, includes without charge a 
merchandiser which can be used on 
the counter, floor or in windows. It 
is finished with soft rose background 
and jade green trim. For more infor- 
mation— 

Circle No. F51 on coupon, pg. 56 


Columbian Rope Co., Auburn, N. 
Y., has available for dealers an as- 
sortment of window display ma- 
terials including ship cutouts, sam- 
ples of manila and sisal fibres, fold- 
ers and pamphlets, and a red and 
blue dealer sign. Colorful sales pro- 
motional booklets are available on 
various company products. Currently 
offered also are two dispenser racks 
sold through wholesalers. The Colum- 
bian Rope Merchandiser requires 
only 22” by 12” of floor space and 
holds seven sizes of rope which can 
be cut to desired lengths. Another 
dispenser, the Colpack Rope Rack, 
holds four cartons of rope. Addition- 
ally, the company offers various 
counter display cartons and carded 
products, individually packaged such 
as starter ropes, jute, twine, mason’s 





FENCE FUNNIES 








LAND SAKES! THIS 
BETHLEHEM FENCE 
REALLY GOES UP FAST! 


























C’MON, MULE! 
Move! 



































Ask your 
jobber for 
these 
Bethlehem Steel 


products..............- 
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NAILS AND STAPLES STEEL FENCE POSTS BARBED WIRE BALE TIES 
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ASSN TVA YT 


line and Christmas twine. For morc 
information— 
Circle No, F52 on coupon, pg. 56 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers, 
window display material, counter 
displays, and special store displays in 
numerous sizes, colors, and mate- 
rials. These include a 6-tier wire 
rack display for asbestos siding, rigid 
model boards, etc.; a two-piece metal 
entrance doorway sign; metal, flat 
wall sign; metal truck sign; a Day- 
Glo banner; and a color selector 
chart. Also included are a number of 
colorful counter displays on various 
products. For more information— 

Circle No. F53 on coupon, pg. 56 


The Moto-Mower Co. of Richmond, 
Ind., offers to its dealers a new sales 
promotion book entitled “I’m Your 
Moto-Mower Sales and Advertising 
Guide.” Through cartoon treatment 
this includes tips and suggestions on 
salesmanship, conducting demonstra- 
tions, and setting up window displays. 
It also describes the newspaper mats, 
TV film and radio commercials which 
are available without charge to the 
dealer. Additional dealer aids include 
colorful consumer folders, window 
streamers, catalog sheets, a national 
coupon inquiry service and a yellow 


page telephone directory trade mark 
heading. A tabloid newspaper for 
store and mai] distribution “Lawn 
Secrets” is available at $10 per 
thousand. Lawn care portfolios which 
include one tabloid, one set of catalog 
sheets, one consumer folder, one re- 
tail price list in a string-tied carton 
are offered at $10 per hundred. For 
more information— 
Circle No. F54 on coupon, pg. 56 


Shopmaster, Inc., 1214 So. Third 
St., Minneapolis 15, Minn., offers its 
dealers the DK-55 Merchandiser 
which the company describes as a 
complete power tool department set 
up in a 3’ x 5’ floor area. Six of the 
fastest moving tools and 17 basic ac- 
cessories for each tool are included. 
All tools are properly merchandised 
and displayed on a floor mode] steel 
stand with a peg board back for the 
display of accessories. The unit is 
finished in chartreuse and red and 
has an SM insignia fastened to the 
top of the display. Although designed 
primarily for power tools, its stand- 
ard step up design allows merchan- 
dising of other items during off sea- 
son months. For more information— 

Circle No, F55 on coupon, pg. 56 


Foley Manufacturing Co., 3300 5th 
St., N.E., Minneapolis 18, Minn., con- 
tinues its 14-day trial offer on 18” 
and 20” deluxe Foley mowers, as a 


promotional aid to dealers. A cus- 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re- 
turn the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re- 
place the used mower whenever re- 
quested. A window streamer and ad- 
vertising mats also are available. In 
its advertising program, a two-column 
six-inch mat will be run free in any 
dealer’s local paper if that dealer 
will purchase three deluxe model 
mowers (excluding Demonstrators 
and Scotsman models). In metropoli- 
tan areas the dealers will be listed, 
free, on a big dealer listing ad. Un- 
der the co-op ad plan, after the first 
ad is run free, the company will then 
cooperate on a 50-50 basis with deal- 
ers on their future Foley mower 
newspaper advertising when using its 
standard ad mats. For more informa- 
tlon— 
Circle No. F56 on coupon, pg. 56 


The Edwin H,. Fitler Co., Phila- 
delphia 24, Pa., offers several sales 
aids for dealer use in merchandising 
Fitler products. (1) A _ cardboard 
counter display containing 100 ft. con- 
nected coils of manila or sisal rope 
in sizes 4”, 5/16”, 36”, and %”. (@)A 
lightweight wire rope rack for Fitler 
Octagonal Boxed Rope that requires 
only 20” x 30” of floor space to dis- 
play and dispense four sizes of rope. 








AUTOMATIC 
BALING WIRE 


CLOTHES 
LINE 
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Cartoon ads like this. 





appearing 


regularly in regional farm papers, are 


catching the attention of your prospects, 
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6 Beautiful Models 


help you celebrate a merry sale of scales 


for Christmas "56! 


Health-o-Meter Model O7 


One Christmas party you won’t want 
to miss, is the sales-celebrating spree 
Health-o-Meter Bath Scales create in 
your store. Take the slim, trim Model 
97 for instance .. . 

Women shoppers like the Model 97’s 
high-fashion design . . . sleek, floor- 
hugging silhouette. . . bright baked-on 
enamel colors, set off by sparkling gold 
and silvery chrome trim. 


Men shoppers like the Model 97’s 
precision, watch-like accuracy. Bold 
Panoramic Dial lets them see even 
slight weight variations up to 260-lbs. 
All without bending or squinting. 

YOU will love the way Model 97— 
“‘The Scale With The Lift’’—jams 
aisles with exciting Christmas traffic 

. Tings up profits to the sweet carol 
of your cash register bells. 


Other Health-o-Meter Bath Scales fit every purse and purpose... 


yo 


MODEL 17 MODEL 161 


Health-o-Meter 


Write now for information and quantity prices. 


America’s 
Weight-Watcher 
Since 1919 
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MODEL 134 


MODEL 111 


CONTINENTAL SCALE CORPORATION © 5701 S. Claremont Avenve © Chicago 36, lil, 


MODEL 130 





A small charge is made for this rope 
rack when ordered with 140 lbs. or 
more of rope. (3) A rope merchandis- 
er that handles seven sizes of rope— 
displays, measures, and cuts rope to 
desired length. A small charge is 
made for this merchandiser, shipped 
freight prepaid. (4) An attractive box 
containing Fitler Polyethylene Water 
Ski Tow Rope or Fitler Manila Water 
Ski Tow Rope. There are six boxes 
to a master shipping carton. 

To all dealers handling Fitler 
Brand Manila Rope, Fitler will 
furnish a blue and yellow laminated 
metal sign for counter or wall use. 
For more information— 

Circle No. F57 on coupon, pg. 56 


Cleveland Mills Co., Lawndale, N. 
C., offers a printed corrugated floor 
display rack for merchandising the 
complete line of Mike Twine and 
cordage. Approximately 4’ high, this 
stand has five shelves with dividers, 
making 10 display compartments. 
White on the outside with blue bins, 
the stand is printed in red and blue. 
For more information— 

Circle No. F58 on coupon, pg. 56 


True Temper Corp., 1623 Euclid 
Ave., Cleveland 15, Ohio, has devel- 
oped for its “Tool-Up-Time” program 
kits to aid dealers in their garden 
tool promotion. Various four-color 
store posters and banners, newspa- 
per ad mats, catalogs, and radio and 
TV scripts are offered without 
charge to the dealer. A dealer mailing 
folder also is available. For more in- 
formation— 

Circle No. F59 on coupon, pg. 56 


Keuffel & Esser Co., Adams and 
Third Sts., Hoboken, N. J., offers a 
counter display containing the HF 
Assortment of Wyteface steel tapes. 
The display is compact and colorful 
and measures 17 inches wide by 7% 
inches high. The assortment consists 
of eight tape rules in various lengths 
and one 50-foot tape. For more in- 
formation— 

Circle No. F60 on coupon, pg. 56 


American Biltrite Rubber Co., 22 
Willow St., Chelsea 50, Mass., pro- 
vides dealers with a group of ad- 
vertising mats for Biltrite Garden 
Hose and Sprinklers. The Biltrite 10- 
star Hose is packed with a special 
corrugated display carrier. Also avail- 
able is a special three-piece display, 
specially easeled to stand alone or 
mount on a three-section pole which 
is also supplied, to serve on counters, 
in windows or mass display within 
the store. For more information— 

Circle No. F61 on coupon, pg. 56 


Scott-Atwater Manufacturing Co., 
Inc., 2901 East Hennepin Ave., Min- 
neapolis 13, Minn., in its “Advertising 
and Promotion Handbook for 1956” 
covers all of the sales promotion 
material available te Scott-Atwater 
dealers in 1956. This material] in- 
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_ 1S IT TIME 
TO RENEW 


Your 
SUBSCRIPTION ? 





You may have unintentionally overlooked the expiration of your subs- 
cription to SOUTHERN HARDWARE. 

However, there is still time for you to catch up with the clock and to 
keep SOUTHERN HARDWARE coming to you without a break. The mod- 
est subscription price is so small when compared with the wealth of ideas 
that you get each month in SOUTHERN HARDWARE that you can well 
understand that it is impossible for us to offer you special deals of any 
kind. The only reason for the existence of SOUTHERN HARDWARE is the 
service that it renders to readers concerned with hardware wholesaling and 
retailing in the South and Southwest. Each month, the editors pre-select for 
you special facts and figures relating to your business and designed to 
make your reading informative and enjoyable. 

So that we can continue to send you SOUTHERN HARDWARE, just 
return to us the order form with your remittance and we'll see to it that you 


don't miss a single issue from now on. Won't you do it today? 


W. R. C. SMITH PUBLISHING CO. 
Department SH-11 

806 Peachtree St., N. E. 

Atlanta 8, Georgia Renewal Subscription 


New Subscription 


You may renew/enter my subscription to SOUTHERN HARDWARE for 3 years 


Name 


P. O. Box or 
Street and No. 


City State 


Firm Position 


Enclosed find $2.00 Send bill for $2.00 
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“One good turn (buckle' deserves another” 


eseeee eee 
eeesveteeerve 


when 
you 
display 
them 


TURNBUCKLES 
FLOOR 
MERCHANDISER 
Unit K-1; 
Your Cost —$69.07° 
Your Profit—$34.53 


TURNBUCKLES 
COUNTER 
MERCHANDISER 
Unit K-2: 
Your Cost —$19.92* 
Your Profit—$/3.28 


PACKAGED 
IN 
SELF-SERVICE 
BAGS 


A complete line of over 85 
fixtures also available from 
open stock. 


* Prices slightly higher west of Rockies. 


ORDER FROM YOUR WHOLESALER 


f a ay 


INDIANA 
MICHIGAN 


MICHIGAN CITY 
GRAND BEACH 


BOX 333 
FACTORY 
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cludes free mats and ad builders; gi- 
ant window streamers which feature 
the 1956 line; handout stuffers; line 
folder; color postcards; dealer decal; 
imprinted match books; service uni- 
forms; and copy for radio com- 
mercials. An indoor sign, in three 
colors, plastic, 50” x 14”, and illumi- 
nated by two fluorescent tubes, and 
an outdoor sign 72” x 36” illuminated 
by four fluorescent tubes are among 
the signs available. For more infor- 
mation— 
Circle No. F62 on coupon, pg. 56 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of all plas- 
tic construction at no extra cost for 
the TD-48 Hold-E-Zee screwdriver 
assortment. This Tenite display holds 
a stock of 48—17 types and sizes—one 
to six of a kind. Each driver is 
marked on the display for number 
and price for easy replacement when 
sold. For more information— 

Circle No. F63 on coupon, pg. 56 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets for the do-it-your- 
self trade, has available for dealers 
envelope stuffers on Saw Horse 
Brackets and various construction 
sets, which may be obtained in mod- 
erate quantities without charge upon 
request. Counter models for three 
styles of Saw Horse Brackets and one 
style of Folding Leg Brackets are 
available without charge under cer- 
tain conditions through wholesalers. 
For more information— 

Circle No. F64 on coupon, pg. 56 


The Patterson-Sargent Co., 1325 E. 
28th St., Cleveland 14, Ohio, publish- 
es a complete catalog of suggested 
dealer sales aids. These include radio 
commercials, window and outdoor 
signs, transfers for windows, fixture 
plans, suggestions for direct mail, 
give-aways, and window displays, 
and suggested copy for newspaper 
ads. For more information— 

Circle No, F65 on coupon, pg. 56 


Bluefield Hardware Adds 
Florence, Quaker Lines 


BLUEFIELD Hardware Co., Blue- 
field, W. Va., has been appointed 
full-line distributor of Florence 
stoves and Quaker heaters. The 
territory, traveled by 24 sales rep- 
resentatives, includes the southern 
part of West Virginia and south- 
western part of Virginia in addi- 
tion to the eastern part of Ken- 
tucky and the northern part of 
North Carolina. A recently-opened 
branch at Roanoke, Va., serves the 
dealers and industrial accounts in 
this market. 





NEWLY DEVELOPED EVANS 


CHALK line 


RETAIL 
ONLY 


$149 
50 ft. 


More features 
than any other 
Chalk Line made! 


¢ Built-in Plumb Bob tip for 
easy one-man work 

© Slide action brake separate from 
rewind handle. Automatically 
unlocks on rewind 
Sturdy die-cast aluminum case 
practically indestructible 
Easy to fill. 44 turn screw opening 
—won't come loose accidentally 
Hook ring for one-man chalking 
and plumbing 
Rewind handle folds flush 
Unconditionally guaranteed 
Available with 50-ft. and 100-ft. lines 


. STOCK EVANS 
CHALK CARTRIDGES 
Spill-proof refills 


Perfect for use in any Chalk 
Line. Retail 10¢ each—one full 
ounce and Evans Replacement 
Lines—wound on reusable 
plastic reel. 

50 ft. 25¢ retail. 


RETAIL 
FROM 


$449 
6 ft. 


6, 8, 10, 12-ft. TAPES 
Stand Up Straight for One-Man Measurements 


Eve b 


FAMOUS EVANS 
DOUBLE MARKINGS 


Work in feet and inches? yiyt Lyryeat 
Read Here |] as 1 
wn oe 8 hale 4 vidal 


Read Here 


Eva RULE CO. 


400 Trumbull Street - Elizabeth, N. J. 
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KING HARDWARE'S DEALERS 
HAVE CUSTOMERS WHO 
WHISTLE WHILE 


THEY WORK 
with famous MINE’S A MASTERCUT 


MASTERCUT 
MOWERS! 


..and no wonder! 

There's a fine Mastercut 
Mower to do every homeowners 
lawn cutting job... trouble- 
free and at a price 

his family budget 


can survive. 


Let your King Hardware Salesman 
Book Your Orders NOW for this 


fine line of Power Mowers! 


KING HARDWARE COMPANY 


490 MARIETTA STREET 
ATLANTA, GA. 
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For Your Convenience 


Complete Price Range on 


Seymour Smitn ® 


PRUNERS 











Now you can 
offer the genuine 
Seymour Smith 
“Snap-Cut” 
pruner—the 
most popular 

in the — 

—in any o 2 
four models No. 119-8 
with price —The 
tickets to 
fit your 
trade. 


genuine, orig- 
inal “Snap-Cut” 
pruner known to 
millions for 
quality and per- 
formance. Easily 
cuts up to %” 
branches. $2.95 


No. 319-8” — A new de luxe “Snap- 
Cut” with stainless steel blade and 
“Triplekote” chrome finish. Grace- 
fully streamlined. Great eye appeal. 

$4.25 








No. 118-6”— A smaller model for the 
ladies. $2.59 





No. 019-8”—a new competitive 
“Snap-Cut” with finest cutting qual- 
ities. Now you can sell a genuine 
“Snap-Cut” for as little as. .. .$2.19 


There’s one for the nabob, one for 
the ladies, one for the budget buyer 
and, of course, the original #119-8”. 
Just about as wide a choice of prun- 
ing shears as any store needs—and 
they’re the most widely advertised 
and promoted. 

Your jobber has Seymour Smith 
“Snap-Cut” pruners. Order today. 


Vuatily Tools 


Seymour Smit 


Pe 
414 


4211 Main St., Oakville, Conn, 
Soles Reps: John H. Graham & Co., Inc, 
105 Duane St., New York 8, N. Y. 
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Goble to Cover Virginia 
Area for Choremaster 


CHOREMASTER Division, Weber 
Engineered Products, Inc., Cincin- 
nati, Ohio, recently announced the 
appointment of George Goble to 
cover the Virginia sales territory 
for the company. Goble’s head- 
quarters will be Richmond. 


George Goble 





PUBLISHER'S STATEMENT 


Of Southern Hardware, published monthly 
at Dalton, Ga., for November 1, 1956 
Before me, a Notary Public in and for the 
State and County aforesaid, personally ap 
peared Charles E. Smith, who, having been 
duly sworn according to law, deposes and 
says that he is the Business Manager of the 
Southern Hardware, and that the following 
is, to the best of his knowledge and belief, a 
true statement of the ownership, manage 
ment, ete.. of the aforesaid publication, for 
the date shown in the above caption required 
by the Act of August 24, 1912, as amended 
by Act of March 3, 1933, embodied in Sec 
tion 537, Postal Laws and Regulations, print 
ed on the reverse side of this form, to-wit: 
1. That the names and addresses of the 
publisher, editor and business manager are 
Publisher, W. R. C. Smith Publishing Co 
Atlanta, Ga 
Editor, Ralph E. Kirby, Atlanta, Ga 
Business Manager, Charles E. Smith, Atlan 
ta, Ga 
2. That the owners are: W. R. C. Smith 
Publishing Co., Atlanta, Ga.; Estate of W. R 
©. Smith, Atlanta, Ga W. J. Rooke, Atlan 
ta, Ga.; O. A. Sharpless, Atlanta, Ga.; T. W 
McAllister, Windermere, Fla.; E. W. O’Brien 
Atlanta, Ga.; J. C. Cook, Atlanta, Ga.; R. P 
Smith, Atlanta, Ga Mrs. E. L. Philpot, At 
lanta, Ga.; A. F. Roberts, Atlanta, Ga.; S. . 
Jones, Atlanta, Ga.: W. C. Herbert, Atlanta, 
Ga 
3. That the known bondholders, mortga- 
gees and other security holders, owning or 
holding 1 percent or more of total amount 
of bonds. mortgages, or any other security 
holders are: None 
4. Paragraphs 2 and 3 include, in cases 
where the stockholders or security holder ap 
pears upon the books of the company as 
trustee or in any other fiduciary relation 
the name of the person or corporation for 
whom such trustee is acting: also the state 
ments in the two paragraphs show the af 
fiant’s full knowledge and belief as to the 
circumstances and conditions under which 
stockholders and security holders who do not 
appear upon the books of the company as 
trustees, hold stock and securities in a ca 
pacity other than that of a bona fide owner 
CHARLES E. SMITH 
Business Manager 
Sworn to and subscribed before me this 
lith day of October, 1956 
SEBA J. JONES, Notary Public 
My commission expires February 23, 1958 








More trappers prefer Victor animal 
traps than any other brand. And more 
trappers buy Victor than all other 
brands combined. Here are three rea- 
sons why— 


No. 1 VG Victor with delayed action guard 
is the trap selected by thousands of 
muskrat trappers to catch and hold their 
’rats. Also ideal for trapping skunk and 
mink. 


2 eeoe see 


i 
' 


No. 2 Victor single jaw, coil spring trap 
was designed by and for successful fox 
trappers. Sturdy, quick in action, it has 
exceptional holding power. 


No. 1 JG Victor Stop Loss trap is compact 
—can be set anywhere. Used extensively 
by professional trappers who depend on 
its polding power to prevent loss. 


Order these and other Victor 
styles used by trappers in your 
area from your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. + Pascagoula, Miss. 
Berkeley, Cal. » Niagara Falls, Canada 
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Easver to cut 


Mr. Marvin Nelson, The Southern Lum- 
ber Company, San Jose, Calif., proved it 
to himself. After making several cuts on 
four unidentified brands of single-strength 
window glass, Mr. Harris picked one 
brand (marked “B’’) as easiest to cut 
every time. That brand was L’*O’F. 28 
out of 30 dealers who have taken the 
“blindfold”’ test picked L’O'F as easiest 


to cut! 


Easier TO SELL 


This L°O-F label identifies quality glass 
wherever it is seen. People know this label 

it is appearing 216 million times in 1956 
advertising alone! And every time it ap- 
pears it adds to the already strong prefer- 
ence for L°O’F glass. This preference 


means faster, easier sales for you 


Easier 
TO MERCHANDISE 


Keep your store name in the public eye 
This handy envelope stuffer helps you 
sales by reminding customers and pros- 
pects to see you when they need glass to 
fix broken windows. Order WG-19 now 
from your Libbey*Owens’Ford Distributor 
(listed under “*Glass”’ in your phone book 
For further information, write to Dept 
Lo; 71116, Libbey’Owens‘Ford Glass Com- 
GLASS pany, 608 Madison Ave., Toledo 3, Ohio. 


i) 





youR HOME - 


REPLACE OLD CRACKED | 





SOUTHERN HARDWARE for NOVEMBER, 1956 For more information use Handy Return Card, Page 56 














For more information on these new products 


Fastener Assortments 


Two fastener assortments, desig- 
nated Home-Shop Screw Depart- 
ments No. 1 and No. 2, are offered 
by Southern Screw Co., Statesville, 
N. C. 

Department No. 1 includes 1552 
bright plated pieces in 10 boxes pro- 
viding popular sizes of flat head wood 
screws, pan head sheet metal screws 


and round head stove bolts with nuts. 
Department No. 2 is also a compact 
10-box selection of 1440 bright plated 
wood screws including flat, round and 
oval head styles in popular sizes. 

Department No. 1 retails for $9.75, 
No. 2 for 38.75, Each contains a screw 
gauge and driving instructions. For 
more information— 

Circle No. 319 on coupon, pg. 56 


Reinforced Garden Hose 


Garden hose with visible tire-cord 
reinforcement is being offered in a 
complete range of inside diameters 
and lengths by the Supplex Co., Gar- 
wood, N. J., division of American 
Hard Rubber Co. It is now available 
in 7/16-, %-, 5/8-, and 3/4-inch inside 
diameters and in 25-, 50-, 75-, and 
200-foot lengths. 

The outstanding advantage of the 
hose, according to the manufacturer, 


78 


is that it will not burst from water 
pressure, even if left in hot sun for 
days under full pressure. Another 
feature is a transparent protective 
jacket over the tire-cord so customers 
can see the reinforcement. All the 
hose is made of vinyl with reattach- 
able couplings that can be repaired 
or replaced in case of accidental dam- 
age. For more information— 
Circle No. 320 on coupon, pg. 56 


Outboard Motors 


Gale Products, a division of Out- 
board Marine Corp., Galesburg, IIL, 
introduces its line of Buccaneer Out- 
board Motors for 1957 in two colors— 
Sea Mist Green and Surf White. 


= use the return free post card on page 56 


Eight models, ranging from 3 hp to 
25 hp are offered in the line 
A full line of Bo’sun accessories is 
available also. For more information— 
Circle No. 321 on coupon, pg. 56 


Trimmer-Type Mower 


A power lawn mower with float- 
ing knee-action reel suspension is in- 
troduced by Motc-Mower Co., Rich- 
mond, Ind., as “a professional trim- 
mer-type mower priced within the 
reach of the average home-owner.” 


Moto-Mower’s 21-inch, dual drive, 
knee-action Lawnmaster is driven by 
a sectional ribbed rubber roller, in- 
stead of wheels. The roller propels 
the mower and smoothes the lawn. 
Made in three sections, each section 
of the roller moves independently of 
the other to avoid scuffing the lawn 
on turns. 

A sulky attachment, available at 
small additional cost, makes the 
Lawnmaster a riding model 

Moto-Mower’s 1956 line has been 
redesigned with new features, the 
company announces. Among these 
models is the Dial-a-Matic Riviera 
which has two-way, automotive-type 
syncromesh transmission, providing 
walking speed for regular mowing 
and free wheeling for quick trimming 
For more information— 

Circle No. 322 on coupon, pg. 56 
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THERE'S A PFLUEGER 444! FOR EVERY FISHERMAN 


MOST NOTABLE 
FEATURE 


SPOOL CONTROL DRAG FEATURES ACCESSORIES PRICE 





FREESPEED \— 


America’s finest 
moderately 
priced reel 


Spool does not 
oscillate into cup. 
Cap. | 50 yds. 6 Ib. 


8-page booklet. 
Extra spool 
assembly $1.75 


Extra smooth with 
slow take-up 





PELICAN 


Our finest 
fresh-water 
spinning reel. 


Spool remains 
stationary for 
more accurate 
costing. 

Cap. 165 yds. 
6 ibs. 


16 page booklet. 
Stem replaceable 
seporately. Extra 
spool assembly 





Incomporably 
smooth. Adjusted 
ot rear while 


holding cronk. $3.00 





SUPREME 


Aristocrat of oll 
bait-casting reels 





Cork arbor, oil, 
Cub handle 
furnished 


grease, reel bog 


Anti-backlash 


wrench, back plote 





cushion, handle grips 








SUMMIT 


No. 1983M 


High quality bait- 
casting reel 


For monofilament line 


° | Reel bag, cork 
Anti-backlash 

orbor, wrench 

Cub handle turnihed ] 





SKILKAST 


Easiest to use— 
no thumbing 


Mechanical | 


Thumber* | | Cork arbor 





NOBBY 


Lightweight for 
precision casting 


Cork arbor, 


wrench 


Cub handle 
available 


Anti-backlash 





AKRON 


Excellent quality 
—long a favorite 


Cub handle 
available 


Anti-backlash 





TRUMP 


Pflueger features 
at moderate cost 


Anti-backlash 





TRUSTY 








New price leader. 
Pflueger features. 


Anti-backlash 











For fresh or salt- 
water fishing 


For monofilament hne 








Stor Drag with 
throw-off lever 


Anti-backlash 








SEA STAR 


Our finest spinning 
reel. For surf 
spirning or fresh- 
weer trolling. 


8-page booklet 
Stem replaceable 
seporotely. Extra 
spool $4.00 


Spool does not 


oscillate into cup | Extra smooth nylon 


with slow take-up 





Cap. 200 yds. 
15 Ib. 





SEA KING 


New, wide spool— 
quick take-aport 


17 

Wrench, extra fiber | 
Star Drag 
free spool 


Mechnica! 
Thumber* 


woshers#, extra 


spool avoilabie 





OCEANIC 


New, wide spool— 
lightweight 


Wrench, extra 


Stor Drag 
free spool 


Mechanical 


Thumber* fiber washers # 





CAPITOL 


Deep sea reel— 
quick toke-oport 


$16.50 
$19.50 
$20.50 


2 wrenches, extro 


Stor Drag 
free spool 


Stor Drag 


fiber washers # 





Lighter weight 
deep sea reel 


Stor Drag 2 wrenches, extro 
free spool 


Star Drag $13.95 


fibers washers 





MEDALIST 


New, heovy duty 
for salmon, etc. 


Extra spools 
ovoilable 


Adjustable 
drog** and click 


$16.00 





#1492 to 1595 


MEDALIST 


Most notable 
single action 
reel 


$8.50 to 
$13.00 


Extra spools 
ovoilable 


drag** (except 
1492) and click 





GEM 











Excellent quality 
ot moderote price 


Click 





| 
Adjustable | 


. { i $6.95 
Sten » 





labefOPerotes only when line going out 


*Patented Pfiveger feature—siows spool at end of cast. Operates only when line is going ovt. Completely adjustob!: 
#for Star Drag. 


THE ENTERPRISE MANUFACTURING CO., AKRON 9 @] 
Also Baits, Rods, Hooks, Sinkers, Lines. Reprints of this page may be had upc w,i¢gst. Write us. 


PFLUEGE IR 6 creat Name tN TaAckLe 
GER 


PRONOUNCEL FLEW- 
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Mitee Penetrating Oil 
. The John Sunshine Chemical Co., 
MORE POPULAR 7 Inc., 600 W. Lake St.. Chicago 6, IIL., 
. announces that it is again manufac- 
turing Mitee Penetrating Oil 


T H A N EVE Me asl All cans are now lithographed and 

the product is put in 4e-pint, pint, 
quart and gallon size cans. The %- 
pint, pint and quart have new re- 
versible spouts 


in their 
“SERVE 
YOURSELF’ \" 
packet 


Moore Picture Hangers in their handsome, 
colorful Picture Window Packets sell faster, with ee 
less effort. They're easier to display, easier to ow 

handle, and the 4 different sizes are more BELONGS ON 


quickly identified. For more picture hanger YOUR COUNTER 
sales, stock these 56-year favorites, NOW IN —— 


TODAY'S MOST MODERN HANGER PACKAGE. The Moore 7208 Counter 
Display. 72 Packet co- The 


M 0 0 R F 7 U S H - 7 | N C 0 mong on SS, flammable, non-toxic and odorless, 

. i Ah aE aaa: and harmless to the skin. According 

Gnee /900 Ask your jobber. to the manufacturers, it penetrates, 

Midler: of tarmcus Mle we Se lubricates, dissolves rust, stops 

ag at ' shit oe squeaks and stops corrosion, and 

113-25 BERKLEY ST PHILA. 44, PA serves as a loosener for al] “frozen” 
parts. For more information— 

Circle No. 323 on coupon, pg. 56 

















product is said to be non- 





Hollow Wall Anchors 


The Wing-Ding, a hollow wall an 
chor produced by Diamond Expansion 
Bolt Co., Inc., Garwood, N. J., is de 
signed with the following features: 
one size for all average walls: small 
size hole (use standard “4” drill); 
positive setting with tri-prong ac- 
tion; one piece, tripod design; no 
special tools required for installation; 
removable, if necessary; and installs 
Believe it or not, more than 6 million horses and mules  - coe tow W 
need shoeing each year—and today their owners are look- hae eel “<y we pipe . 
ing to YOU to supply them. Horseshoes 6 high-profit forced carton; or in envelopes of two, 
item...come packaged 10 ~~ to the box—easy to store, packaged 50 envelopes in a carton 
shelve, and sell. Stir yourself: Write now to Dept. H-2 for which fits into a_ self-dispensing 
name of distributor, free catalog and pricing information. metal display for point-of-purchase 
convenience. For more information— 

Circle No. 324 on coupon, pg. 56 


YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——> 
lt signifies thee 
WORLD'S LARGEST 
MANUFACTURER OF 
HORSE AND ‘E SHOES. 


MANUFACTURING CO. 
Joliet, ilinois 
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helpful literature and sales aids. 





Are you making full use of our Reader Service? 


The editorial and business staff of SOUTHERN HARDWARE is eager to serve 
you. One way in which we can help you is to make it easy for you to draw upon 
the wealth of technical and promotional material available from manufacturers. 


In the accompanying pages are the descriptions of scores of useful catalogs, 


Check over the list of publications and informative bulletins available, note the 
numbers of the ones you need on the Handy Return Card coupon along with 
your name, title, company, and address plainly written. We will tell each manu- 
facturer to send directly to you the information you want. 


Address your requests to: 


Reader Service 


SOUTHERN HARDWARE 


806 Peachtree St., N. E. 
Atlanta 8, Georgia 








ROGERS GLUE ALWAYS 


SPELLS an 
PROFIT fi 
Glueky’s “Scrabble” 
spells good R 
advice for you .. 
FOR PROFIT— 


ROGERS LIQUID 
GLUE—BEST! 


NATIONALLY ADVERTISED! 


Rogers “the best liquid fish glue" has more 
points of superiority—it's always clear—uni- 
form—odorless—has gorilla grip—will not dis- 
color woods—is easier to paint, varnish or stain 
— is stronger — nationally advertised and na- 
tionally preferred by home craftsmen and by 
industry. 
Be sure you have plenty of Rogers Glue on 
hand to provide the right answer for customer 
satisfaction . . . and to score higher profits. 
Order Rogers Glue from your jobber, today, 
or if he is unable to supply you, write us 
immediately. 


r ; 
no mee ~~ ISINGLASS & GLUE CO. 
trength per Square Inc 
os sant GLOUCESTER, MASS. 
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LEADING DISTRIBUTORS 














One reliable source for better nails for the 
building and hardware trade. Threaded nails 
for Underlayment Flooring Drywall Plywood 
Metal Roofing, Pole Barns and Truss Rafters 
Also Colored Nails, etc 

STORMGUARD NAILS 

Revolutionary new line of rust-resistant nails 
in 93 sizes and types for Roofing, Siding 
Trim. Easy to stock display and sell in clearly 
labeled 5 and 50 Ib. cartons 


Write for Samples 


W.H. MAZE COMPANY 


Peru 8, Illinois 


For more information use Handy Return Card, Page 56 














- than to sell j 
, — a 


¥ — the | 
Modern (p) Line / 
~ 





“SALES BOOSTER" 
STICKER 
turns lookers into buyers 


Attractive sticker on every item in the 
Modern Line is an effective “silent 
salesman”. It points out the important 
features of each product... helps you 
get fast turnover. 


In every detail, the Modern Line for 
1957 is geared for sales. Expertly de- 
signed ... bright, appealing colors... 
made of top quality materials ... 
manufactured to the highest standards 
-..and priced for action! 


The MODERN Line 
is COMPLETE 


WHEELBARROWS 


Five popular models, from 
3 ft. to 5 ff. cubic capacity. 


4 - LAWN 
CARTS 
Convertible 
Spreader - Cart 
ond conventional 
Utility Cart. 


+ 


Vv 


SPREADERS 
Two lines — the 
de luxe PRINCE 
models and the 
fast selling 
COMMANDER 
models. 








fealelol-lae 


ifeleo} me. melt -m ete 


5389 W. 130th St. Cleveland 11, Ohio 
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Spinning Control 


The Feathertouch Control, de- 
veloped by Zebco Co., 1131 East 
Easton St., Tulsa 1, Okla., as a stand- 
ard feature on its Models 33 and 44 
spinning reels, offers to spinning a 
mechanical means of controlling the 
cast. 


Line control on Model 33, shown, 
is achieved by pressing on a thumb 
button located at the back of the reel. 
The Model 44, which is mounted under 
the rod, has a trigger control located 
on the top of the reel for manipula- 
tion by the index finger. For more 
information— 

Circle No. 325 on coupon, pg. 56 


Bath Scale 


Counselor Premiere, Model 750, is 
the newest bath scale introduced by 
the Brearley Co., Rockford, III. 


The bath scale has a white body 
and gold trim. The dial head is also 
golden, and the white Vinyl mat has 
gold-like nuggets set in its surface. 
The Counselor Premiere has a floor- 
hugging silhouette and measures 
13%4 inches high. Other features in- 
clude Monotrol Movement for ac- 
curate weight transfer; larger power- 
ful magnifying lens, and no-mar 
plastic feet to protect floors. It comes 
packaged in a gold laminated gift 
box, is available only in white with 
gold, and retails for $11.95. For more 
information— 

Circle No. 326 on coupon, pg. 56 





“Theyre SUPER 
...for fast, 

leakproof _ 

connections! 





Gas Range Connectors 


The long, 10° tapered cone on Supere 
seal Connector Fittings makes posi- 
tive, leakproof connections which are 
not affected by vibration or moving the 
range in and out of position. The fit- 
tings are rugged, cadmium-plated, 
malleable iron with no sharp edges to 
shear the aluminum tubing. 

And here’s another thing installation 
men like. Because tubing can be easily 
bent, it is always possible to make neat, 
flush-to-the-wall installations. 


Superseal Connectors are certified by 
the American Gas Association and are 
listed by Underwriters’ Laboratories. 
They are produced in any combination 
of female elbows and male or female 
adapters; 34-inch pipe thread; 12 to 
60-inch lengths. Over 400 U. S. distrib- 
utors. Insist on Superseal. 


“Every Superseal Fitting 


is a unionin asl 
t5— —e 
a 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA 


SOUTHERN HARDWARE for NOVEMBER, 1956 





Mow 1957 |\ 


SOUTH BEND 
croquet line 


wins enthusiastic jobber- 
dealer acceptance! 


New, up-to-the-minute styling ... vibrant new 
colors and the same famous South Bend quality 
are your big assurance of fast, easy impulse sales 
for °57. Exclusive, new wood-metal racks afford 
better display... greater strength! Lighter 
weight means freight savings. Fourteen models 
— $5.00 to $35.00. Let South Bend help make 
*57 your greatest year! Write for new full-color 
catalog and complete details right away! 





MM «> yl’ tf 7 | é 





Tops in in 


the only complete line 


of riding lawnmowers 


Seven years ago, MOW Cycle, built for riding 
from the ground up, introduced a new idea in lawn 
care. Now, apparently all America — including 
mister, missus and the kids — wants to ride while 
cutting the grass. And today still, MOW Cycle 
tops the field in leadership, value and sales, with 
a complete line of models to meet the needs of 
everyone from the modest home owner to the pro- 
fessional landscaper. 











No. 7856. 57 


Contact your jobber 
or sales representative! 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th Screet, 
New York, New York 


Midwest—South Bend Toy Mfg. Co., 
South Bend, Indiana 


Seuth—Louis Williams & Co.,3rd National 
Bank Building, Nashville, Tennessee 


Denver & Pacific N.W. -Leo Scherrer, 
2840 W. 93rd Street, Seattle 7, Washington 


California & S.W’.— Anderson Sales Company, 
2330 West Third St., Los Angeles $7, Calif. 


Canada — Standard Cycle Products, Toronto 


a, R. J. Kaufman, Inc., 1170 Broadway, 
. Y., Cable— RUKAUF, New York 


SOUTH BEND TOY 
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MOW CYCLE 
\ ‘24’ 


MOW CYCLE 
*“CADET’ 


List 
Price 
List $219.50 
Price 
$289.50 Model ‘24’ for complete 
lawn care without walking; 
many useful attachments MOW CYCLE 
‘CADET” economy model for ‘ ’ 
mowing only. ‘PRO-6" with PRO-6 
big motor for professional use. List 
All models cut 24” swath. ES- - 
MOW CYCLE TATE TRAILER attaches to 
ESTATE any MOW Cycle: increases 


TRAILER _ total cut to 58”. 
*, 


List 


Price $350.00 








Musgrave Incorporated, Dept. F, Springfield, Ohio 
Please send trade information on the MOW CYCLE 
line. 


Name 

Address 

City___ : . Zone___ State 
COMPLETE LAWN CARE WITHOUT WALKING, 


he -& .& Kw 


For more information use Handy Return Card, Page 56 








THE TRADE 
PREFERS 





Extra heavy-duty cases pro- 
tect Clark products in transit 
and throughout handling in 
your warehouse. Heavy-weight 
cartons are individually la- 
belled — varying colors de- 
noting different products — to 
permit instant on-the-shelf 
identification of item and con- 
tainer quantity. Standardization 
of carton sizes 

saves shelf 


Clark utilizes 3 standard size 
shipping cases. 
size of these cases permits 
orderly stacking saves 
space in your warehouse. 
“Engineered” packaging per- 
fa) mits exact fit of cartons in 
cases eliminates 
“shucking” avoids 
errors and saves time in 
taking inventory. 
Request free catalog 
covering the complete 


Clark line of industrial 
fasteners. 


SINCE 1854 


BROS. BOLT CO. 
MILLDALE, CONN. 


For more information use Handy Return Card, Page 56 


Proportional 





Jumbo Spin Box 


The UMCO Corp., 1717 Fourth 
Ave. So., Minneapolis, Minn., has 
added a new jumbo sized aluminum 
spin box to its 1957 line. Designed for 
the fisherman with lots of tackle, the 
Model 203 Spin Box is 18 inches 
long, 9 inches wide and 7-5/8 inches 
deep. It has three cantilever trays 
with Lur-Gard tray liners and a total 
of 47 lure compartments 


Other features include separate 
reel compartment, new toggle action 
safety catch lock, embossed leather 
grain finish, two extra reel clips in- 
side cover, and a large storage area 
for tackle and gear. The UMCO Model 
203 has a suggested retail price of 
$14.95. 

A companion box called the 203R is 
offered, especially for salt water 
areas. The model is exactly like the 
Model 203 but has a leather grain 
embossed Royalite case and cor- 
rosion-proof copper anodized alum- 
inum exterior hardware. It has a 
suggested selling price of $17.95. For 
more information— 

Circle No. 327 on coupon, pg. 56 


LP-Gas Picnic Stove 


A portable picnic stove that burns 
LP-gas sealed in disposable cart- 
ridge-type cans is introduced by the 
Coleman Co., Inc., Wichita, Kan. The 
stove is 12 inches long, 7 inches wide, 


3-7/8 inches high, and weighs 4.4 
pounds including two full cans of 
fuel. It is finished in hunter green 
baked enamel. 

The stove is offered with two fac- 
tory-sealed cans of fuel. For more 
information— 

Circle No. 328 on coupon, pg. 56 


You'll cart away a “load” of 
profits when you stock, display 
and sell these Victor products 
because top quality and consis- 
tent advertising have made it 
the line more consumers — your 
customers — demand! 

Special Flexible or Flexible — Perfect 
for the householder because they’re 
the best all-around blades...econom- 
ical, too. 

“Moly”® High Speed Steel—For those 
who want long metal-cutting life in 
an economy blade. Outlasts standard 
high speed steel blades 10 to 1! 


an 


These Victor Hacksaw Frames 

Are Priced Right for your Trade — 
New Victor No. 10 with green Ten- 
ite handle and No. 15 with red 
Tenite handle for either 10-inch or 
12-inch blades, yet are built around 
a solid, one-piece steel backbone, 
the most rigid construction ever 
devised. New under-the-handle 
lever-lock makes blade changing 
easy and automatically puts correct 
tension on every blade. 


Victor No. 20 Frame is the long-time 
mechanics’ favorite. Adjustable for 
10-inch and 12-inch blades. Extra- 
leverage tension lock. 


Increase Blade Sales 
By Featuring “Molyflex”’® 
Display Card No. 166 


Three-color easel card 
holds ten 10” “Moly- 
flex” blades, assorted 
18- and 24-tooth. 
There's four times the 
dollar profit for you in 
every sale—more than 
four times the cutting 
efficiency for. your 
customers. 


cs en 


Special Flexible Assortment No. 45 
Attractive 2-color card carries an all-purpose 
3-blede assortment of 10” Special Flexible 
blades. A best seller for years. 

Sold Only Through Recognized Distributors 


Ask your Victor Distributor for 
a supply of NEW Metal Cut- 
ting Booklets and Wall Charts. 


VICTOR Oo 


VICTOR SAW WORKS 
MID. LETOWN, WN. Y., U.S. A. 


Makers of Hand and Power Hacksaw Blades, 
Frames, and Metal and Wood Cutting 





Band Saw Blades of every type and size. 
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STRONG 


and 
STRAIGHT 





Yes, Wright Hexagonal Netting is 
strong and straight. Made from wires 
drawn in the Wright plant and woven 
with great care on power looms, The 
even mesh and straight sel- 
vage. Brightly galvanized. Wright 
Hexagonal Netting, which is iden- 
tified by the famous rooster trade 
mark, is the high standard of the 
industry. 


E. L. Hornibrook Co 
Box 176, Avondale Estates, Ga 


Lawrence J. Baldwin & Son 


306 Carondelet Bidg 
New Orleans i2, La 


result: 





WORCESTER, MASSACHUSETTS 





TWIN 


TRADEMARK 


CHAMPION 


It has TWO Impellers 


GIVES FULL CAPACITY 
AT 40 LBS. PRESSURE 


America’s No. 1 all-purpose water system. Has tremendous re- 
serve power due to twin-impeller construction. Loafs along while 
pumping full capacity at 40 Ibs. pressure. Convertible for deep 
or shallow wells. Goes down to 150 feet. Four volutes, instead of 
usual one, give maximum efficiency. Exclusive Quick-Connect 
flange saves up to $10 on each installation. Horizontal or ver- 
tical tanks up to 52-gallon size. Price comparable to that of most 
deluxe single-impeller pumps. Unusual! profit possibilities. See 
your wholesaler or write for complete Rapidayton catalog. 


The Tait Manufacturing Co., Dept. 304, Dayton |, Ohio 
PUMPS @ WATER SYSTEMS @ CELLAR DRAINERS @ WATER SOFTENERS 
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Gert in the Clover 


@ 


WITH 
USH-BUTTON 


Magic! 


NEW! 


No. 1775 WONDERCAST 
Filled with 125 yds. 
6-Ib. monofilament. 


“S199 


Ff Reaapars 


USH-BUTTON 


NDERCAST 


Zoom to new sales and profits with the magic of the new 
push-button WonderCast ... makes anyone a sport fish- 
everyone in the family a prospect! Get in the 
a reel you'll 


erman... 
clover with the push-button WonderCast ... 
be proud to recommend, feature and sell! 


NOW! Casting Reel RUGGEDNESS 


IN A PUSH-BUTTON REEL! 


Looks, feels, performs like a million... 
unmistakably the finest, most durable 
push-button reel ever built. Tough 
enough for river fishing. Highest qual- 
ity cut gears for rugged depend ability; 
4 to | gear ratio permits jast retrieve. 








PRECISION-BUILT TO OUT-PERFORM 
OUTLAST OUTSELL ALL OTHERS! 
For use on any casting rod. Novices 
learn to use it in minutes; veterans 
instantly recognize its outstanding fea- 
tures. Smoothest drag ever, thanks to ma 
chined flange face on this rigid, sturdy 
spool. Quick, easy drag adjustment! 








GET IN THE CLOVER — WRITE FOR PRICE LIST 


TREE ETECCELECLOCEEELELELEE EEL 
SHAKESPEARE CO., DEPT. SH-11l, KALAMAZOO, MICH 
Please send me a copy of the Shakespeore 1957 illustrated price list 


Name 


Address 


City Zone Stote 


For more information use Handy Return Card, Page 56 








Tapatco | 


SECUTEAEO Ws faT OFF 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Ta paico 


Grsreeeto ws faf OFF 


TRACTOR SEAT CUSHIONS 











For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 
MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 1881 





perfect target for 
PROFITS... 
SANDVIK 
BOW SAWS 


World’s 
Largest 
Seller! 


eT 


For more information use Handy Return Card, Page 56 





New Hammers 


Fayette R. Plumb, Inc., Philadel- 
phia, Pa., announces the addition of 
two hammers to its line which will 

at the suggested retail price of 


The Plumb F-16 nail hammer and 
the Plumb FI16R ripping hammer 
have fiber-glass handles of new 
lightweight construction, According 
to the manufacturer, fiber-glass 
handles are stronger than steel and 
will not collapse, rust, rot or corrode 
and are guaranteed non-breakable in 
all normal use. 

Both hammers are assembled with 
Permabond, an exclusive Plumb as- 
sembly method, to keep the handles 
from coming loose in normal use 
The hammers have polished heads 
and red handles. For more informa- 
tion— 

Circle No. 329 on coupon, pg. 56 


Gun Sling 


The “On Target” Gun Sling intro- 
duced by L. G. Arpin Co., Fairfield 
and Passaic Avenues, West Caldwell, 
N. J., consists of an adjustable 
shoulder strap attached to a special 


gun butt stirrup. 
a 


t , 
| > 
CLASSIFIED 
+ - + 





REGIONAL SALES MANAGER 


Hard 


outstanding 


the fastest 


Southeastern 


ex 


ement open 
SOUTHERN 
St N. I 


Send replies to t 
HARDWARI 806 Pe 
Atlanta 8, G: 











SALESMAN WANTED 














The device is not permanently at- 
tached to the gun and is said to pro- 
vide safety, speed and comfort. “On 
Target” fits any type of gun whether 
it be shot gun, rifle or scope mounted 
rifle and can be used in almost any 
position standing, going through 
brush, running, etc. It is adjustable 
to left or right hand shooters as well 
as to tall or short men. 

The deluxe model, shown, is avail 
able in three colors: red, black, and 
tan, and retails for $5.00. The stand- 
ard model comes in red and black and 
retails for $3.00. Both are made of 
vinyl and steel. For more informa- 
tlon— 

Circle No. 330 on coupon, pg. 56 


1957 Power Mower Line 


Heineke & Co., Springfield, IL. 
manufacturers of “Excello” Rotary 
and Reel power mowers has intro- 
duced an expanded line for 1957. In- 
cluded in the line is a 24” rider model 
which features a 3% h.p. 4-cycle 
Clinton engine; finger-tip handle 
throttle control; forward, reverse and 
neutral clutch positions with auto- 
matic stop when clutch pedal is re- 
leased: towing attachment draw bar 
at the rear to handle carts, rollers, 
seed spreaders, etc. Price will be ap- 
proximately $300 

The sales program has been tail- 
ored around a special retail sales pre- 
sentation, titled “The Big Power 
Mower Opportunity for °57.” In ad- 
dition to a large advertising schedule, 
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The veW DIAMOND . 


DIAMALLOY 
AVIATION SNIPS 


(Compound Action) 


LOOK AT 
THESE 


Feline 


@ Blades of special analysis 
Diamalloy Steel with ser- 
rated cutting edge. 


@Large hardened pivot 
bolts for smooth action 
and long wear. 


@ Handles solid drop forged 
steel, plastic covered. 
(Not stamped sheet metal) 


Three models, is 


all beautifully 
chrome plated, 
individually boxed. 
Ask your distributor for 


DAL-10 
Cuts Left 


DAR-10 
Cuts Right 


DAS-10 
Cuts Straight 


DIAMOND CALK 
Horseshoe Co 


DULUTH, MINN. TORONTO, ONT. 


est. 1908 
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Mow-MASTER 


... the BIG BUY is even BIGGER with 





Piet-O-Matic 


STARTING 





PREST-O-MATIC — the biggest advance in 
power mower design in years — is a self-selling 
Mow-Master exclusive. Makes selling easier be- 
cause it takes the hard work out of starting. Makes 
mowing safer and easier for everyone from 8 to 
80. With Prest-O-Matic, starting, stopping, 
choking and idling are controlled right at your 
finger tips. With Prest-O-Matic, you sell real con- 
venience, greater safety. 


COMPLETE LINE — rotary and reel mowers 
from 18 to 21-in. cutting widths. It’s the line 
that’s priced right to sell the top, middle and 
low ends of the market with full profit for you. 
Imagine — Mow-Master with Prest-O-Matic 
starting sells for less than many conventional 
hand-started mowers! 


AGGRESSIVE MERCHANDISING — power- 
ful national and local co-op advertising, local 
promotions, colorful point-of-sale material and 
literature with real sell-appeal. 


It’s easier to sell Mow-Master—America’s fast- 
est growing power mower line. Get complete de- 
tails now on the line that’s easiest to sell because 
it has more to sell. Phone, wire or write today. 


PROPULSION ENGINE CORPORATION 


FLEETWOOD 307 Marion Ave. 
CHAIN SAWS South Milwaukee, Wis. 


MORE PROFIT. Write today 

for complete details on the —— s = 
all-new line of Fleetwood 
chain saws, another quality 
built product of Propulsion 
Engine Corp 


Subsidiary of 
ood Machinery and 
Chemical Corp 


| 


For more information use Handy Return Card, Page 56 





self-demonstrating material is de- 
signed for the retailer. A special dis- 
play package will be shipped with 
every demonstrator model in a spe- 
cial demonstrator model deal. For 
more information— 

Circle No. 331 on coupon, pg. 56 


Spincasting Reel 


South Bend Tackle Co., Inc.. South 
Bend 23, Ind.. announces the Spin- 
Cast 77 reel. The reel has contoured 
thumb trigger; a _ single crank; 
knurled and indexed ring; extra 
heavy-duty machined alloy spool — 
bottom of spool is mill-slotted to give 
warning click when line is not being 








Linoleum Paste Patching Plaster 
Plaster of Paris 
Crack Filler 
Spackling Compound 
Wood Putty 


Daisy Brush Cleaner 


Waterproof Cement 
Asphalt Tile Cement 
Rubber Tile Cement 
Wall Paper Paste 
Jell Size 





.. and many other Products of Merit 


SOLD THROUGH LEADING 
WHOLESALERS EVERYWHERE 


CONSUMERS GLUE COMPANY 


1515 Hadley St. 
St. Louis 6, Mo. 


retrieved; diamond-cut gears pre- 
cision machined; and die-cast alum- 
inum frame which has heavy gauge 
side plates. 


The SpinCast 77 has an Aqua- 
Therm green finish. Complete with 
120 yards of 6-lb. test Deceiver Mono- 
filament Line mounted on reel spool, 
it is priced at $19.95. For more in- 
formation— 


Circle No. pg. 56 


332 on coupon, 


Lawn Sprinkler 


The Park Lawn Sprinkler will be 
displayed next year in a red and 
green package which shows an ac- 
tual sprink!er mounted on the die-cut 


card, Park Sprinklers, Jacksonville, 
Fla., announces 
The package holds another 11 
sprinklers already boxed. Features 
of the sprinkler are listed on the 
fold-out cover. Illustration on the 
front of the box shows the effective- 
ness of the sprinkler in action. The 
Park Sprinkler operates on a very 
small pressure, and is capable of 
evenly covering a 50-foot circle, the 
manufacturers state. Price is $2.95 
each. For more information- 

Circle No. 333 on coupon, pg. 56 


Minnow Bucket 


Frabill 
West Florida St., 


Manufacturing C 234 
Milwaukee 4. Wis., 








Sell the Genuine 
BILL UPPERMAN’S 
:jife @9.¥) 5 


FRESH or SALTWATER 


casnney “if 7; 
casine “2 
8 Sizes 4, yl’ 


40¢ to 90¢ BILL UPPERMAN 











For more information use Handy Return Card, Page 56 


ATLANTIC CITY, M. J. 


gone for catalog Yi 











KING COTTON 


CLOTHESLINE 


e TOUGHER 


TIGHTER 
BRAID 


PROTECTIVE 
BAG 


Send for samples 
giving us your Jobber’s Name. 


105 Duane Street * New York 8, WN. Y. 
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announces the addition of a second, 
full floating minnow bucket to its 
line of fishing tackle accessories. 
Named the Min-O-Life #480, the 
bucket features a new-type float 
chamber made of Dylite. It is said to 
be leak-proof, rust-proof, and non- 
sinkable. 

Specifications of the Min-O-Life 
#480 are as follows: capacity, 10 
quarts; diameter, 9% inches; height, 
nine inches; galvanized finish; two- 
piece construction; and perforated in- 
sert with snap-type hinged cover. For 
more information— 

Circle No. 334 on coupon, pg. 56 


Aluminum Furniture 


The Universal Converting Corp., 
Sawyer St., New Bedford, Mass., has 
revamped its line of aluminum 
casual and summer furniture for the 
1957 market. The new stylings will 
have their first showings this fall. For 
more information— 

Circle No. 335 on coupon, pg. 56 





CONVENTION DATES 





Alabama Retail Hardware Association 
—Convention and exhibit, Coli- 
seum, Montgomery, Feb. 10-12, 1957. 
Headquarters: Hotels Whitley and 
Jefferson Davis. Charles Giles, Sec- 
retary, 409 N. 23rd St., Birmingham. 


Arkansas Retail Hardware Association 
—Convention and exhibit, Robinson 
Auditorium, Little Rock, Feb. 17-18, 
1957. J. Wayne Tisdale, Executive 
Secretary, 908 Rector Building, Little 
Rock. 


Hardware Association of the Carolinas 
—Convention and exhibit, Radio Cen- 
ter, Charlotte, N. C., Feb. 19-21, 1957. 
Headquarters, Hotel Charlotte. Martin 
Kaelke, Secretary, P. O. Box 6215, 
Charlotte, N. C. 


Florida Retail Hardware Association— 
Georgia Retail Hardware Association 


Savage Sales Staff Maps Plans for 1957 


The Savage Lawn Mower sales staff maps plans for 1957 at the Chicopee 

Falls, Massachusetts national sales meeting. Shown here, left to right, are 

O. E. Pauley, J. Plasse, R. O'Connor, W. L. Brown, P. W. Noyes, L. L. Love, 

V. R. Ragsdale, M. M. Prescott, J. E. Couiliard, L. Cheney, D. C. Craig, R. 

Long, F. Campbell, W. T. Sherrill, J. Sears, P. Callahan, A. W. Schenck, P. 
Shepherd, W. O'Connor, and J. V. Faicon 


—Joint convention and exhibit at 
George Washington Hotel, Jackson- 
ville, Fla., March 17-19, 1957. W. W. 
Howell, Executive Manager, 1640 
Plant Ave., Waycross, Ga 


Kentucky Retail Hardware Association 
—Convention and exhibit at Ken- 
tucky Hotel, Louisville, Feb. 19-21, 
1957. Edward H. Keiley, Secretary, 
501 Republic Building, Louisville 2, 


Ky. 


Mississippi Retail Hardware Associa- 
tiee—Convention and exhibit at 
Heidelburg Hotel, Jackson, Feb. 24-25, 
1957. David O. Mansfield, Secretary, 
P. O. Box 1696, Jackson, Miss, 


Missouri Retail Hardware Association 
—Convention and exhibit at Jeffer- 
son Hotel, St. Louis, Feb. 14-16, 1957 
Harry F. Scherer, Executive Secre- 
tary, 2340 Hampton St., St. Louis 10, 
Mo. 


Tennessee Retail Hardware Association 
—Convention and exhibit at Hotel 


Chisca, Memphis, Jan. 27-29, 1957. 
Morris Jones, Secretary, P. O. Box 
784, Nashville. Tennessee 


Texas Hardware & Implement Associe- 
tion—Convention and exhibit, Sham- 
rock Hotel, Houston, Jan. 27-30, 1957 
Ray M. Souder, Executive Director, 
1108 Gibraltar Life Bldg., Dallas, 2 


Tri-State Hardware & Implement As- 
sociation—Convention at Herring 
Hotel, Amarillo, Texas, Feb. 10-12, 
1957. R. B. Allen, Executive Secre- 
tary, 1408 4th Ave., Canyon, Texas 
Virginia Retail Hardweore Association 
—Convention and exhibit at Hotel 
Roanoke, Roanoke, Va., Feb. 10-12, 
1957, George T. Omohundro, Jr., 
Secretary, Scottsville, Va 
West Virginia Herdware Association 
Convention and exhibit at Daniel 
Boone Hotel, Charleston, Feb. 17-19, 
1957. James C. Fielding, Managing 
Director, 1628 McClung St., Charles- 


ton | 





Fam MARSHALLTOWN 


MARSHALLTOWN 
Ww 


MARSHALLTOWN TROWEL COMPANY «+ 
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TROWELS 


MARSHALLTOWN, IOWA 
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Rockwell Appoints Two sitions was announced recently by 


for Sales Positions F. P. Maxwell, vice-president in 
charge of Rockwell Manufacturing 


PROMOTION of two top sales offi- Co.’s Delta Power Tool Division. 
cials to newly created sales po- Byron E. Coon, manager of sales 
promotion and merchandising, has 
been named general sales manager 
for the division; and Irving G. 
Meyer, an assistant to the vice- 
president, has been named sales 
manager and product manager, 
Delta Homecraft. 


aa 


Osrow Appoints Allenson 


to Sales Promotion Post 
Milton Allenson 


MILTON Allenson has _ been 
named to the new post of adver- Cove, N. Y. 
tising and sales promotion man- A year ago he assumed the posi- 
ager of Osrow Products Co., inc. tion for CBS-Columbia of New 
housewares manufacturer of Glen York, Inc., distributo1 





meee uni mere docken GEYER DISPLAY ADDS 
| GREATER PROFITS TO YOU! 


ROTARY EDGER 
— TRIMMER 


@ Assortment of three 
most popular models. 


Shipped in carton 
that quickly assem- 
bles to an attractive 
floor display. 














Here’s the “good line of ® Colorful, easy 
hinges to handle”... that’s to set up, mini- 
the trade’s way of saying, mum floor space 
“We like | to_ sell Griffin required. 
products.” Full line of 
wrought steel butts and @You get fast . 
shelf hardware. — = turnover with RIVE ay, ne 
lay them, and you'll se . ; 
i. Order in any selec- big profits. HRugs Ways 
tions you know your cus- See your jobber “How, "Ries 
tomers want. or write: — a Bes , 


ot preset sane Bigs GRIFFIN GEYER MANUFACTURING CO. iticis*** 


MANUFACTURING CO. ERIE, PA. 














@ & 


W\\ THE WOOD IQUA, OHIO! 
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Each month thousands of men en- 
gaged in the hardware industry 
throughout the South and Southwest 
meet through the pages of SOUTH- 
ERN HARDWARE for discussion and 
solution of mutual problems and pre- 
sentation of new ideas and sugges- 
tions. 


For over thirty-five years SOUTH- 
ERN HARDWARE has been a de- 
pendable guide to the wholesale and 
retail hardware trade. Up-to-date in- 
formation on all phases of the hard- 
ware business is found every month 
in its pages. 

The magazine has been built on 
a program of service to readers that 
covers: 


WINDOW DISPLAY 
COUNTER DISPLAY 
STORE MODERNIZATION 
CUSTOMER RELATIONS 
SALES PROMOTION 
ADVERTISING 

INVENTORY CONTROL 
EMPLOYEE RELATIONS 
SERVICE DEPARTMENTS 
CREDIT CONTROL 
ACCOUNTING PROCEDURES 
ASSOCIATION ACTIVITIES 


And very important, there is al- 
ways local news about friendly peo- 
ple and their activities in the South- 
ern and Southwestern hardware trade 
—a feature that no other magazine 
has developed so fully. 

Each of these subjects is given 
special attention in its relation to 
the special needs and problems of 
Southern hardware men. 

Why don't you join this monthly 
get-together? The modest subscrip- 
tion price of only $2.00 for THREE 
full years of informative, value- 
packed reading is an outstanding in- 
vestment in your future. 


If you aren't a subscriber, become 
one—or, if your subscription is about 
to lapse, renew it! The small expense 
will be returned to you many times 
in the thousands of pages of valuable 
information that will be yours for the 
next three years. 


SOUTHERN HARDWARE 


806 Peachtree St., N.E. 
Atlanta 8, Georgia 
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‘57 Hardware Show Will 
Return to Coliseum 


THE 11TH ANNUAL National 
Hardware Show, held October 1-5 
at the New York Coliseum, has 
been termed by Show Director 
Frank M. Yeager as “the most out- 
standing in the exposition’s his- 
tory.” 

“We are happy to announce,” 
Yeager said, “that the industry's 
great trade market will return to 
the Coliseum in 1957 on Octobe! 
14-18 inclusive. 

“Final registration figures show,” 
Yeager continued, “that a new 
record number of 41,200 buyers 
attended this year’s event, where 
more new products. . .and packag- 
ing. . .were introduced to the trade 
than in any previous year. Ex- 
hibitors and buyers alike are en- 
thusiastic about the volume of 
business accomplished. They also 
have high praise for the 
parable facilities and conveniences 
offered at the 1956 show and are 
eagerly planning for the 
tion’s return to the Coliseum next 
October.” 

Yeager said the majority of ex- 
hibitors reserved space for the 
1957 National Hardware Show be- 


incom- 


exposi- 


fore the recent showings were con- 
cluded. 
+ 


Clinton Establishes 
Design Department 


THE FIRST advance design de- 
partment in the $200,000,000 small 
air-cooled gasoline engine business 
was announced by the Clinton 
Machine Co., Clinton, Mich., at 
the National Hardware Show 

Donald Thomas, president of 
Clinton Machine, in making the 
announcement stated that the 
company soon would be producing 
streamlined engines more readily 
adaptable than present eng 
integration with the 
oline powered units such as lawn 
mowers and garden tractors 


om 


ines, for 


rest of gas- 


Correction 


IN THE October issue of SOUTH- 
ERN HARDWARE a news article 
on the expansion of office facilities 
by Bluefield Supply Co 
ly referred to the company as 
Bluefield Hardware Co. J. Taylor 
Frazier is the correct name of the 
company president 


incorrect- 








b Coltha le)ejel- sam atcts 
FULLER money- making 
specials like this é 


Selling better thon ever 


GIANT SALE sien 


ea Team be 
seas #5 


becouse 
we ve odded more lorge regulor 


crew drivers ond reduced the 
quontity of Philips-type drivers 


Put this “‘rainbow'’ bucket next 
to your cash register and watch 
t SELL! Assortment No. 329-60 


top-quality extra-large mechan 
c's screwdrivers retailing at 
only 29% ea.—3 for 79c 
even hotter than our No. 3/9 
Bucket of Screwdrivers 

329 TODAY— 

keep your business hopping! 
Ask your jobber's sales- 
man about other Fuller 


Order No 


Specials 


Use that counter 
space profitably— 


It's 





we 


ORDER TODAY 


2 


. 3 
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Atlantic Steel Assigns 
Peckham to New Post 


ROBERT S. Peckham has been 
named assistant manager, Ware- 
house Sales Division, by the At- 
lantic Steel Co., Atlanta, Ga. The 
new appointment is effective im- 
mediately, according to M. C. Sar- 
ran, Warehouse Division 
manager 

Peckham joined Atlantic Steel in 
1951 representative in 
East Tennessee, the western Caro- 
linas, and North Georgia for the 
company’s Warehouse Division 
Since early this year, he has been 
assigned to the Atlanta area 

A native of St. Louis, Mo., 
Peckham is a graduate of Wash- 
ington and Lee University, and a 
veteran of four years service as a 
pilot in the Navy. Prior to joining 


sales 


as a sales 


Atlantic Steel, he was employed by 
Ecusta Paper Co., Brevard, N. C. 


* 


Sol E. Levy Retires 
from Black Hardware Co. 


THE RETIREMENT of Sol. E. Levy, 
executive vice-president of Black 
Hardware Co., wholesalers in Gal- 
veston, Texas has been announced 
by Harry G. Black, company pres- 
ident. Mr. Levy’s retirement was 
effective October 1. 

Widely-known in the hardware 
trade, Mr. Levy associated 
with the industry for than 
50 years, the last 46 years having 
been spent with Black Hardware 
Co 

Mr. Levy anticipates moving to 
El Paso to be near his only daugh- 


was 
more 


ter, Mrs. Given of that 


city. 


Audrey 


° 


Charles P. Allen Dies 
in Dallas Hospital 


FUNERAL and interment services 
were conducted on September 19 
in Dallas, Texas, for Charles P 
Allen, 62, a vice-president of the 
Walter H. Allen Co., Dallas hard- 
ware wholesalers 

Allen died in a Dallas hospital 
on September 17 following a heart 
attack. He was a native of Paris, 
Texas, and moved to Dallas in 
1940. 

Survivors, in addition to the 
widow, are two daughters, two 
sisters and four brothers, among 
the latter being Thomas R. Allen, 
George R. Allen, and Walter H 
Allen 





Dp 


FOOT AND CHECK VALVES 


silicone treated 
RUBBER POPPET 


Clog-proof 
Strainer 


Strataflo Foot and Check 
Valves end leakage troubles, 
save wear and tear on 
pump, save their cost in 
service calls. Ideal for jet- 
type pumps. Write for 
Bulletin 203. 


Order from your jobber 


STRATAFLO PRODUCTS, INC. 


Fort Wayne 1, tndiana 


bolts 





— also available with 
square and fict-heod 


ceiling in stores) Paine ‘‘King Size” 
are the answer 
up to 4” — distributes weight and insures a tight, 


For a Quick Way 
to Hang Fluorescent Fixtures 


"King Size”’ 


for flush-to-ceiling 
fixtures 


Style J 
for chain-hung 
fixtures 


Where hollow ceilings present a problem (e.g. steel 


Toggle Bolts 
Their extra-wide wing spread — 


1 


permanent fastening. Available with 10-24 or 4” 
20 bolts in a range of lengths and styles 


Send for complete catalog 


the best craftsmen always take pAINE’s 


THE PAINE COMPANY, 19 Westgate Road, Addison, IMlinois 





Waterless 


HAND CLEANER 


Contains 


¥ grease and oi 
2 and 4!) LB..CANS 


Ask Your Wholeseler! Cherlotte, N. 


For more information use Handy Return Card, Page 56 


LAN-LIN® 


Quickly removes 
prevents chapping. 
Rodiator Specialty. 0. 


Nationally Advertised! 


POPULAR SCIENCE 
POPULAR MECHANICS 


—— 


P. 
and leading 
LAM } FARM MAGAZINES 
’ ; coost to coast 


OVER 10 


a month! 


MILLION ADS 


Loosens Rusted 


nuts... screws... ports 
3 Ox. Con 30¢ list 


(12 to Display carton) 


Rediator Specialty Co. 
Cherlotte, N. C. 
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HARD but SPRINGY|, 


EMPIRE 


BUILT TILLAGE TOOLS 
Resist Shocks and Jolts Acres Longer... 


“Empire™’ built Tillage Tools work better, last longer and 
outperform ordinary brands because they are made of special 
analysis, super tough high carbon steel HEAT TREATED by our exclusive 
ISOTHERMAL process. Extra toughness is tempered into every piece. 


Assure your customers of Sweeps, Shovel, 
Teeth, Hoes, Furrowers, Steels, etc. that 
do a better job longer — always 

sell ‘‘EMPIRE"’ built products. 


Heat Treated PLOW COMPANY 


aged om 7” cone | 1846 ° 1956 | 
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My thanks come easily 

When my fortunes rise 

And my will is king 

And all the world seems my estate. 


My thanks come easily such times. 


But, wait... 

Today, let me reflect 

Upon those thanks I owe 

But which I find 

Express themselves less fluently. 


Today, let me remember to give thanks, 
Not only for the sunlight, 

sut for those darker hours 

That teach me Fortitude. 


Let me profess, today, a grateful heart, 
Not merely for successes I may know, 
But as truly for those failures 

That teach Humility. 


Let me express my gratitude 

For all those petty, inner conflicts 

Which, once resolved, breed new Serenity 
And for those small, distressing fears 
That have their ways of building Hope. 


Let me breathe appreciation 

For all those poignant slights 

That teach me Thoughtfulness, 

The wrongs that teach me Fairness, 
And for each violated trust 

That leaves Loyaity as its lesson. 


And let me not forget, today, 

To whisper thanks for these: 

The contempt that teaches Pity, 

The tear that teaches Joy, 

The pain that teaches Mercy, 

And the loneliness that teaches Love. 


So, now... 
Let me reflect upon these thanks I owe... 
+, And let my thanks come easily today! 


Copyright, 1956 


JOHN DEERE 
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FACTS AND TRENDS 


> Farm Income Up 


Farmers received about 17.1 billion dollars from marketings in the first 
eight months of 1956, 2% more than in the same period of 1955. An in- 
crease in the volume of marketings has offset a 2% decline in average 
prices. Receipts from livestock and products were approximately 

10.4 billion dollars, while crop receipts amounted to 6.7 billions. 


> Production Prospects 


Corn and wheat crops 3% larger than in '55 were indicated as of September 
1. . . output of soybeans will be up almost a fourth. . . a cotton 

crop of 13.1 million bales will be 11% below last year . . . production of 
oats and other feed grains will be down. . . total production of decid- 
uous fruits is expected to be about 2% smaller. . . prices received 

for flue-cured tobacco in the Georgia-Florida Belt this year averaged 
3% higher than last year. 


> Farm Employment Up 


The number of workers on farms rose to a total of 9.2 million in August. 
This exceeded the number at work in July, but was 4% under August, 
1955. Wage rates for farm labor increased slightly. 


> Prices Paid 


Prices paid by farmers for commodities, wages, interest, and taxes were, 
in mid-summer, about 3% above the previous year. An increase in the 
cost of a large number of farm production items accounted for most of 
the increase. 


> Government Expenditures 


Agricultural expenditures are expected to rise in the current fiscal 
year (1956-1957). The soil bank program will be mainly responsible fora 
scheduled rise in expenditures from 4.9 billion in fiscal 1955-56 to 
5.7 billion in the current year. 


> Factory Shipments 


Manufacturers’ shipments of wheel-type tractors (except garden tractors 
during August amounted to 13,974 units. Value of shipments including 
farm machinery and equipment and tractors was 7% above July and 21% 
above August 1955. 


> Output Per Worker 


Each farm worker in the nation produced enough food, fiber, 


in 1955 to supply himself and 19 other persons, about 5 times « 7 
as in 1820. More than half of this increase came in the last 15 ye: 
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The world’s most 
Complete line of | NEW | CUSTOM’ 


BALER TWINE 


Popular priced, quality-produced, with average 
tensile strength of 290 lbs. Uniformly spun to give 
smooth, trouble-free baling performance. 

f E : BALER.TWINE | 


v Made by IH, world’s leading ¥v Quick, convenient, one-source : 
twine maker service : 
, | : 10,000 L ST FEET 
v5 job-rated, top-quality oy Your chance for bigger twine : : 


brands meet all competition sales and profits 











Famo SPUN TWINE 
us Famous LONG = 1 ayn at 
INTERNATIONAL’ McCORMICK* 


Baler Twine Baler Twine 


Proved ‘“‘best-sellers”’ 
... manufactured un- EC Oo N OMY 
der world’s most rigid ; } ~ 
quality standards. ae BALER TWINE 

Written quality guar- 
antee in every bale Long-spun twine, 10,000 feet—the most twine for 
protects you and your your money! Runs 257 feet per Ib. average 
customers. Each is ; tensile strength of 290 Ibs. Ties 555 36-inch bales. 
guaranteed full-length : 
—9,000 ft per bale... 
full-strength—325-lb 
avg. tensile strength. 
Uniform thickness 
throughout. Chemi- . 185 FEET 


cally treated. ’ aveeces vee us.) 








F. W. WINNE & SONS 
44 N. Front. St., Philadelphia, Pa. 


. 
Distributor M & M Building 
| Houston, Texas 
NOW! . 
Write your distributor R. R. HOWARD SALES co. 
... for low, pre-season 3rd Floor Guaranty Building 


' ’ : . . . 

prices! Convenient Indianapolis, Indiana 

service from ware | BALER TWINE 

a mene a Order Super-strength for packing heavy, compact bales 

early ... save! : 

_— cae Gave takes stress and strain of shipping, rehandling. 
Runs 185 feet per Ib 
of 410 lbs. 


INTERNATIONAL HARVESTER 


International Harvester products pay for themselves in use —McCormick Farm Equipment and Farmall Tractors Motor 
@ Trucks. Crawler and Utility Tractors and Power Units—General Office, Chicago 1, Illinois 
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The Southern 
Farm Equipment Market 


Steady rise in southern cash farm income indicates a 


renewed expansion in the market for equipment down South 


Fo MOST southern farm equip- 
ment dealers 1956 probably 
will not be remembered as one of 
the better years business-wise. 
Generally, sales have been tight as 
farmers postponed for another few 
months at least any major pur- 
chases. Drought still plagued many 
areas of the Southwest and scat- 


tered sections of other southern 
states, a condition that had its 
sizable impact upon sales 
Despite what seems like majo1 
adversity, the outlook is bright, 
perhaps even brighter than at any 
time in the past two or three years 
The reason is an uncomplicated 
one: either the jingle of dollars al- 
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Income for southern 
farmers increased in 
1955 and continued 
the upward trend 
through mid - 1956. 
For the southern 
farm equipment deal- 
er this means one 
thing: a beefing up 
of the market for 
all farm equipment 








ready is being prominently 
heard around many a south- 
rn farm or the prospect of 
greater cash farm income 1 
solidly based on higher farn 
prices, 

Crops for the 1956 growing 
season will be smaller, but 
prices have been steadily ris- 
ing throughout most of the 
year, a fact which has consid- 
erable meaning to the lon 
range market for farm equip- 
ment down South 


Among dealers there Is a 
good deal of optimism, A su 
vey conducted recently (de- 
scribed in detail in anothe! 
article) discloses that many 
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feel that sales in 1957 will be good. 
Doubts about the market for 
equipment in the immediate fu- 
ture months are naturally most 
prevalent among dealers in such 
areas as the Southwest which have 
been hit by drought. 


Improved Market 


Despite the slow-up in sales— 
intensified by declining farm in- 
come and poor growing conditions 
over the past several years—there 
will inevitably be a renewed ex- 
pansion in the market for farm 
equipment down South, For one 
thing the nation’s food and fiber 
requirements will be increasingly 
greater as the nation’s population 
continues to confound the experts 
by its tremendous rate of expan- 
sion. If these needs are to be ade- 
quately fulfilled every productive 
task of the southern farmer must 
be mechanized to the fullest possi- 
ble degree. There is still another 
compelling reason for broad me- 
chanization. As the nation’s popu- 
lation expands there will be a 
pressing need for more farm acre- 
age. Some land will be reclaimed 
and put into production, but there 
is little hope of finding the 50 to 
80 million acres that probably will 
be needed. To offset this shortage, 
there will be a premium on effi- 
cient production—efficiency which 
will assure maximum yields per 
acre, 

Only the most widespread me- 
chanization of farming operations 
can assure such a level of effi- 
ciency. Then, too, as numerous 


southern dealers have pointed out, 
there are many tasks on southern 
farms still to be mechanized. As 
manufacturers perfect machinery 
and equipment particularly suited 
to conditions in specific areas down 
South the market for farm equip- 
ment will be further stimulated. 

But perhaps most important of 
all in assuring a strong demand for 
farm equipment throughout the 
South is the cost of production. The 
shortage of competent labor and 
the high wage rates in effect have 
forced farmers in the South and 
throughout the nation to look to 
labor-saving machinery as one 
hedge against soaring production 
cost. With wage rates for hand 
labor still about three times the 
pre-war level, farmers must turn 
to machine production if they are 
to realize any reasonable margin of 
profit. 

Slow sales during the year have 
caused much shaking of the head 
among dealers and admitted an- 
guish at the factory level. Even so, 
there has been nothing resembling 
panic, and as the year’s final 
quarter gets under way there is 
considerable justification for ex- 
pecting during 1957 an improved 
sales picture at both levels of the 
trade, 

While production is somewhat 
smaller, farm prices received have 
been climbing since last December, 
and as the Department of Agricul- 
ture points out, continued growth 
in consumer income indicates that 
demand for farm products will be 
at a high level during the re- 
mainder of 1956 and into 1957. 


Though net farm income has de- 
clined over the past several years, 
adversely affecting farm purchas- 
ing power, cash receipts from 
marketings still continue on an im- 
pressively high level—a level about 
four times the pre-war average. 

During 1955, for example, total 
cash receipts from marketings, in- 
cluding government payments, a- 
mounted to more than 29.4 billion 
dollars, a decline of about 14% 
from the previous year. Southern 
farmers made out somewhat bet- 
ter. During the year their income 
climbed about 42% to more than 
8.7 billion dollars. 


More Favorable Prices 


With the level of prices received 
more favorable during 1956 it is 
probable that farm income will 
move to a still higher plane. In 
the first seven months of 1956, 
cash farm income for the nation 
as a whole increased about 2 per- 
cent to more than 14.5 billion dol- 
lars. The picture was again better 
in the South. In the same 7-month 
period cash farm income for south- 
ern farmers jumped more than 8% 
to nearly 3.7 billion dollars 

Even though farm operating ex- 
penses are running at a higher rate 
during 1956 net farm income fo! 
the year may approach 12 billion 
dollars. 

Actually one of the significant 
economic developments of the post- 
war period has been the rapid 
climb in southern cash farm in- 
come over pre-war levels. This 

(Continued on page 124) 


South's Cash Farm Income (Billions of Dollars) 
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e 
Leading 
Allied 


Lines 


A Reader Survey 


Fo THE average southern farm 
equipment retailer allied lines 
and products have come to be vir- 
tually standard parts of the busi- 
ness inventory. This was clearly 
emphasized in the results of a 
survey conducted recently by 
SOUTHERN FARM EQUIPMENT among 
a large number of dealers in the 
16 southern and southwestern 
states. 

At a time when volume and the 
margin of profit have been sharply 
hit, southern dealers have turned 
increasingly to a wide variety of 
allied lines as a means of supple- 
menting income from sales and 
service. 

The wide diversification in the 
allied lines handled by various 
dealers naturally follows the di- 
versified farming conditions and 
diversity of farming operations 
throughout the South. Allied lines 
that account for sizable volume for 
dealers in one area are secondary 
in importance for dealers in an- 
other territory. 

But the object among dealers is 
the same: to take up the slack in 
sales, to level out volume during 
the year through sales of this allied 
merchandise. 

The lines most frequently han- 

(Continued on page 122) 








Allied Lines Most Frequently Handled 


Materials Handling Equipment 
(loaders, elevators, scoops, etc.) 


Spraying and Dusting Equipment 

NED ti diiscrncarti cll eeiaeelanbinteitianidpecspnenseemennenimenemnnnanatiagnesind 
Grassland Equipment 

Farm Hardware & Supplies 


Power Saws 


SS eS a a ee a TEE 


Crop Handling & Storage Units 
Irrigation Equipment 

Shop Tools 

Water Systems 

Garden Tractors 


Aluminum Pipe 


SETI TATED Aarcssecinenstsnetynenensieipststerqndiinnetiatinntenencansdldeitnieniasbubmeneeamnesti . 
ED. diciterensanciniensitenutemmiinaeninncenieeneeecenass 

Chemical Fertilizing Equipment .......................... 
an 

Dairy Equipment 

Poultry Equipment 
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Parts and service hold the in- 
terest of most customers. Cus- 
tomer, at left, drops in for a 
visit with Roscoe Phillips, cen- 
ter, and his two mechanics. With 
sales of new equipment drastic- 
ally off due to drought, this firm 
has remained in business by pro- 
moting parts and service 


By Baron Creager 


| DROUGHT-smitten Lampasas, 
Texas, a prospective buyer of a 
used drill protested to Dealer Ros- 
coe Phillips about as follows: 
“Roscoe, $250 is too much fo! 


that drill. Why, your competitoi 

has the very same drill for $150.” 

o “Yes, but,” replied Phillips, 

“does that drill have new discs on 

it? Does that drill have new bear- 

ings? Does that drill have new 

drive gears? Does that drill have a 

new coat of paint? Is it, in fact, 

a drill you can take out and plant a 
crop with and not look back?” 

The prospect did not answer this 
barrage of questions and soon de- 
parted, but eventually came back, 
bringing along his father. And now 
the elder man made the same ap- 
proach as had his son 

“Roscoe, $250 is too much for 
that drill,” he said 

“T know it is,” Phillips respond- 
ed. “The price is high. But that is 
what the drill will bring and I 
have to have what it will bring.” 

After a minimum of more 
grumbling, the elder man said, 
“Well, all right, come on and I'll 
write you a check.” 

In that incident there are illus- 
trations of the workings of Roscoe 
Phillips’ policies of doing business, 
as will be seen—policies that have 
kept the doors of his establishment 
open through exceptionally ad- 
verse times. 

In the past five years, the whole 
goods sales of Roscoe Phillips, 
John Deere dealer, have decreased 
nearly 90 percent. The only way 
he kept his doors open was by con- 
centrating on parts and service 


With parts and service 


As indicated by the parts bins in the left foreground, this company's parts 
department "grew out" into the service shop. With emphasis on parts and 
service parts now occupy about 40% of building's floor space 
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Shown above is a front view of the dealership. Ample area to the front Mrs. La Verne Walker, shown here 
and sides are used for customer parking and for the display of equipment. with Phillips is actual, on-the-spot 
The quonset type building shown in background at left is a warehouse manager and the firm bookkeeper 


business and the sale of used profitable operation than it was But for 1956, with an estimated 
equipment. five years ago. It had to be to keep total gross of $67,885, parts and 
The last good year they had the doors open service will have accounted for al- 
around Lampasas was 1950. In that The parts and service total for most 41 percent 
year his new equipment sales 1950 was $46,941. Through Sep- It is an entirely dif 
amounted to $132,737. Through tember of 1956 and with one-third ation from that prevailing in n 
September of 1956, whole goods added to arrive at an estimate for dealerships where parts and 
sales were $14,287 and, by adding the year, the total will approxi- ice volume has declined at the 
one-third to that for an estimate mate $27,268. That is only a 41 of whole goods sales, « 


ferent 


r taster 


non 


on the last quarter, total whole percent plus loss in parts and serv- Had there been even 
and el 


goods sales for 1956 will approx- ice sales over five years of scat precipitation, part 
imate $19,049. The difference be- farm and ranch production dollar sales would have 
tween the two totals shows that : ncrease, sa} Phillip But 
new complete equipment sales Percentage Wise farmers and ranchers t! 
have fallen off 87 percent plus in Although those figures indic: 
five years. only a decline in parts and servic« ng it as long a 
Whole goods sales for 1956 volume, it is an entirely different ion’t spend a dolla 
through September, according to picture if looked at percentage- I 
Phillips consisted only of “a few wise. 
new plows and a few new drills.” In 1950 the gross volume of the 
Parts and service volume is off, dealership was $216,357 and of 
too, of course. But parts and ser- this, parts and service accounted 
vice are more closely watched now for only slightly more than 21 pe: 
and, in all, this is a cleaner, more cent. 


shown 
( 


ite are using old equipment and I 


t W 


Facilities occupy odd-shaped city block. Much equipment gets “blue sky" display 
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Sprinkler Irrigation Is a 
Million-Dollar Specialty 


Graham Daniel, left, discusses 
with customer farm equipment 
needed for an efficient irrigation 
system. Displays such as that at 
right show farmer components of 
a system, help pre-sell him 


HE FIRST YEAR that Russell 
Daniel, Inc., farm equipment 
dealers in Athens, Georgia stocked 
sprinkler irrigation equipment as 
a sideline for its regular inventory 
of farm equipment sales from the 
new venture totaled but $27,000. 
“That was in 1947—a wet year,” 
said Graham Daniel, general man- 
ager of the Russell Daniel Irriga- 
tion Co. “We would have felt hap- 
py to get $10,000. Since that time, 
our irrigation volume has about 
doubled each year and last year, 
we grossed more than $1,000,000! 
“Our story is not so phenomenal 
when you consider the potential 
market that existed then and still 
exists in this area for irrigation 
equipment,” Daniel pointed out 
“The field is wide open for any 
farm equipment dealer who will 
work hard at it. If he does a 
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Profitable sideline? It's a natural, says this 
Georgia dealer whose sales have soared from 
a few thousand dollars in 1947 to more than a 
million in 1955, and the outlook is even brighter 


By C. L. Lorentzson 
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Demonstrations show potential 
customers how to utilize avail- 
able water sources, how to use 
pumping equipment, and how to 
carry out maintenance tech- 
niques. Below: Graham Daniel 
supervises the installation of a 
pump. Dealer should make thor- 
ough analysis of farmer's irriga- 
tion problems, have complete 
knowledge of equipment, and an 
efficient service program for his 
farm customers 


thorough research job on his area, 
gets to know his equipment and 
how it can help his customers get 
top-quality and quantity yields 
per acre, and, if he gets out and 
sells it, there is no limit to the 
volume this sideline can earn.” 

Irrigation volume expanded so 
fast for Russell Daniel, Inc., that a 
separate business, The Russell 
Daniel Irrigation Co., was formed 
in 1950, with separate facilities 
and offices. 

Here is how this successful op- 
eration began. “We felt that irriga- 
tion equipment would be a good 
volume-producer, so we went to 
the University of Georgia and got 
all the facts we could concerning 
experiments with sprinkler irri- 
gation,’ Daniel explained. ‘A 
great potential was indicated fo1 
this area, so we put the line in. 

“Our distributor serviced our 
account with a qualified engineer 
who helped us learn the funda- 
mentals of design and installation; 
helped us find potential buyers; 
and helped us solve problems that 
arose. With this kind of assistance, 
in addition to what we had learned 
about our area, we were able to 


4 


my : 


successfully get the ball rolling 
“Trrigation 
natural sideline for a farn 
ment dealership Daniel 
tinued. “The best source of po 
tential business is 
visits the farm equipment deale1 
regularly to talk about his fi 
problems. The 
shop used principally to maintain 
and repair tractors and 
equipment, is ideally set up for the 


equipment 1s a 
equlip- 


con- 


the farmer who 


dealer’s service 


othe! 


maintenance and repair of pump 
ing equipment after it is sold 
Mechanics need only a little addi 
tional instruction to be qualified 
for such service 

“In addition to the foregoing 
farm equipment dealer can use 
display rooms more effectively 
making a display of his irriga 
line along with farn 
Daniel continued. “He is also 
close contact with the soil co 
vation agent and the county 
agent, both of whom play 
portant role in helping the 
equipment dealer learn the 
of his 
characteristics of local soils 


men readily work with the 


equipment 


area and the type 


ment dealers 


SOUTHERN FARM EQUIPMENT Section for NOVEMBER, 1956 


Bt LR eT ae See oe 


Costs per acre run from $50 to 
$700 dollars depending on size 
of farm, type of soil and kinds of 
crops. Systems are completely 
portable. One above sprinkles 
cover crop in a pecan grove 
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With a well-organized sales 
force constantly at work 
this aggressive firm has built 
a notable sales record 

by taking its line of equip- 
ment direct to the farmer 


By Ross L. Holman 


D. L. Goad gives final instructions to Odell Bracey as the field 
salesman prepares to visit farms for a day of demonstration work 


Outside Selling Makes 


ws IN February Goad Imple- 
ment Co., Springfield, Ten- 
nessee, was on the receiving end 
of just about the biggest party that 
was ever given in honor of a deal- 
er in that town. It was sponsored 
by the Allis-Chalmers Manufactur- 
ing Co. to highlight a three-star 
award to D. L. Goad for achieving 
a sales quota reached by only 23 
A-C dealers in the entire United 
States. This all-day event drew a 
4,500-crowd. Being somewhat like 
other events of its kind, but more 
spectacular than most. it featured 
hillbilly music plus other enter- 
tainment, plenty of food, soft 
drinks and social fellowship. It 
totaled up to about $12,000 worth 
of hospitality, but the tab was 
picked up by the parent company, 
not Goad. It was an expression of 
appreciation for the sales record 
registered by Goad in his first op- 
erating year in charge of that 
company’s franchise in Springfield. 

D. L. Goad bought out this deal- 
ership in early 1955. He had al- 
ready served for some years as a 
partner in another farm equipment 
business and knew his way around 
in the implement field. But even at 
that, when an old dealer takes on 
a brand new line in a new setting 
he, to some extent at least, has t 
begin all over. 


Mr. and Mrs. D. L. Goad hold the three-star award which attests to com- . 
However, he didn’t have any 


pany's impressive sales record. Others in the picture are their children 
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Having been loaned new equipment for a few days of 
use, farmer here signs contract with Goad to buy it 


a Three-Star Winner 


illusions about what it takes to 
woo sales from stubborn farmers 
who had been made more stub- 
born by three years of drought and 
declining farm prices. 

“We carried our line of imple- 
ments direct to the farmers,’’ Goad 
said. “Some aggressive salesmen 
of competing brands were already 
going after those farmers on their 
own premises. In face of this com- 
petition, I knew that if we stayed 
in our store and waited for our 
prospects to stumble in and find 
us we were sunk, 


Canvassing the Area 


“I. and my whole sales force, 
would line up three or four tractors 
of different models hooked to dif- 
ferent kinds of implements and 
take off down the road to win 
friends and influence customers. 
We would go together occasionally 
and sometimes to separate farms. 
Sometimes one or more of us 
would have appointments with 
prospects for demonstrations, but 
frequently we didn’t. 

“We went to see every likely 
farm-owner we could reach 
whether invited or not, and we 
had the goods with us to show 
him. In our canvassing work we 
have effective and loyal salesmen. 
Among those who would take off 


eat 


to the open spaces each morning 
were William Moore, Odell Bracey, 
my son Billy Goad, and myself. Of 
course, all of us didn’t go every 
day, but during spring and fall 
seasons especially, two or more of 
us would keep the channels of con- 
tact open.”’ 

The Goad field salesman knew 
how to get his foot in the door. If, 
in driving down the highway, he 
saw a farmer plowing his field 
with an old model tractor, the 
salesman would pull into the field 
without asking and start plowing 
right behind the prospect. After 
keeping this up long enough to give 
the farmer a 30-minute or hou 
lift in his plowing operation, he 
would dismount and say, “Drive 
your machine off to one side and 
use my new outfit the rest of the 
day and see how you like it. No 
obligation.” 

“We pursue that 
only with plows,” explained Goad, 
“but with setters, corn 
pickers, forage harvesters, com- 
bines, or any other major imple- 
ment during the season in which 
the current farming operation 
would find it useful. And that is 
chiefly the way we reached the 
A-C sales quota that won the 
three-star award 

“For example, we sold 42 com- 
the 1955 


practice not 


tobacco 


bines alone during 
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Here, Goad loans equipmert to a steady customer in an 
emergency situation. Gesture will pay off in later sales 


harvesting season. We sold 50 new 
tractors in addition to trade-ins 
However, the bulk of our volume 
wasn't in just one or two kinds of 
machines as is the case in some 
businesses. We sold a nice volume 
major ma- 


f practically every 


tobacco setters, forage 
harvesters, pickers and 
others. This was accomplished 
largely through taking 
these machines directly to the farm 
right at the time the owner really 
needed it. Of course, we promote 
and sell many in off-seas« 


chine 
balers, 


each of 


ms also - 


Farmer Buys Tractor 

As Goad explained his sales 
procedures a farmer came in and 
gave him a check for $2200 

“Now that man is an illustration 
of what we're doing here,” he said 
“IT had no intimation that he was 
going to buy that tractor until he 
check. My 
learned he was baling hay with an 
old tractor and offered to send one 
of our new ones out to try out on 


gave me this alesman 


baler without charge or obliga 
tion. 

baler owne! wouldn't 

e to this free trial. The 

refusal was due to 


sales- 
knew hi 
fact that he thought he would 
imposing on us. But the next 
(Continued on page 133) 
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Terry Cummings, company general man- 
ager, and bookkeeper confer on notes 
receivable. Below: Fred Oxner, salesman, 
shoots trouble on a used cotton picker 


OW’S YOUR used 
business? 

Sales of new equipment 
declined for the average dealer 
throughout most of the nation. In 
order to stay in the black, many 
dealers are giving more attention 
to the development of a good used 
equipment business. 

They are finding there’s money 
to be made by a good, aggressive 
job of promoting and merchandis- 
ing used equipment. 

For example, take Producers 
Implement Co. of Brinkley, Ark. 

This progressive Mid - South 
dealer hasn’t waited for sales of 


equipment 


have 


new equipment to fall off before 


shifting more emphasis to used 
equipment, Its sales of new equip- 
ment are continuing high but at 


the same time it is pushing the 
sales of used equipment to new 


levels. 
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“With the price of new equip- 
ment as high as it is now, there 
is a good market for good used 
equipment if the used equipment is 
rebuilt and reconditioned,” Terry 
Cummings, general manager of 
Producers Implement Co., declares 

“New sales are not off for us 
because we probably have been 
doing more selling than many other 
dealers, and as a result used equip- 
ment sales are way up. 

“Used tractors and combines in 
good condition now find a ready 
market. Good late mode] combines 
are going especially well. Older 
ones are going slower. 

“Our sales of both new and used 
equipment have increased this yeal 
over last year, the figures at the 
close of our business year on Aug. 
1 showed. We bought more new 
equipment and we sold more used 
equipment. 


Cummings and salesman Harold McCorkle check some reconditioned e- 
quipment on the firm's display lot. The company does a profitable job 
of merchandising such used machinery and equipment. In early fall, 
new and used equipment sales showed increase over the previous year 


“We don’t make a lot of money 
out of used equipment. I know no 
one who does. But we aren’t sell- 
ing it at a loss and it’s keeping our 
shop busy and is pushing our parts 
sales higher and higher, 

“Of course, some used equip- 
ment can be sold at a good profit. 
This makes up for those 
where you have to figure mighty 
close to come out even 

“Let me give you an example of 
the profit in a good piece of farm 
equipment, properly reconditioned 
to make it A-1 mechanically and 
painted to give it that new look 

“We recently took in a 1952 com- 


sales 


bine, in pretty good condition, on a 
trade and allowed the farmer $2,- 
745.67 for it on the sale of a new 
combine. Both combines were of 
the same make. 

“We put the used combine in 
factory-like condition with $1,- 
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Aggressive promotion of used equipment keeps the company's service shop 
busy and has pushed sales of parts to increasingly high levels, a pay- 
off too frequently overlooked. Here, in well-stocked parts department 
Houston Warren, parts man, helps two customers select replacement parts 


276.29 in repairs that included 
parts at list price and labor. That 
meant we had $4,021.96 invested in 
that combine when we put it up for 
resale. We sold it for $4,500—a net 
profit of $478.04. 

“We gave a 90-day warranty 
with this reconditioned combine— 
the same as offered on a brand new 
combine. 

“We offer this 90-day warranty 
on all of our reconditioned Deere 
equipment, provided the equip- 
ment isn’t obsolete, This usually 
means the equipment is less than 
five years old. Used Deere equip- 
ment that’s obsolete is sold with- 
out a guarantee, as a rule. How- 
ever, this 90-day warranty doesn’t 
apply to lines other than Deere. 
For such equipment that isn’t ob- 
solete we give a 30-day guarantee 
after we tune up, clean up and 
give eye appeal to the machinery.” 


Producers Implement Co. has 
two salesmen who work its terri- 
tory, looking for customers fo! 
used as well as new equipment 

Newly reconditioned equipment 
is prominently 
large lot adjoining the main build- 
ing and facing heavily traveled 
Highway 70. The company doe 
some newspaper advertising of 
used equipment, but counts on per- 
sonal contact and display for most 
of its sales. 

“We would rather spend our ad- 
vertising money on the customer,’ 
Cummings declares. “We don't 
quibble on minor adjustments. Ws 
find it is good business not to. Ws 
are convinced that a little leaning 
over backward by the dealer pay 
off in customer-dealer relations 
that the dividends are greate1 
than from advertising on radio and 
in the newspapers.’ 


displayed on a 
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By Richard Lane 
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Producers Implement 
Co. finds 
gressive promotion of 


that ag- 


used equipment is one 
road to greater vol- 
ume in the parts and 
service departments 











An efficient, well - equipped 
service department is a must for 
the dealer hoping to break even or 
make a profit out of his used 
equipment, Cummings emphasizes 

Producers Implement Co, has 12 
men in its service department. 
Manager is Neely Brashears. Most 
of the servicemen have been with 
the company for many years. Two 
men staff the parts department 
Robert Schaefer is manager 

The company has always em- 
phasized its service facilities. It 
maintains trucks for emergency 
on-the-scene service and repairs 
It’s equipped for practically any 
type service job. It offers twe 
services that many dealers in its 
East Arkansas section are not set 
up to provide 

It services Diese] tractors. This 
additional tools and 
Producers Implement 


requires 
equipment 
Co. gets some Diese] business from 
other equipment dealers who aren't 
equipped for it 

The company added equipment 
this year to service cotton pickers 
It gets some picker 
from other dealers who don’t have 
enough business of this type to 
justify the investment in hop 
equipment. 

Twice a year the company send 


service jobs 


three or four of its servicemen to 


a Deere school on tractors and 
Diesel equipment. These schools, 
which last a week, usually are held 
at Little Rock. This fall a school 
was held for cotton and ha! 
equipment 
Producers 
rich farming area that is well 


Implement Co. serves 


diversified with cotton, rice and 
main crops. Cum- 
that about 60 per- 


(Continued on page 122) 


soybeans the 


mings estimates 
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As Southern dealers view 


The Outlook for 1957 


| oes MANY southern farm equip- 
ment dealers the current sales 
picture is considerably brighter 
than a year ago, and business in 
1957 is viewed with a good deal of 
optimism. 

This optimism along with the 
trend in sales was highlighted in 
a survey conducted recently by 
SOUTHERN FARM EQUIPMENT among 
a large number of dealers in the 
South and Southwest. 

Dealers were asked in the sur- 
vey to compare their sales of new 
and used equipment with sales 
in 1955. In reporting the level of 
new equipment sales, dealers were 
about equally divided—half indi- 
cating that sales were below 1955 
levels while the other half reported 
that sales of new equipment are 
at least the same or better than 
last year. 

This was to be expected since 
many areas of the Southwest still 
suffer from prolonged drought, a 
factor which has had its serious 
effects upon many businesses. Of 
those stating that sales are down 
the replies range from 2 to as high 
as an extreme 70%, with the aver- 
age loss being about 27%. Among 
those reporting increased sales, the 
gains range from 5 to 50%, the 
average increase being 17%. 

With the market for used equip- 
ment somewhat stronger, sales in 
this phase of dealer operations 
show up still better. 68% of the 
reporting dealers indicated that 
sales of used equipment are hold- 
ing to levels of a year ago or have 
increased. In contrast, 32% re- 
ported a decline in used equip- 
ment sales. 

The reported increases in sales 
ranged from 5 to as high as 70%, 
the average increase being 22%. 
Losses ranged from 3 to 50%, with 
the average decline in sales from 
last year being 24% 

Asked to give their opinion on 
the outlook for sales next year 





many dealers voiced a notable op- 
timism. Following are some typical 
replies. 

North Carolina—To the best of 
my knowledge I think business 
will be up 25 percent if we don’t 
have any hurricanes. 

Mississippi — Steady provided 
there is no rise in prices. 

Virginia—As good or better than 
1956 on new equipment and better 
on all good used equipment. 

Florida—Good, but depends on 
two things—whether manufactur- 
er comes out with new models 
needed for our area, and whether 
farmers have profitable year. 

Texas—lIn this locality sales will 
be lower on new tractors and 
equipment. Parts sales will be a 
little higher. 


North Carolina—Things in gen- 
eral look better. 

Arkansas—Same as in 1956. 

Louisiana—Fair. 

Texas—Fair. 

Virginia—About the same as in 
1956. 

Mississippi—Much better 

Virginia—Much better than in 
past three years. A good apple 
crop is being harvested. Other 
crops from fair to good. 

South Carolina—At present the 
outlook is not very good due to 
short crops. 

Texas—We think sales will be 
down next year. This was a poor 
crop year in our trade area. 

Florida—Good. 

North Carolina — About the 

(Continued on page 135) 
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Paul E. Herschel, Jr., center, president, R. Herschel Manufacturing Co., 
Peoria, Illinois, newly elected president of the FEI receives congratulations 
from retiring president Frank H. Hamlin, left, president, Papec Machine 
Co., Shortsville, New York and R. S. Stevenson, president, Allis-Chalmers 
Manufacturing Co., Milwaukee, new chairman of the executive committee 


Pe A year notable in the 
industry for declining sales and 
profits, delegates to the 63rd an- 
nual convention of the Farm 
Equipment Institute, held Septem- 
ber 24-26 in Chicago, IIl., generally 
expressed confidence that the in- 
dustry would surmount its present 
problems and go on to higher 
levels of prosperity. 

This feeling was voiced by FEI 
President Frank H. Hamlin, who, 
in his remarks to the convention 
stated that “‘the uncertainties re- 
garding the farm program have 
been fairly well ironed out and the 
farmer knows better where he 
stands, not only financially but in 
his own operations. In addition to 
the return from sale of livestock, 
livestock products and crops, the 
farmers of the United States have 
income from other sources amount- 
ing to some six billion dollars a 
year.” : 

This conviction was evident in 
the talks made by a number of 
other leading speakers during the 
three-day meeting. 

In the final business session of 
the convention Paul E. Herschel, 
Jr., president of the R. Herschel 
Manufacturing Co., Peoria, IIL, 
was elected president of the group 
for the ensuing year. R. S. Steven- 
son, president, Allis-Chalmers, 
Milwaukee, Wisc., was named 
chairman of the executive com- 
mittee. 

In his address to the convention, 
Henry Breen, Fairmont, Minne- 


lems will make us al] stronger.” 

A. B. Kline, former president of 
the American Farm Bureau Asso- 
ciation, said, “Farmers’ income 
would be far less than it is today if 
it were not for their improvement 
in basic earning ability.” 

Dr. Philip Wernette, professor of 
business administration, University 
of Michigan, forecasted that at to- 
day’s rate of production per man, 
our present standard of living will 
be more than doubled in 30 to 40 
years. 

Dr. Albert Parry, chairman, De- 
partment of Russian studies, Col- 
gate University, said: “The Rus- 
sian peasant is our best bet in his 
own country and one of the best 
bets in the world’s struggle for 
freedom and justice against com- 
munism and its aggressiveness. His 


FEI Convention 


sota, president of the National Re- 
tail Farm Equipment Association, 
told of a survey the dealer groups 
made during the latter part of 
May. It revealed that the decline 
in farm equipment sales was not 
nearly as bad as the public had 
been led to believe 

Almost 30 percent reported that 
sales were ahead of the same sur- 
vey period in 1955, he said. Breen 
also commented that the survey 
showed that “old man weather” 
not low farm prices nor the gov- 
ernment’s farm program was the 
most frequently mentioned factor 
for sales declines where dealers did 
report they were behind last year 


Optimistic 


As for the future, Breen was op- 
timistic: “The difficulties many of 
of us have experienced are the 
normal hazards associated with ag- 
riculture but we'll always 
have to provide food for an eve! 


since 
increasing population, I’m certai 
that the future for farming and 
farm machinery sales is going to be 
good. However, we still have some 
problems but solving these prob- 
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stubborn resistance deprives Rus- 
sian leaders of the food base they 
must have in their further drive 
to conquest of the world.” 

C. M. White, chairman of the 
board, Republic Steel Corp.: “With 
our government recovering our 
lost export markets, with industry 
and the professions absorbing ex- 
cess farm population on the one 
hand, and a rising need for farm 
products on the other, I can look 
forward to a day when our present 
surplus of farm manpower and 
farm production will vanish, and 
the farmer’s income will soar to 
record levels.” 

Though most farm equipment 
manufacturing executives spoke in 
an “off the cuff’’ manner, they con- 
curred that the much publicized 
farm problem has not been the 
major factor in the recent sales 
slump, which shows signs of im- 
provement. Weather has been a 
important factor, according 
to the executives interviewed. For 


more 


instance 
A 4. Thornbrough, executive 
vice-pre sident of Massey -Harris- 
Ferguson, Ltd., said that the world 
(Continued on page 134) 
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"FORD'S leadership in 
helps us sell more today!” 


says S. M. Pierce, manager and partner, Roanoke Tractor & Equipment Co., 
Weldon, North Carolina 


[TRACTORS | 
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This Ford Tractor dealer will tell you that it’s 
a lot better selling an original than a “johnny- 
come-lately” copy! “Farmers remember that Ford 
was first to bring them the benefits of a tractor 
with three-point hitch to work with scores of 
quick-attaching implements,” says S. M. Pierce. 
“They know that Ford has had more experience 
building this kind of farm equipment. This 
gives us an important selling edge over com- 
petitors ... has been one of the big reasons for 
our success!” 


And here’s the kind of success Roanoke Tractor 
& Equipment Co. has enjoyed: After being in 
business for eight years, it had to move to a new 
location in 1947 to handle an increasing sales 


i. 
ord 
TRACTOR 


volume. In 1954, further expansion called for a 
new building. Twice Roanoke Tractor has 
received an Honor Award for sales . . . once was 
winner of a Sales Sweepstakes contest. Despite 
the unusual combination of hurricanes and 
drouth in its sales area, it was named a Key 
Dealer last year. And, today the staff of Roanoke 
Tractor includes two salesmen, a bookkeeper, 
parts man, shop foreman and three service men. 


Such success stories are the rule rather than 
the exception in the Ford Tractor dealer organi- 
zation. One of the reasons is because Ford led 
the way with New Day Farming. Isn’t it another 
reason why you, too, will find “it’s better to be 
with Ford than to watch Ford?” 


TRACTOR AND IMPLEMENT DIVISION 
FORD MOTOR COMPANY 
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Hydraulic Farming 


New Day Farming means a better way 
to handle almost any farm job. Here, 
salesman and partner R. N. Whitehead 
points out some of the advanced features 
of the new Ford Rear Attached Mower. 
The complete line of Ford Implements 
and 11 Ford Tractor models makes 
virtually every farmer in Halifax and 
Northampton Counties a good sales 
prospect for Roanoke Tractor and 
Equipment Co. 


———— 
4, 


C. T. Draper, parts manager and one of the five partners 
in Roanoke Tractor, likes the wide interchangeability of 
Ford Tractor parts. He reports, “With a relatively small 
investment we can maintain a complete stock of parts. . . 
have the parts farmers need when they need them.” This, 
in turn, has helped this dealer almost double service 
department volume over the past six years. Three service 
men are kept busy the year ‘round . . . four trucks give 
customers the convenience of pick-up and delivery service. 
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H. C. Tharpe Elected President 
of Farm Equipment Wholesalers 


H. C. THARPE, treasurer and gen- 
eral manager of Lovett & Tharpe 
Hardware Co., Inc., Dublin, Ga., 
was elected president of the Farm 
Equipment Wholesalers Associa- 
tion at its annual meeting at the 
Edgewater Beach Hotel in Chicago 
October 4. 

Other directors and officers 
elected were R. J. Hamilton, Ham- 
ilton Equipment, Inc., Ephrata, 
Pa., first vice-president; Earl W. 
Dickson, The Parker Co., Denver, 
Col., secretary-treasurer; George 
G. Clark, Port Huron Machinery 
Co., Des Moines, Iowa, second vice- 
president; and C. R. McMicken, B. 
Hayman Co., Inc., Los Angeles, 
Calif. 

Tharpe succeeds McMicken, who 
was re-elected to a fifth year as a 
director, as president. Dickson and 
Clark are newly elected members 
of the board, succeeding past- 
president A. D. Byerline of Salt 
Lake City, Utah, who was named 
advisor to the board, and Car] A. 
Rahn, Billings, Mont., who served 
as secretary-treasurer the past 
year. 


12th Meeting 


The 12th annual fall meeting of 
the FEWA was attended by 75 
member firms represented by 140 
persons. The wholesalers registered 
375 executives representing 225 
short line and _ specialty farm 
equipment manufacturers at its 
Dating Session and two Factory 
Days October 3-6. 

Six independent farm equipment 
wholesale firms were elected to 
membership. Two Canadian firms 
approved for membership were 
Midtown Farm Equipment Ltd., 
Saskatoon, Saskatchewan, Canada: 
and Forano Ltd., Plessisville, Que- 
bec, Canada. 

Four United States firms ap- 
proved included Eastern Machin- 
ery, Inc., Syracuse, N. Y.; Moulton 
& Goodwin, Inc., Portsmouth, N. 
H.; Parker-Montana Co., Billings, 
Mont.; and Floyd Wonser Supply 
Co., Battle Creek, Mich. 

Election of the six companies 
brings membership of the FEWA 
to 77 in the United States and Can- 
ada, including seven members in 
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Canada. These firms in 1955 con- 
ducted aggregate wholesale vol- 
ume in farm equipment and re- 
lated products in excess of $108,- 
000,000, dealing exclusively with 
retail farm equipment dealers, Ex- 
ecutive Secretary Robert L. Shan- 
non stated. 


. 


Matheson Elected 
FEMA President 


W. A. MATHESON, Sr., president 
of Portable Elevator Manufactur- 
ing Co., Bloomington, Ill., was in- 
stalled as president for the coming 
year of the Farm Equipment Man- 
ufacturers Association at its annual 
meeting held October 3 in Chicago. 

R. R. Toepel, sales manager of 
Brillion Iron Works, Brillion, Wis., 
was installed as first vice-pres- 
ident; W. E. Munzell, Danuser 
Machine Co., Fulton, Mo., second 
vice-president; L. T. Fleischer, 
Fleischer-Schmid Corp., Colum- 
bus, Neb., treasurer; and Earl 
Gaffney, Dempster Mill Manufac- 
turing Co., Beatrice, Neb., secre- 
tary. 

New members of the board of 
directors elected for three years 
were Art Kroos, Kohler, Wis.; and 
W. T. Lory, Tuthill Spring Co., 
Chicago. 


+ 


J. 1. Case Adopts Dry 
Charged Batteries 


THE J. I. CASE Co.. Racine, Wis., 
has announced that beginning im- 
mediately, Exide dry charged bat- 
teries will be furnished with all 
Case tractors, combines and other 
machines (except Model “88” to- 
bacco harvester) that formerly 
were furnished with wet charged 
batteries. 

J. I. Case is the first major farm 
equipment manufacturer to use dry 
charged batteries in its domestic 
tractors and equipment, according 
to the announcement. 

A battery starts to deteriorate 
the minute the electrolyte is add- 
ed which is at the manufacturers 
in the case of “wet” batteries. The 
electrolyte is added to a dry 


charged battery, by the dealer, the 
day it is put into service and like- 
wise the warranty begins on that 
day. By using dry charged batteries 
Case customers will always get a 
fresh battery and full warranty 
protection, the company points out. 

Case dealers will find that stor- 
age problems are reduced greatly. 
There is no chance of spilling acid 
in shipment or storage and trickle 
charging is not necessary. A bat- 
tery can be stored in the dry state 
for as long as five years with no 
apparent deterioration. 


sd 


Ford Appoints Morlen 
to Atlanta Sales Office 


APPOINTMENT of K. F. Morlen 
as manager of the Atlanta regional 
sales office is announced by E. H. 
Woods, general sales manager of 
the Tractor and Implement Di- 
vision of Ford Motor Co. He suc- 
ceeds Dorsey Guthrie, who has re- 
signed to join a national feed and 
cereal firm. 


K. F. Morien 


In this capacity, Morlen will 
plan and direct the sale of Ford 
tractors and farm and industrial 
equipment through distributors 
located at Atlanta, Ga.; Charlotte, 
N. C.; Jacksonville, Fla.; Louis- 
ville, Ky., and Richmond, Va. 

Morlen has been assistant to the 
general sales manager, located at 
Birmingham, Mich. 

A native of Corydon, Ind., and 
graduate of DePauw University, 
Greencastle, Ind., Morlen joined 
Ford in March, 1955 as an assist- 
ant general sales manager. He was 
named assistant to the general 
sales manager in June, 1956. 

Prior to joining Ford, Morlen 
was for two years sales manager 
of the Cleveland Welding Co., 
Cleveland, Ohio. 
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GROWING rs 


To accommodate Federated Mutual's steady growth, it 
has been necessary to arrange for more space in city 
after city . . . most recently in Atlanta, Richmond, 
Minneapolis, Kansas City, and Owatonna. Yow are 
cordially invited to visit any of these new quarters. 
Of course, there has to be a reason for this 
steady growth. The truth of the matter is, 
you really do “save with safety” on Insur- 
ance for Business, Home, and Car. If you 
would like to know what 
ging this means in terms of your 
veow pases || insurance, please call your 
mearest Federated repre- 
sentative. 


Insurance at a Saving for 
e BUSINESS « HOME « CAR 


TRADE ASSOCIATION MEMBERSHIP 
DOESN'T COST, IT PAYS 


HOME OFFICE MID-ATLANTIC DIVISION 
OWATONNA, MINNESOTA RICHMOND, VIRGINIA 


OTHER DIVISION OFFICES 
EASTERN CANADIAN—Toronto, Canada 
WESTERN CANADIAN—Winnepeg, Canada 


OTHER SERVICE OFFICES 
DES MOINES, |IOWA 


ATLANTA, ~— INDIANAPOLIS, IND. 
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The only fence line that sells on sight 
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RED BRAND 


a new Poultry Netting that 
stretches without bulging 


Keyline is the first basic improvement in 
poultry netting in years! Goes up with- 
out bagging or bulging. 

The secret is the reinforcing line wires. Keyline 
netting is actually woven around these reinforcing 
wires. 

You stretch these wires. The “reverse twist”’ 
weave of Keyline adjusts to give a neat, flat 
surface. 

No bulges. No bagging. It stretches as neatly 


KEYLINE? 


as woven wire... but, oh, so much easier. Yet 
it’s stronger and heavier than ordinary netting. 

We’re so proud of this improved fence that 
we've given it a special name—Keyline! And new 
Keyline will be merchandised and advertised in 
the same strong way as the famous Red Brand 
Fence family. 

Poultry raisers everywhere will be asking for 
this sensational new netting. Be sure you have a 


supply available. Send your order in today. 


EXTRA...the only poultry netting with a promotion 
to build sales for your full line of poultry supplies. 
Get the details from your Keystone representative. 


KEYSTONE 


. LT a 
ao of ee ee 


STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 


Save more baby chicks 


Thi sian moke you 


oli Me eleltiiie aes pplies it's Keyst 


“ to help y sel 
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1H Produces New 10-Foot 
Self-Propelled Combine 


INTERNATIONAL Harvester Co., 
Chicago, Ill, recently announced 
production of a new 10-foot self- 
propelled combine known as the 
McCormick No. 101 harvester- 
thresher and designed for use on 
medium-sized grain farms. This 
latest addition enlarges the Mc- 
Cormick grain harvesting line to 
four basic combines ranging from 
the large self-propelled No. 141, to 
the versatile Nos. 76 and 140 pull- 
type harvester-threshers. 

The new self-propelled combine, 
powered by an IH 55-hp, 6-cylin- 
der Black Diamond engine, has a 
variable-speed propulsion drive 
that permits changing speed on- 
the-go without shifting gears, with- 
out changing the throttle, or with- 
out affecting the separator sp2ed 
Three forward gears provide a 
speed range of one to 13 mph. The 
steering unit is of the automotive 
worm-and-gear type with power 
steering available for those who 
want it. 

The reel on the new 101 is 
power driven and fully adjustable 
for both speed and position. Cut- 
ting height of the grain platform is 
hydraulically controlled. Cutting 
height ranges from one inch to 33 
inches high. The 28-inch rasp-bar 
cylinder has a speed adjustment 
ranging from 214 to 229 rpm. The 
big-capacity separator also fea- 
tures a variable-speed 22-inch 
cleaning fan to assure clean grain 
under all crop conditions. The com- 
bine is equipped with a 40-bushel 
grain tank having an auger-type 
load leveler at the top. An auger 
unloader empties the grain tank 
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quickly while the combine is 
standing still or on the go. The un- 
loading auger is hinged so that it 
can be folded back to facilitate 
transporting and storage of the 
combine. 

Operator comfort and conveni- 
ence is provided through a driver’s 
platform high, forward, and to the 
left to afford an open view of the 
crop line and the cutter bar; handy 
controls; and a cradle-suspended 
seat that can be folded out of the 
way. 


° 


Burch Announces Side 
Entry Heat-Houser 


THE BurcH Manufacturing Co., 
Fort Dodge, Iowa, announces the 
production of a new model Heat- 
Houser designed for side entry. 
The side entry model is said to per- 
mit easy entry on new model trac- 
tors. 

Engineered for easy installation, 
no holes to drill, the Heat-Houser 
is manufactured of heavy duty, 
water and mildew resistant canvas 


with the full view tinted wind- 
shield and the longer side wings 
for more protection and vision. 

Heat-Houser is available in two 
styles, the VU model for maxi- 
mum operating vision and the reg- 
ular standard Heat-Houser. 


* 


VH4 Engine Introduced 
by Wisconsin Motor 


A NEW MODEL Wisconsin air- 
cooled engine currently is being 
announced by Wisconsin Motor 
Corp., Milwaukee, Wis. It is desig- 
nated as the “Model VH4’ — a 
30 hp., 4-cylinder V-type engine 
designed to fill the gap which has 
existed between the 25 hp. Model 
VF4 and the 36 hp. Model VG4D. 

The new engine is of basic high 
torque design, heavy-duty con- 
struction and is said to operate at 
a maximum speed of 2800 rpm. It 
can be adapted to operate on kero- 
sene, natural gas, LP fuels or fuel 
oil of 38-42° Baume gravity and 
35 octane rating 


Special equipment available for 
the engine includes hydraulic 
pump, visual-type air pre-cleaner, 
rotating screen, automatic high 
temperature switch, electric gener- 
ator and starter (or starter only), 
clutch assembly, reduction assem- 
bly or clutch-reduction assembly. 
The VH4 will be supplied as an 
“open engine” with or without 
side-mount fuel tank or as a com- 
pletely housed power unit with 
either built-in or underslung fuel 
tank. 

The VH4 is designed to provide 
power for operating forage harves- 
ters, combines, reefer refrigeration 
units, and other similar types of 
equipment. 

Specification literature, Bulletin 
S-196, is available on request. 
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Roper Announces 
Tree Cultivator 


CONTROL OF mice and mole dam- 
age, and mulching around fruit, 
nut and ornamental shade trees 
with a minimum of time and labor 
is said to be possible through use 
of a new tree power cultivator re- 
cently announced by the Roper 
Manufacturing Co., Zanesville, 
Ohio. 

The new power tree cultivator 
is the first one which can be in- 
stalled on any two- or three-point 
tractor hitch. Attachment is made 
in a matter of minutes, eliminating 
costly time and labor required to 
install cumbersome center-mount- 
ed cultivators. 

Special feature of the new Roper 
Power Tree Cultivator is its roller 


length flexibility which makes it 
particularly suited to orchard or 
citrus operations. Cultivator can 
be used either with 32-inch spike 
roller or easily attached 10-inch 
extension to provide 42-inch 
length. 

Fully guaranteed by manufac- 
turer, the new cultivator conserves 
and retains soil moisture and in- 
creases surface absorption by thor- 
ough, safe mulching; controls mice 
and mole damage to young trees 
by destroying cover and prevent- 
ing burrowing, and adds to attrac- 
tive appearance in parks, nurseries 
and recreational areas. 


» 


Red Jacket Offers 
Water Pump Package 


Rep JACKET Manufacturing Co., 
Davenport, Iowa, announces a new 
“Submerga” Pump Package, con- 
taining a complete 7 GPM, 4% or 12 
hp. submergible pump with 40, 
80, or 150 feet of cable attached, 
control box, air release and gauge, 
pressure switch, plus a simple, 


one-piece air charger. 

The S-40 Package is suitable for 
pumping depths from four to 40 
feet; the S-80 Package for depths 
from eight to 80 feet; and the S- 
150 Package for depths from 15 
to 150 feet. The addition of a pres- 
sure tank and the proper length 
of pipe completes the water sys- 
tem. 








The Red Jacket 7 GPM Package 
Display is suitable for counter, 
window or floor, and is in color 
The 7 GPM Complete Submerga 
Pump Package is a part of the 
complete new 7 GPM Series which 
includes units from 4% to 1 hp. 
sizes. 

The designation “7 
dicates the flow at which the 
pumps operate most efficiently. 
Actual capacities are from 3 to 12 
GPM, pumping depths to 550 feet 


¢ 


GPM” in- 


Ferguson Introduces 
Pull-Behind Baler 


A NEW LOW cost 


pull-behind 
baler, produced to answer the 
needs of medium and small size 
farms has been introduced by Fer- 
guson Division of Massey-Harris- 
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Ferguson. Released to Ferguson 
dealers in introductory quantities, 
the new baler can be used with 
any make tractor and produces 
standard 14” x 18” twine tied bales 
of either 30 or 38-inch lengths. 
Capacity is five or more bales per 
minute 

Highlights of this new baler in- 
clude its safe, low center of grav- 
ity, low profile design, along with 
compactness for passage 
through 8-foot gates. The low pro- 
file gives the tractor operator full 
vision of the entire baling opera- 
tion—the flow of windrows into 
the pickup, operation of packer 
fingers, knotter mechanism and 
finished bales as they leave the 
bale chamber 

Modern design has completely 
eliminated grease gun lubricating. 
All bearings are pre-lubricated. 
Only the power take-off joints 
need greasing year in 
normal operation. 


easy 


once a 


Other Features 


Additional features are: shear 
pins and safety stops to protect 
important operations; safety 
shields at all vital points; positive 
tying; well balanced rubber-tired 
wheels for easy handling. 

The Ferguson pull-behind baler 
will operate satisfactorily under 
most conditions while PTO oper- 
ated by a 2-3 plow tractor. An 
engine-driven model is also avail- 
able for applications where extra 
power is needed. 

Future production of this new 
baler is planned so that it will be 
fully available in 1957. The Fer- 
guson pull-behind baler is an ad- 
dition to the Ferguson line and 
does not replace the company’s 
present side-mounted “Tractor- 
Mate” Baler. 
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| Aim for steady sales in 1956-57 


Join the Planet Jr. “Pick & Shovel’ Promotion! Take advantage of Pin 


+ 


te 
Coll the NEW “ENCLOSED GEAR” Planet J:..B-86 Tractor 


. .. for big power and 3-speed control at low cost 
... for cultivating, seeding, field mowing, 
plowing, sawing, grading, discing 


This new 2% hp gear driven tractor is en- 
closed and is equipped with a 3-speed auto- 
motive transmission with reverse. The operator 
easily selects the best speed for the job to 
be done. The B-8G Tractor is completely 
field tested to insure peak day-to-day per- 
formance. It can also be used to supply 
auxiliary power for many other outside jobs. 


Also available: 


B-8 PLANET JR. 22 HP TRACTOR 
BP-1 PLANET JR. 2 HP TRACTOR 


Attachments for a host of jobs... fit all Planet Jr. “B’’ Model Tractors! 


Sickle Bar Two Row Seeder 


Riding Attachment Rotary Mower Cultivotor 
: “7 
oe 
~~ 
* 


Rotary Cultivator Grader and Snow Plow Log Swing Table 


; VE 8 7 ee | 
ver Vi 7 & 


Wheel Weights Cultivating Equipment Disc Harrow Fertilizer Distributor 


Lawn Mower-Hitch 


Disc Harrow 
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_.. With the complete line 


Point Marketing ... Get Bull's-Eye Sales Results! 


Soll “What -a-temper” Planet Jr.. TILLAGE STEELS Coll Planet Jr.. multiple row SEEDING UNITS 


... you'll like the repeat business! 


Planet Jr. steels are the roughest, toughest in the field . . . because 
they're “Planetized” for extra hardness and temper. Fashioned 
in more than 200 sizes and shapes, these steels are made to 
take on any crop or soil condition. The th finish on all Planet Jr. 
steels gives them better speeds, more efficient tilling. 





Coll the “Consumer Accepted” SUPER TUFFY 


... the all-purpose power tool 
for home gardening 


The sturdy 1% hp SUPER 
TUFFY does all types of out- 
door work quickly, efficiently 
... tilling, grading, cultivating, 
mowing, snow plowing. 
Geared low for utmost power 
and ease of operation, it can 
be operated by practically 
anyone. 


Here are just a few of the many Super Tuffy Attachments available . . 


x “ ° 
: a 
~) ‘e « » ‘A e as } 
Lown Mower Hitch ' é A 
ee” Cultivator . > 
7 ‘otory Mower 
rit sou. 


Seeder Snow Plow and Groder 


Coll the SENSATIONAL SUPERIDER 


... the riding tractor everyone can afford 


is 

hws Here's c riding tractor that's 
easy to handle and fun to 
use. Equipped with 1% hp 
engine and designed with 
plenty of attachments, the 
SUPERIDER lets the operator 
ride while he or she works 
- « « Spreading seed and 
fertilizer, handling heavy 
loads, gang-mowing, and 
many other outdoor chores 
And it costs so little! 


... offer diversified planting, wide sales appeal 


Planet Jr. Seeding Units handle seeds from the finest grasses and 
vegetables to bush limas row-plant occurately a prescribed 
number of seeds per foot. They are simple to clean, easy to fill, 
ond are built for quick changing of seeding plates. Planet Jr 
features a complete line of “ packaged" seeding attachments 
Adaptable for use with most general purpose tractors. 


Coll the NEW SELF-PROPELLED Super PLANETILLER 


It’s a natural for landscape gardeners, 
institutions, nurserymen, tobacco growers, 
poultry farmers and fruit growers. 


The new Super Planetiller is 
equipped with a powerful 
2% hp engine. Two separate 
clutch controls . . . one en- 
goges the roller to make the 
tiller self propelled, the other 
engages only the tines and 
operator controls depth and 
speed of work. Handles may 
be offset to jeft or right 


.« « finest in the field for over 80 years 


AIM FOR STEADY SALES ... with a Planet Jr. Dealership! . 
Write for "Pick & Shovel" impact information to insure Bull's-Eye 
Results for you on Planet Jr. products. 

Mail this coupon today for complete details 

S. L. ALLEN & CO., INC. « 3421 N. Sth St., Philodelphic 40, Po 
Gentiemen 


Please send me complete Deoler Plans and Literature on the following 
Plont Jr. Products 





Tractors and Attochments Tillage Steels Seeding Units 
Super Plonetiller Super Tuffy Superider 

Name 

Address 

Post Office County 


lam presently engaged in the following business 
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Why dealers are 
breaking all records 
with this new line 


‘ 


Oy Ae A aie Pe | lle 


ff he Li) Self-propelled Model 


166, twine-tie, is a new 

experience in hay baling. 

— Easy to handle. Turns 
: on a dime. Up to 9 tons 


Ww 


New Hayliner 68, twine-tie, en- 
gine-powered or P.T.O., cuts 
feeding costs with the leafiest 
bales ever made. New Flow- 
Action feed—the best friend a 
leaf ever had. 


Model 87, wire-tie, engine-pow- 
ered or P.T.O. kicks out bales 
from 60 to 125 lbs. tied with 
exclusive “In-Line” twist. Up 
to 12 tons an hour. 


Super 77, twine-tie, engine- 

powered or P.T.O. is for custom 
operators or for big-capacity 
farmers. Up to 12 tons an hour. 


a asd a ETO OSE Lr 


Model 200 Manure Spreader, 100- Model 330 Manure Spreader, 130- Model 55 Rolabar Rake fluffs hay 
bu., P.T.O. or ground-drive takes bu., P. T. O. with 2 or 4 wheels. gently into quick-drying windrows 
the beating of daily use. Convertsto forage boxor bunk feeder. at speeds up to 8 mph. PRESTO Jack, 
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KE A TIP from dealers who can’t af- 
fiver to be saddled with slow-moving 
inventories. These men know a “hot’”’ line 
when they see it. And they say that New 
Holland’s great new line of grassland farm- 
ing machines is red hot! Orders are pouring 
into New Holland. Sales records mean 


a ee ee ee ee ee ee, 


If you are not sharing this excitement be- 
cause you’re not a New Holland dealer, 
then please write us. We’re looking for live- 
wire dealers in a number of areas who can 
take advantage of the greatest sales oppor- 
tunities that have hit the farm-equipment 
industry in years. 


New Holland Machine Company, New 
Holland, Pennsylvania. A subsidiary of 
Sperry Rand Corporation. 


nothing. Traditional seasonal buying habits 
are being ignored —farmers are buying these 
machines at first sight! 


\ 
\ 

’ 

I 


First in 


NEW HOLLAND 6:20:/31¢) Grming’ J 
F A 


Pe ie oes ene en Be 


2-row Corn Head for Model 800 Forage 
Harvester cuts field travel in half. Less 
gas. Less wear. ““800"’ comes with 1l-row 
corn head, too, Up to 45 tons an hour. 


New Model 800 harvester has 6- 
or 8-foot direct-cut attachment. 
Windrow attachment also avail- 
able. Engine-powered or P.T.O. 
Up to 45 tons an hour. 





Engine-powered Model 601 or 
P.T.O. Model 611 harvester with 
direct-cut (shown), l-row corn 
head or windrow attachment. 
Upto 22tonsan hour. 


Model 705 Crop Dryer, with 
forced air and indirect heat, 
is a drying system for the 
average-size farm. Dries 
everything from hay to 
small grains and ear corn. 


New Holland Twine is certified for 
strength, uniformity, length. New 
Holland Wire tempered for toughness. 


Wagon comes in 4- and 5-ton models, 
Automotive steering keeps wheels 
under load, shortest possible turns. 


New Mower—one to fit any tractor. 
Model 44 semi-mounted, Model 45 
fully-mounted, Model 46 trail-type. 
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Oliver Introduces Corn 
Header for 35 Combine 


A coRN header for the Model 35 
self-propelled grain combine is in- 
troduced by The Oliver Corp., 400 
West Madison St., Chicago 6, II. 
It is described as a three opera- 
tions-in-one machine that picks, 
shells and shreds in a single oper- 
ation. 

One operation picks and shells 
the corn, then shreds and spreads 
the stalks back on the ground. 
Half as many trips are needed be- 
tween the field and granary and 
the expense of shelling is elim- 
inated, the manufacturers state. 
They also point out that a ma- 
jority of corn borers in the stalks 
are crushed. 

Other special features of the 
new Oliver corn header are heavy- 
duty roller-type gathering chains, 
a belt-type rubber feed apron, a 
threshing unit said to be the 
largest of any SP combine (5495 
square inches), flexibility for 38 
to 42 inch rows, and interchange- 
ability of corn and grain headers. 


* 


Leading Allied Lines 


(Continued from page 99) 


dled by southern dealers are shown 
in the box accompanying this arti- 
cle. Among the leading allied prod- 
ucts and lines are grassland equip- 
ment, farm hardware and supplies, 
power units, power saws, and ir- 
rigation equipment. 

Asked in the survey to list those 
allied lines or products which ac- 
count for the greatest volume of 
sales dealers responded with a va- 
riety of answers covering virtually 
all classifications of allied prod- 
ucts. However, the products men- 
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tioned most frequently as account- 
ing for the greatest sales volume 
were: power saws, material hand- 
ling equipment, crop handling 
equipment, farm hardware and 
supplies, grassland equipment, ir- 
rigation equipment, and fertilizer. 


5 


The Pay Off on 
Used Equipment 


(Continued from page 107) 


cent of the company’s sales and 
service comes from rice equipment. 
Big combines and tractors consti- 
tute the bulk of the rice equip- 
ment. The company does not sell 
irrigation equipment. 

Many rice farmers as well as 
some cotton farmers have put some 
land into soybeans in recent years 
because of the reduction of rice and 
cotton acreage allotments. As a re- 
sult, forage harvesters and silage 
equipment sales are up. This 
equipment is moving faster than 
hay balers did at their peak four 
or five years ago, Cummings re- 
ports. 

The company’s sales, parts and 
service volume this year will be 
about half a million dollars, an in- 
crease over last year. 

It serves Monroe County prin- 
cipally, but also serves parts of 
St. Francis, Lee and Woodruff 
Counties. Its business is concen- 
trated in a 25-mile radius of 
Brinkley. 

The company has a mailing list 
of nearly 1,000 customers. It dis- 
tributes a Deere publication to 
them every two months. 

Producers Implement Co. opened 
for business at its Brinkley site in 
September, 1947, after operating 
for a short while at nearby 
Wheatley. It moved into its modern 


building on the 2'-acre tract in 
July, 1948. Besides the main build- 
ing, 120 by 81 feet, it has a modern 
warehouse 120 by 40 feet and a 
paint room and steam cleaning 
room in another building to the 
rear of the service shop. 

Cummings is secretary-treasurer 
as well as general manager of 
Producers Implement Co. He has 
a one-third interest in the corpor- 
ation. President is N. B. Monroe. 
R. E. Short is vice-president. 


Sa 


Bush Hog Announces 
New Pasture Seeder 


THE BusH Hoc Manufacturing 
Co. of Selma, Ala., makers of the 
Bush-Hog rotary cutter, has an- 
nounced a new seeder for inter- 
planting in pastures and seeding in 
unprepared beds. 

According to the manufacturer, 
one outstanding feature is that the 
Bush-Hog seeder has two boots in- 
stead of one, insuring absolute sep- 
aration of seed and fertilizer. For 
safety both boots fold back when 
a heavy obstruction is met. It has 
a new pack wheel with lugs in- 
stead of spikes. The lugs and 
smooth surface of the pack wheel 
are said to imbed the seed firmly 
in the ground. 


The agitators in both the ferti- 
lizer hopper and the seed hopper 
are driven directly by the pack 
wheels, instead of independent 
side wheels. This is to insure con- 
stant fertilizer and seed flow re- 
gardless of the condition of the 
terrain. Also, the pack wheel driv- 
en agitators guarantee a smooth, 
constant flow of seed and fertilize: 
in proper balance, the company 
states. Another feature of the new 
Bush-Hog seeder is the spring 
mounts of the colters. The springs 
allow the colters leeway over un- 
even ground. 

The seeders can be furnished 
with clover seed attachments as 
optional equipment 
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Make more profit selling 
DEMPSTER WATER SYSTEMS 
By offering... 






more performance 


less cost! 


Here’s the answer to the man who needs more water, 
pressure or depth than is practical with a single stage 
ejector pump—yet does not want the investment 

or operating cost of a standard multi-stage system. 


Based on a uniquely different principle, the new 
“ay lay Ea on Ber Dempster Dual-jetmaster has back-to-back impellers 
EMPSTE which increase the water volume . . . pumps at full 
capacity at 40 lbs. pressure and operates at up to 80 lbs. 
pressure . . . gives ample capacity from as much as 


ual- ‘jelmanler’ 150 ft.—or more than 1,500 gals. per hour 
from a shallow well. 


Operating on an economical 4, H.P. jetmaster motor, the 
Dual-jetmaster also has a low operating cost. The 
compact construction and impeller principle cuts 
more gallons eee pressure on the patented seal by approximately 
one-half; the stage plate and wearing rings are of 
more pressure .c-e corrosion-resistant brass; the labyrinth design of the 
wearing rings minimizes by-pass. 
greater depth eee The new Dual-jetmaster puts an added value on handling 
the entire Dempster jetmaster line—single stage 
with a jetmasters for deep or shallow wells; Convert-o-jetmaster, 
the double-purpose convertible system; and 


% H. P. MOTOR Multi-Stage jetmaster for top performance 


and greatest depth. 


All are backed by Dempster! At your service... 
77 Years of Water System Experience. 











For full details on the Dual-jetmaster parallel pipe, 
inner pipe and shallow well systems, write today 
for illustrated folder ond performance tables. 


DEMPSTER MILL MFG CO. 


Office and Factory: Beatrice, Nebraske 

Branches and Warehouses: Omoha, Nebr.; Kansos City, Mo 

Des Moines, lo.; Sioux Falls, $. D.; Denver, Colo.; Oklahome City, Okle.; 
Amarillo, Tex.; San Antonio, Tex 


EMPSIE 


waven SUPPLY EQUIPMENT | 


- 
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L. M. Sweeney W. M. Dreier 


Massey-Harris-Ferguson 
Names Sales Executives 


C. P. MILNE, vice-president and 
general manager, Massey-Harris- 
Ferguson, Inc., recently announced 
changes in top level sales positions 
for the Racine, Wis. farm equip- 
ment manufacturer. The majority 
of these changes, according to 
Milne, become effective imme- 
diately. 

Highest managerial switch in- 
volved L. M. Sweeney, vice-presi- 
dent, sales, who now becomes vice- 
president, special assignments, 
Milne stated that Sweeney’s com- 
plete time and effort would be ta- 
ken now with special assignments 
and consultation with the division- 
al sales staffs. 


Succeeds Sweeney 


Succeeding Sweeney as vice- 
president, sales is W. M. Dreier, 
current general sales manager for 
the Massey-Harris Division, Be- 
fore his appointment as general 
sales manager, Racine, Dreier man- 
aged the firm’s branch at Minne- 
apolis, Minn. 

E. F. Krein, Massey-Harris 
branch manager at Springfield 
moves to Racine as general sales 
manager, Massey-Harris Division, 
the post formerly held by Dreier. 

Milne also announced the crea- 
tion of two new regional sales posts 
to be filled by top branch person- 
alities. A new eastern regional 
manager, with responsibilities cov- 
ering all branch activities east of 
the Mississippi River, will be head- 
ed up by Lyal G. Lindsay, now 
manager of the company’s sales 
branch for the Michigan, Ohio, 
West Virginia area with headquar- 
ters at Columbus. 

Another new staff position cre- 
ated for the Massey-Harris Divi- 
sion, Milne said, is that of assistant 


124 


E. F. Krein H. C. Steffen 


general sales manager. This po- 
sition goes to Howard C. Steffen, 
formerly on the head office sales 
staff and now branch manager at 
Indianapolis, Ind. 


° 


The Southern Farm 
Equipment Market 


(Continued from page 98) 


tremendously higher level of in- 
come has naturally created a not- 
able market for farm equipment. 

The Bureau of the Census re- 
ported recently that for the period 
1948-1954, sales of farm equip- 
ment in the South increased 25.7% 
as compared with a national gain 
of 15%. In the same period the 
number of farm equipment dealers 
in the South increased 16% as 
against a 3% gain for the nation 
as a whole. 

As the year approached its final 
quarter the Department of Agri- 
culture reported: 

“Continued growth in consumer 
income is likely, indicating that 
demand for farm products will be 
at a high level during the remain- 
der of 1956. . . Foreign takings of 
American farm products are also 
running well ahead of last year. 
With favorable prospects for the 
rest of the year, exports for 1956 
as a whole will probably reach a 
record volume. 

“As this year’s crops move to 
market, grower prices in general 
are expected to continue well 
above last year, even though 
some decline may well occur as 
marketings reach their peak this 
fall . . . Cash receipts and realized 
net income in the first half of 1956 
were about the same as in the cor- 
responding period of 1955. While 
the volume of farm marketings in 
the second half of this year may 
be reduced slightly from the last 


half of 1955, with higher prices re- 
ceived by farmers, cash receipts 
for the rest of the year may well 
exceed those of a year previous. In 
addition, close to 300 million dol- 
lars is being distributed to farm- 
ers for participation in the Soil 
Bank for 1956 . . . Production ex- 
penses may be slightly higher than 
in the same period of 1955. How- 
ever, realized net income in the 
second half of 1956 is expected to 
be somewhat larger than in the 
same period of 1955.” 

Meanwhile, just what is the crop 
picture for 1956? Generally crop 
output, according to estimates as 
the third quarter opened, will be 
smaller than in 1955. The corn 
crop as of August 1 was estimated 
at 3.1 billion bushels, about 3% 
less than last year. The 1956 cot- 
ton crop has been forecast at 13.4 
million running bales as of August 
1, 1.1 million bales less than the 
1955 crop. The crop, according to 
reports, is about equal to or slight- 
ly less than anticipated domestic 
use plus exports in the 1956-57 
marketing year. 

Marketings of this year’s flue- 
cured crop have been under way in 
the southern-most belts since the 
latter part of July. Prices for the 
entire crop are expected to average 
at least as high as last season’s 
level. 

The 1955 burley crop as of 
August 1 was indicated to be 
slightly larger than last year’s 
harvestings. Exports of burley 
during the year ended June 30 
were little higher than in 1954- 
55. 


Tobacco Prices Up 


Auction sales for the small 1955 
Maryland crop closed on July 27 
and the season’s average price at 
50.2 cents per pound was nearly 11 
percent above that for the 1954 
crop. The August 1 indication was 
for a 1956 crop substantially high- 
er than last year. 

Supplies of rice for 1956-57 are 
again at record levels. A sharp in- 
crease in carryover more than off- 
sets the reduction in the crop be- 
cause of acreage allotments and 
marketings quotas. August 1 crop 
conditions indicate a record soy- 
bean output of 443 million bushels 
in 1956, nearly a fifth above last 
year, Cottonseed production is 
estimated at 7% less than 1955. 
The supply of wheat for the 1956- 
57 marketing year is estimated at 
1,974 million bushels, a new all- 
time record. 
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MASSEY-HARRIS 


The tougher it gets, the better they sell 


Massey-Harris miracle-engineering makes my the most aggressive national advertising in the in- 


z dustry .. . the most completely coordinated sales pro 
- a 7 
franchise a better money-maker year after yea motion aids. To this powerful sales impact add tradi- 


Slow market? Tough year? You know it was! Yet tional M-H leadership in big ticket items Massey- 
many Massey-Harris dealers did better in ‘56 — Harris’ sales-inducing Combine Ownership Programs 
sold more equipment than in previous “good” years exclusive Time Purchase Plan. Result: a better 
Massey-Harris’ exclusive franchise made the dif- year, again, for M-H dealers 

ference. It supplies M-H dealers with more effective Write your nearest Massey-Harris branch today 
selling help, whatever market conditions may be Find out how you can cash in by selling Massey 
Proof: this year Massey-Harris miracle-engineered Harris, the fastest-growing implement company in 
tractors outsold the average. They were backed by America today 


Always keep your eye on... M A S S FEY-H ARRI S 


DIV. OF MASSEY-HARRIS-FERGUSON, INC. «© Dept. L-185 Quality Ave., Racine, Wisconsin 
TRACTORS « COMBINES « CORN PICKERS + BALERS + IMPLEMENTS 
BRANCHES AT: Columbus, Ohio Fargo, N. D Minneapolis, Minn Portiand Ore SUB-BRANCHES Phoenix, Ariz 
Atiente, Ga. Dalles, Texas Indianapolis, Ind Oklichome City, Okle. Racine, Wis Amarillo, Texas Spokane, Wash, 


Baltimore, Md. Denver, Colo. Konsos City, Kon. Omohe, Nebr Springfield, I!! Billings, Mont 
Botovic, N. Y. Des Moines, lowe Memphis, Tenn. Pocatello, idoho Stockton, Col Lonsing, Mich 
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Owen Assumes J. I. Case 
Advertising Position 


LeonaRD V. Owen assumed his 
duties as advertising manager for 
the J. I. Case Co., manufacturer of 
farm and industrial machinery of 
Racine, Wis., September 15, fol- 
lowing retirement of Fred A. Wirt 
with 34 years of service. 


Leonard V. Owen 


Owen, well-known for his ad- 
vertising, merchandising, and sales 
promotion talents in the farm 
equipment industry, was associated 
with Klau-Van Pietersom-Dunlap, 
Inc. of Milwaukee before joining 
the Case Co. As an account execu- 
tive he supervised all phases of 
service on fertilizer, feed and farm 
equipment accounts. 

From 1946 to 1955 he worked 
for the International Harvester Co. 
at its general offices in Chicago 
and was the administrative head 
of advertising for the entire farm 
machinery division. Owen also has 
eight years of experience in var- 
ious advertising and retailing ca- 
pacities with Montgomery Ward 
and Sears Roebuck. In the 1930’s 
he also owned and operated a busi- 
ness for promotional selling and 
printing 
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IH Introduces McCormick 
DSA Furrow Press Drill 


A NEW GRAIN drill, the McCor- 
mick DSA Furrow Press Drill, was 
announced recently by Interna- 
tional Harvester Co., Chicago, The 
new drill, designed especially for 
deep seeding and work in areas of 
heavy trash, uses boots with re- 
placeable shovels to open furrows 
in which the seed is deposited. 
After seed and fertilizer have been 
put in, steel press wheels follow 


behind the boots to firm the soil. 
The DSA replaces the DS drill. 

Harvester points out that the 
new drill has die-cast sintered 
metal fluted feeds for accurate me- 
tering, less leakage, and long life. 
Shovels are made of share iron for 
long wear and can be replaced 
when worn without replacing the 
entire boot. Delivery tubes are 
made of aluminized steel corrosive- 
resistant metal to make them last 
longer than ordinary tubes. Inspec- 
tion windows on each end of the 
front side of the hopper let the 
operator know at a glance whether 
the hoppers need refilling. A band 
of reflector paint on the feed shaft 
shows when the shaft is turning. 

The drill regularly is equipped 
with shear pin breakaway releases 
for protection of the openers when 
they strike some obstruction in the 
ground. For those who desire them, 
the drill can be equipped with 
spring-trip releases instead. The 
DSA is equipped with the regular 
mechanical power lift which is 
rope-controlled from the tractor 
seat; however, a special hand lift, 
or mounting parts for the use of 
any standard hydraulic remote- 
control cylinder, may be ordered. 
An attachment for applying granu- 
lar commercial fertilizers also is 
available. 

A special speed-reducing attach- 
ment makes it possible to reduce 
the drive shafts speed to half for 
seeding sorghums or similar seeds. 
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Ford Announces Two 
Mounted Implements 


TWO MOUNTED implements de- 
signed for plowing, mulching, fal- 
lowing, terracing, and controlling 
weeds in areas where conservation 
farming is practiced are announced 
by the Tractor and Implement Di- 
vision of the Ford Motor Co., 
Birmingham, Mich. 


The new implements—disc till- 
ers in 2%- and 3-foot sizes, and a 
414-foot one-way plow (shown)— 
penetrate and thoroughly mix the 
soil, according to E. H. Woods, gen- 
eral sales manager. 

Tubular steel frames and high 
carbon, heat-treated steel discs 
turning on sealed ball bearings, are 
used in the new Ford implements. 
The disc tillers use 26-inch discs, 
four in the 2%-foot model and five 
in the 3-foot model. The one-way 
plow uses eight 22-inch discs. 

The implements are light draft 
units, requiring less tractor power 
with greater fuel savings. Fast at- 
tachment to or detachment from 
the Ford tractor’s three-point link- 
age is pointed out as another fea- 
ture of the implements. : 

Simple adjustments are provided 
for angle of cut to achieve proper 
furrow inversion, depth of pene- 
tration and trash handling. Ad- 
justment of the furrow wheel lead 
maintains constant width of cut 
and virtually eliminates tracto1 
side draft, the manufacturers state 
Leveling, depth and pitch are con- 
trolled from the tractor seat with 
the 3-point linkage and hydraulic 
system. 
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YOU DID IT-—AGAIN 


In a tough year for farm equipment sales, 
you've sold more Roto-Speeds and Lilliston 
The world’s Peanut Equipment than ever before. Every 


year we've had a new sales record and this 


most famous é ; ; 4 
year there’s another one. That’s pretty fine 


rotary cutters selling in our book. 
And we're glad. It shows that a good deal- 


are 
er with top short-line products can turn some 


mowing pastures, solid profits — even though conditions may 


TO- 7-SIX 
ROTO-SPEED 7-S blunt other sales. It also shows that the 





shredding stalks, 
market for Lilliston products is a huge one, 

; ROTO-SPEED 5-TWO ~ : 
clearing land and still growing. This is only the beginning. 
Now we're looking forward to next year, 
on thousands ~ : 
and we heartily wish you the best business 


of farms all you ever had 


across America. 
For the latest information on 


Thousands Lilliston products, write direct to 


nr — LILLISTON 


jin them Implement Company 


ALBANY, GEORGIA 
FACTORY-BRANCH: WACO, TEXAS 





next year. 








LILLISTON 
These are the machines that revolutionized WINDROWER 
peanut harvesting. Lilliston Peanut Equipment 
is bringing farmers earlier harvests, higher 
grades and richer returns wherever in the world LILLISTON 
peanuts are grown. Please place your orders early to oan 


be sure of delivery. 
ESS ee Vk ll 
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Allis-Chalmers Appoints 
Two Sales Executives 


W. J. KLEIN recently was ap- 
pointed vice-president and director 
of sales, and W. L. Voegeli, general 
sales manager, Tractor Group, 
Allis-Chalmers Manufacturing Co., 
Milwaukee, Wis. 

Klein has been vice-president 
and general sales manager, Tractor 
Group, while Voegeli was assistant 
director of engineering. 

Klein was born on a South Da- 
kota farm and started his selling 
career in 1923. He became affili- 
ated with Allis-Chalmers in 1928, 
starting as a salesman at the Sioux 
Falls branch, and was soon ad- 
vanced to blockman in the north- 
western part of South Dakota. 

In November 1929, he was made 
a special factory representative 
traveling in North and South Da- 
kota and Minnesota. A year later 


Klein Voegeli 


he opened the company’s branch 
at Minneapolis and became its 
branch manager. He was trans- 
ferred to the home office as gen- 
eral sales manager, Tractor Di- 
vision, in 1953 and soon thereafter 





With Parts and Service 
it Can Be Done! 


(Continued from page 101) 


However, a profit crop isn’t neces- 
sary to make the farm equipment 
business good, since livestock is 85 
percent of agriculture in the 
region. Just enough rain for live- 
stock range is all they need, but 
they haven’t had that. 

Normal average yearly rainfall 
for the area is 29.41 inches. But 
from 1951 through 1956, precipi- 
tation has been painfully less. 
Through September of 1956, sixth 
and worst year of the drought, one 
section of the county received as 
much as slightly more than 11 
inches of rain. In Lampasas the 
total rainfall was seven inches— 
through September. In some sec- 
tions west of Lampasas, rainfall 
has amounted to only three and a 
half inches. 

“In the beginning, I didn’t think 
much about cutting overhead,” 
Phillips explained. “I took the at- 
titude of most farmers, that the 
drought condition was only temp- 
orary. 

“Then things began getting 
tougher and tougher. We let the 
parts man go, after first finding 
him another job where, incident- 
ally, he has now advanced to 
store manager. Mrs. (La Verne) 
Walker and I now handle all the 
parts. Then my brother, Bill, was 
transferred to my farm from the 
shop, although he is still on call for 
emergencies. That cut our shop 
staff to two and our total person- 
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nel from six to four, But beyond 
that, there wasn’t much that could 
be done in the way of cutting 
down.” 

Throughout the drought, how- 
ever, Phillips never panicked into 
an overall retrenchment policy. To 
the contrary, as the drought ad- 
vanced, he expanded his parts in- 
ventory. That is, he expanded the 
inventory by items, adding many 
new items, and continues that 
policy, but he did not expand the 
inventory in dollar value. That in- 
ventory now stands at approxi- 
mately $17,500 and it has been 
about that for five years. 

“IT do know that we have a bet- 
ter-balanced parts inventory now 
than we had five years ago,” he 
points out, “due to the fact that 
when business was roilin’ fast, we 
didn’t look at our parts picture so 
close. 

“It has been good for the busi- 
ness and for me to look closely at 
parts and handle that job a lot 
myself. There is never a month 
we don’t add new items as a result 
of new models. I keep trying to 
think ahead of the farmer and an- 
ticipate his troubles and, by doing 
so, I am anticipating my own 
troubles. 

“When I first started in the im- 
plement business, the man I 
worked for told me something I 
never forgot. He said: ‘A 15-cent 
part is important because, if it rep- 
resents the difference in whether 
or not a machine runs, it can 
mean days and dollars to the 


, 99 


farmer’. 


was made a vice-president of the 
company. 

Voegeli, who was born on a farm 
near Wichita, Kan., started with 
Allis-Chalmers at the Wichita 
branch as a serviceman in 1935. He 
was transferred to Omaha, Neb., 
branch the same year, He spent 
several months at Casper, Wyo., 
handling service requirements on 
Allis-Chalmers industrial tractors 
working on Alcova Dam, then the 
largest earth-filled dam. 

He became a member of the 
home office service department 
staff in 1936 and was promoted to 
assistant agricultural service man- 
ager in 1939. In 1946 he was made 
supervisor of the technical publi- 
cations department, and in Janu- 
ary 1948, he was appointed agri- 
cultural tractor sales manager. He 
held this position until he became 
assistant director of engineering in 
November 1952. 


Of Roscoe Phillips’ total parts 
sales, 75 percent go into the shop 
and there one third of these, or 
25 percent of the total, go on trade- 
ins. The other 25 percent of parts 
are sold over the counter to farm- 
ers and others. 

Parts that go into the shop can 
recall at this point the incident of 
the $250 drill sale and how it 
represents Phillips’ business think- 
ing. Of such a sale, he commented: 

“In that case you get rid of your 
trade-in at no loss, you sell your 
parts at list and you get labor for 
your shop. Furthermore, you keep 
a customer, because you can’t keep 
a customer by selling him a ma- 
chine that’s no good.” 

Despite the drought, Phillips has 
stubbornly balked at retrenching 
in two other departments — his 
asking price and his advertising. 

He says he has never had and 
never intends to have a reputation 
for getting business by cutting 
prices. This policy, he admits, has 
cost him many sales in whole 
goods, “but I'll get out before I'll 
give it away.” 

Meanwhile, his display adver- 
tising, factory-prepared, appears 
consistently, week in and week 
out, in the local newspaper. How- 
ever, he finds the small classified 
advertisements are the real pro- 
ducers. In the field of classified 
advertising, too, he abides by a 
lesson learned early in his business 
life: 

“Even if you have in stock a doz- 
en used machines of any one iden- 
tical model,” he says, “never ad- 
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the American Co., Massey-Harris- 
Ferguson, Racine; and from his di- 
rectorship on the board. 


vertise but one of these. And when 
the ad produces a prospect, never 
show him any machine except the 
one advertised. If you show him Bloom began his career with 
the whole dozen, he’ll become con- , Massey-~-Harris Co. Ltd., of Canada. 
fused and won't be able to decide almost 40 years ago; first in a 
which to buy.” dealership, and subsequently in 
Reviewing the fact that his farm senior executive responsibilities. 
equipment business subsisted For distinguished work during 
largely through the late years on World War II as administrator for 
cas and service sales, Roscoe farm and construction machinery 
hillips thinks three factors are in Ottawa, and as Canadian repre- 
responsible. sentative on the combined produc- 
First is inventory, or having the tion and resources board in Wash- 
parts for sale. “We now sell parts ington, he was awarded the O. B. E. 
in a wider area than ever before, He will maintain his residence 
due to some dealers in the terri- ~ i. in Racine. 
tory cutting inventory. And our 
reputation for having a complete 
stock is likewise growing. Farm- 
ers tell us nearly every day they These 
have been told, ‘You can get it in 
—— ‘ Packages 
Second, advertising. “Keep your 
name before the people, in bad ADAPT TO EVERY REQUIREMENT 
times as well as good times. It’s 
even more important to advertise ¢ . puMP E 
ota ge ¢ pACKAG 
at a time like this. Advertising is y 3 
one of my best investments.” < ¢ ge 
Third, reconditioning of used < pe nae 
equipment, “We sell a lot of used > . , or “ 
equipment ‘as is’ and never paint w 3 ene messutt 
a used machine unless it is in top s _ 
condition. It is bad business to try ae 
and camouflage poor equipment Y _ 
with paint.” 





Another Viewpoint 


To these might be added the 
viewpoint of this dealer, who says: 

“When my competitors quit ad- 
vertising, that is the time for me 
to continue, if not expand, my own 
advertising. By maintaining and 
expanding my parts inventory, my 
parts business is spread over a . 
larger territory which will benefit » with Shallow 
my business if and when the F Well Head 
drought breaks. And this will be 
largely due to the retrenchment : : ‘ 
policies of competitors, for whom CONVERTIBLE-JET You'll appreciate the packaging +> 
conditions are the same as they tem of these readily convertible Main- 
are for me. . WATER SYSTEMS liner jets. It simplifies order control. It 

“One of my competitors is talk- keeps storage at a minimum. It permits 
ing about getting out of business. SIZES ready and economical conversion for 
Another is declaring openly that Available in %, |, 1'/, 2 and 3 hp the customer. But MORE — you'll find 
he will get out of business. Every no better jets than the AURORA Main- 
time I hear more of that kind of LIFETIME MATERIALS liners. They are built to deliver top 
talk, I put in an order for more Femp Tah te of Stelnloss Stocl. ben, performance through extra years of full 


a peller, Sealing Ring, Jet Nozzle and 2 . . 
parts. Jet Tube are of Solid Bronze. satisfaction. Find out today how these 


° SATISFACTION easy-to-sell, customer-pleasing Mainlin- 
AURORA Mainliner JETS are ers can create generous profits for you, 


° FULLY GUARANTEED. too. 
Bloom Retires from M-H-F ; 
Write for BULLETIN 133-MLA 


After 40 Years Service DRILLERS & DEALERS 
[om AURORA PUMP oivision 


a has retired fr« 
LOGek Res retired from . Terra THE NEW YORK AIR BRAKE coursst(l) 





active participation in the opera- 
tion of Massey-Harris-Ferguson, ethers 77 DEARBORN STREET . AURORA ILLINGIS 


Ltd., and from his positions as TUL see §6INTERNATIONAL SALES OFFICE, 90 WEST ST., NEW YORK 6, W. Y. 
first vice-president; president of 
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NEW- 
Coded Inventory Labels! 


CONTROL 
~ + inSRAWALS | ON MANO 
Feet. @S— : 


WiTHORAWALS 


BBB COIL CHAIN 


Instant, visible inventory record of each chain 
grade right on the label. No more time-con- 


suming, back-breaking physical inventory ! 


EXCLUSIVE WITH CAMPBELL’S EXACT 


MEASURE-MARK 


Only Campbell gives you a complete program—at no 


extra cost—to make it easy to buy—stock—sell chain. 


~~ Chain is marked precisely at every five feet for quick, 
easy, accurate chain handling. 


Color markings identify each grade of chain—in or out 
of the container. Green for “Proof Coil’ —Red for BBB” 
—Blve for “High Test Steel” —Orange for “Cam-Alloy 
Steel.” 

STANDARD PACK 
In each container, guaranteed footage by chain size and 
grade is marked on the label. Standard package cost. 


Get ca touch with your Campbell representative— 


or write us direct. You'll want the full details on all the 


many profit advantages Campbell offers you! 
CAMPBELL 


AVAILABLE ONLY FROM Se 


CAMPBELL CHAIN Gomsany 


Main Office, York, Pa. 
West Burlington, lowa « Portland, Oregon + Sacramento, Calif. 


Makers of the famous Lug-Reinforced Tire Chains 





Sprinkler Irrigation Is 
Million-Dollar Specialty 


(Continued from page 103) 


service. A farmer cannot visualize 
a pipe’s diameter or the pumping 
capacity of a pump in a manual. 
He can, if you have one on the dis- 
play floor.” 

How do you engineer a job to fit 
the needs of a local farmer who has 
expressed an interest in your irri- 
gation equipment? 

“There is only one way to sell an 
irrigation system and that way re- 
quires a set pattern or approach,” 
Daniel explained. “When we get a 
job prospect, we: 

“(1) Go out and survey the area. 
We look for the water supply, con- 
sider the relation of the supply to 
the area to be irrigated and esti- 
mate the distance the water must 
be transferred 

““(2) Measure elevation from the 
water supply to the land to be ir- 
rigated. 

“(3) Check the soil types to de- 
termine water holding capacity and 
water intake rate. This informa- 
tion can be obtained from an agri- 
cultural extension service or from 
the farm-use map which every 
farmer should have. It takes only 
a little practice to be able to find 
out everything you need to know 
about the soils from the symbols on 
the map. 

“(4) Check crops to be irrigated 
This determines the amount of 
water and the rates needed per 
day. Different crops have different 
root systems which require dif- 
ferent amounts of moisture. 

“(5) Then, figure the amount 
and frequency of irrigation need- 
ed and design the irrigation sys- 
tem to give the desired result. 

“With this information, we can 
design a complete system for the 
farmer. If the dealer cannot do this 
or if an engineer from the dis- 
tributor is not available, help can 
be obtained from Soil Conserva- 
tion Service engineers or from the 
Irrigation Engineer with the State 
Extension Service. The local coun- 
ty agent can get the latter service 
for the dealer.” 

An average irrigation sale to 
farmers made by Russell Daniel 
Irrigation Co. runs between $2,000 
and $3,000. 

Here's the case history of a re- 
cent sale. The farmer raised truck 
crops on 15 acres of land. The farm 
was ideally situated on a very good 
creek that split the acreage. A 
check of the soil and crops showed 
that water should be applied at 
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NOW-TURN EM ALL ON Sf 


a Teron Gren Ion Ere }y-¢ 
eee 


NEW, BIGGER LINE OF 


DEMING 


MULTI-STAGE 
WATER SYSTEMS 


YOUR PROSPECTS: People who 
want ALL the advantages of water 





under high pressure with the effi- 
ciency and economy of operation 
offered by the vertical, multi-stage 
construction of these pumps. 


BIGGER LINE: Units are now 
available with electric motors of 
%-1-1Ye-2-3-5 H. P. ratings. Ca- 
pacities range up to 3900 G. P.H. 
for shallow wells units...up to 
1700 G.P.H. for deep well units. 
Pumps can be installed over or 
away from well. 


FULL FACTS on the modern fea- 
tures of Deming Fig. 6603 Multi- 
Stage Pumps and Water Systems 
are ready for you now. 


THE DEMING CO. + 519 Broadway, Salem, Ohio 


Please send complete information about Deming Fig. 6603 Multi-Stage 
Pumps and Water Systems. 


My Name 
Company 
Street 


City 
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the rate of 3/10 inch per hour once 
every seven days on everything he 
grew. The total amount of water 
to be applied each seven days 
would be one inch. 

“This installation called for 
600° of 4” diameter lateral sprink- 
ler line and 200’ of 4” diameter 
main line,” Daniel said. “We put in 
ten sprinklers joined to a 3” 
Tractow pump. The entire system 
cost the farmer approximately 
$1,600. 

“We use four principal means of 
financing,” Daniel continued. “We 
have a bank plan which finances 
the loan over a period of five years 
after a 25% down payment. This 
money is repayable annually, semi- 
annually, or in the case of dairy 
farmers with monthly income, the 
notes are made monthly. 

“Our customers who use FHA 
financing get up to 15 years to re- 
pay. The interest rate is lower than 
the bank plan rate, and little or 
no down-payment is required. 


Other Plans 


“REA and Production Market- 
ing Credit also have financing 
plans which we use in addition to 
those already mentioned,” Daniel 
pointed out. “We work with all the 
systems, because we find that most 
farmers can qualify for at least one 
of them. 

“We have found that we can ir- 
rigate some farms for as low as 
$50 per acre and others run as 
high as $700 per acre,” Daniel said. 
“However, cost per acre is a rela- 
tive figure. For example, it cost the 
farmer I mentioned above $1,600 
for 15 acres. This is $106 per acre. 
Actually, this same system can 
handle up to twice that acreage, 
and, if the farmer increases the 
acreage under cultivation, his cost 
per acre drops to $53 per acre.” 

According to Daniel, there is lit- 
tle argument to be offered by a 
farmer when considering the need 
for irrigation systems. “In a dry 
year, it’s simply a case of having a 
top crop through irrigation, or no 
crop at all,” he said. “Irrigation 
equipment gives the farmer con- 
sistent, top-quality yields, year in 
and year out. For example, if a 
farmer raises sweet potatoes, he 
will raise practically all #1 grade 
potatoes. Without water control, 
the grades may vary widely, and 
so will his prices.” 

The farm equipment dealer 
should consider his inventory care- 
fully after putting irrigation equip- 
ment in as a sideline, Daniel says. 
“It is most important that the in- 
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Trip Mechanism Featured 
on New Ford Cultivator 


A NEW heavy-duty field culti- 
vator, employing spring-loaded 
trip shanks, is announced by the 
Tractor and Implement Division of 
Ford Motor Co., Birmingham, 
Mich. 

Each shank of the new Ford 
field cultivator has an individual 
spring-loaded trip mechanism 
which holds it in a fixed position, 
but permits the shank to swing 
back and upward when an obstruc- 
tion or overload is encountered. 
Raising the implement momen- 
tarily automatically resets. the 


ventory be sufficient to serve the 
area well. Build it slowly, and be 
sure that the systems carried satis- 
fy the needs of the area,” he said. 
“Also, make sure that your dis- 
tributor backs you up with a re- 
serve stock of your type systems 
for emergencies. This is the time 
when a dealer can make the great- 
est strides in volume. If the need 
for irrigation is great, and the 
dealer cannot get his systems, he 
might as well not be in business.” 

“I don’t mean that the entire 
burden lies on the distributor,” 
Daniel added. “After the dealer is 
established, he should try to an- 
ticipate seasonal rushes and lay in 
a stock that will help him make the 
most of shortages and of the sea- 
son, 


Training 


“Though special training is not 
necessarily required, it is wise to 
have mechanics schooled on the 
pumps and other phases of installa- 
tion. The average big job can be set 
up in a single day—if little time is 
lost with simple installation prob- 
lems. Schooling by the distributor 
or the pump manufacturer will 


shanks. 

“This new trip shank design 
makes it possible to maintain a 
constant pitch setting on sweeps 
and shovels regardless of changes 
in draft, for improved depth con- 
trol and more uniform work,” E. 
H. Woods, general sales manager, 
stated. 

The new field  cultivator— 
available in fully tractor-mounted 
seven and nine shank models for 
both Ford and Fordson Major 
Diesel tractors—uses three banks 
of shanks, has ample trash clear- 
ance between shanks, and is avail- 
able with a wide selection of 
sweeps to meet varying field con- 
ditions, according to Woods. Gage 
wheels are available as optional 
equipment for use with tractors 
which do not have implement 
depth control. 

The trip mechanism can be set 
for release at 1,500 pounds for 
normal operation or 2,500 for ex- 
tra heavy work. 

The new Ford field cultivator is 
designed for use primarily in pas- 
ture renovation, summer fallow- 
ing, shallow claypan breaking and 
seedbed preparation. When deeper 
penetration is desired, the num- 
ber of shanks may be reduced. 


save considerable time and mon- 
ey.” 

An outside salesman working on 
a salary plus commission basis is 
a good idea for promoting irriga- 
tion equipment, according to 
Daniel. A five percent commission 
is considered good pay in addition 
to salary. This man can be instru- 
mental in setting up demonstra- 
tions, explaining financing sys- 
tems, and carrying the word 
straight to the people who need ir- 
rigation most—the farmers. 

In conclusion, Daniel cited the 
case of one farm equipment dealer 
who caught the spark and really 
went out and sold irrigation equip- 
ment to his customers. “Last year, 
this dealer grossed $75,000 from 
his irrigation sales alone and is 
still scratching his head over it! 
He found out that irrigation 
equipment can be a business in it- 
self. Instead of just being a ‘pipe- 
seller,’ he became an _ irrigation 
system salesman. For the dealer 
who will do a thorough research 
job, get to know his system well, 
and go out and sell it, there is vir- 
tually no limit to the sales volume 
irrigation equipment can add to 
his existing business.” 
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Outside Selling Makes 
a Three-Star Winner 


(Continued from page 105) 


day the salesman drove the tractor 
to his farm anyway and got him 
to hook it up. This $2,200 check is 
evidence of how it paid off.” 

Goad’s field salesmen not only 
drive by and leave implements for 
a day’s trial use, but in the store 
itself learn of many opportunities 
for such demonstrations. For ex- 
ample, one drop-in customer was 
describing an oat crop of his that 
was ready to harvest. Much of it 
had blown down and it was diffi- 
cult for his harvester to pick it up. 

“T have just what you need,” 
said the Goad salesman. “This new 
self-propelled combine here was 
made to handle just that kind of 
problem. Take it out and try it 
for a day—no charge or obliga- 
tion if you don’t want to keep it.” 

The prospect cut his oats with 
the new combine and it was such 
an improvement over his old ma- 
chine that he bought it. He later 
bought another self-propelled unit 
when he started cutting wheat. 

On another occasion a tobacco 
grower was in the store and was 
shown the new model tobacco set- 
ter. He doubted that it would do 
the kind of job he had for it. Goad 
sent one out at tobacco-setting 
time to show him. He had a big 
tobacco crop to set and bought two 
along with two tractors and a 
tobacco cultivator. 

“Now, of course,” said Goad, “I 
don’t offer these free trial runs to 
just any prospect. I've got to feel 
that he really has a need for it, 
can profitably use it, and is able to 
finance its purchase. An _ ex- 
perienced dealer or salesman soon 
learns of that kind of prospect.” 

The technique that Goad uses is 
to spot those kind of prospects over 
his trade territory. As he puts it 
he then tries to “get there fustest 
with the mostest persuasive pow- 
er.’ He says he never allows a new 
tractor, combine or other imple- 
ment to stay longer than a day on 
trial use before he or one of his 
salesmen follows up to try to close 
the sale. He nearly always sells the 
machine as a new machine, seldom 
does a unit go through so many 
trial runs that it has to be sold as 
a used implement. In fact, most of 
his sales are made with the first 
trial user. 

However, Goad is willing to 
stretch the trial limit on a re- 
conditioned trade-in to several 


days if he feels that the prospect 
for a sale justifies it. He knows 
that after an implement has al- 
ready been worked for a few years 
a few more days use isn’t going to 
depreciate its sale’s value. In fact, 
he frequently lends a prospect the 
free use of a trade-in tractor when 
he is in an emergency situation 
For example, if one of his users 
suffers a tractor breakdown during 
a vital farm operation and Goad 
learns about it, he lends the cus- 
tomer one of his trade-ins to finish 
the job while the disabled tractor 
is being repaired. 


“Not only do we help our farm- 
ers out with one of our used trac- 
tors when he is in trouble,” ex- 
plained Goad, “but we occasionally 
help a sick farm owner who can't 
work himself. For example, one of 
our field salesman may learn that 
a farmer is confined to his bed 
during a spring plowing season 
when the weather is favorable. I 
send a tractor and plow, or maybe 
2 of them out, to help him do his 
plowing without charge or obliga- 
tion. Such gestures certainly pay 
off in creating lasting friends for 
Goad Implement Co. Frequently 
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You make more sales more profits 
from sales . when you stock, display 
and sell a complete line of Herschel 
Parts available to fit ALL MAKES of 
mowers, combines, forage harvesters 
and swathers. Every farmer is a pro- 
spective customer! What's more, you 
can sell Herschel Parts with confidence 

Herschel accuracy and quality are 
the achievements of 70 years of ex- 
perience and engineering advance- 
ments. Herschel is America's first 
name in cutting parts for farm ma- 


chinery 


FREE CATALOG 


WRITE for free catalog which de- 
scribes and illustrates the complete 
Herschel line of cutting parts and 
other Herschel repair parts and farm 
Giant wall chart showing 
parts to fit all makes of power mowers 
also sent free on request. 


ERCROME 


Ask your Herschel representative about 
HERCROME"’ Knives, Sections ond guards 
—the miracle of modern cutting 


supplies 





the sick farmer’s neighbors also 
chip in and help without charge.” 

Goad himself has a 225-acre 
farm not far from Springfield. He 
produces on it corn, tobacco, small 
grains and other crops suited to 
the area. He has found this farm 
an invaluable aid in trying out new 
model machines. Whenever a new 
model tractor or other machine 
comes out with important changes 
he puts it through its paces on his 
own land before he promotes it or 
even offers it to his trade. His 
salesmen and mechanics must 
learn it thoroughly so there will be 
no cause for faulty selling based 
on lack of product knowledge. 

“Sometimes this original break- 
in of new models on my own land 
turns into a public demonstration 
without any effort on my part,” 
says Goad. “My farm borders a 
main highway. Passing farmers 
see a brand-new tractor a little 
different from what they are us- 
ing. They stop and look. Word gets 
around and more farmers show up. 
In fact, the demonstrations we 
give on the farms of prospects we 
are trying to sell frequently draw 
sizable crowds. A farmer with 
whom we leave a new machine for 
trial use may draw in a few other 
interested prospects. This is all 
good advertising.” 

Goad is fortunate in having an 
arrangement with his bank where- 
by the bank accepts all of his paper 
as a matter of course. This is a 
tribute to his business judgment 
and his knowledge of buyers who 
can be trusted. Whenever he 
closes a deal and carries the notes 
to his bank no questions are 
asked. 

“In all my sales, the banks that 
accepted my paper have never had 
but one repossession,” he said. 
“That one exception was a tractor 
and a combine. On that occasion I 


helped the bank out by taking the 
repossessed outfit and reselling it 
for the full amount due on it. 
Neither of us lost a cent.” 


* 


Two-Way Disk Plow 
Announced by IH 


A NEW TWO-WAY disk plow that 
can be made to plow either right or 
left recently was announced by 
International Harvester Co., Chi- 
cago, Ill. The new implement is the 
McCormick 34-F301, a three-fur- 
row Fast-Hitch disk plow designed 
for use with Farmall 300 and 400 
tractors equipped with two or 
three valve Hydra-Touch systems 


The two-way feature of the plow 
enables the operator to plow an 
entire field without making a back 
furrow or a dead furrow, a factor 
that especially suits the plow for 
use in irrigated or terraced areas, 
the manufacturers state. 

When used as a two-way, the 
plow is used to plow back and 
forth in the same furrow. When he 
reaches the end, the operator 
moves a Hydra-Touch lever and a 
hydraulic cylinder changes the disk 
angle from right to left. Gauge and 


furrow wheels are repositioned at 
the same time, and the plow is 
ready to plow back, turning the 
furrow the same direction as be- 
fore. If desired, the two-way plow 
can be operated like any one-way 
plow, turning the furrows only one 
way. 

The plow, mounted quickly and 
easily to the tractor with Fast- 
Hitch, is raised and lowered by the 
tractor’s Hydra-Touch system. 

Each 26-inch disk used on this 
new McCormick plow cuts an 
average width of 10 inches and can 
plow to a depth of 10 inches. A 21- 
inch clearance between disks and 
a 30-inch vertical clearance from 
the ground to the lower side of the 
stub provide plenty of 
clearance for trash, weeds, and 
heavy growth. Bearings are pre- 
cision tapered roller type. Com- 
pletely equipped, the plow weighs 
about 1,200 pounds. 


oe 
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(Continued from page 109) 


sales picture was bright for his 
company, that overall sales will be 
higher than 1955. 

C. P. Milne, vice-president and 
general manager of Massey- 
Harris Ferguson operations in the 
United States added that agricul- 
tural machinery sales figures east 
of the Mississippi are today well 
ahead of last year’s, but that the 
drought conditions west of the big 
river resulted in a definite decline, 
sales-wise. 

C. L. Oheim, vice-president, 
Deere & Co., said that next year 
sales will be as good or better than 
this year. “In fact,”’ he said, “we 
don’t think that this year was too 
bad. Weather is the farmer’s prin- 
cipal problem, which becomes our 
problem, too.” 





WATCH this water system! 


It’s going places ... and 
you can get your extra 
profits by ordering today 
from your Goulds dis- 
tributor. 

Watch the other depend- 
able Goulds pumps ... 
the complete profit-line. 
You get more with 
Goulds! 
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Seneca Fails, N.Y. 
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CONVENTION DATES 


Southern Dealers View 
The Outlook for 1957 


(Continued from page 109) 


same 
Virginia—Good 


Alabama, Nov. 29-30, Thomas Jeffer- E. Eyler, Box 285, Winchester, Va. : 
Louisiana—Good average year 


son Hotel, Birmingham, Ala. Secre- 


tary, F. A. Kummer, Box 630, Auburn, Mid-South, Jan. 21-22, Hotel Peabody, 
Ala. Memphis, Tenn. Secretary, Thad lar locality 


North Carolina—lIn our particu- 
‘ the crops are the best 


Carraway, Chisca Hotel Bldg., Mem in four years and it looks like a 


Carolinas, Jan. 20-27, Havana-Nassau phis. 
Cruise, Secretary, A. A. Chappell, 210 d 
National Bank Bldg., Wilson, N. C. Mississippi Valley, Dec. 


ton-Jefferson Hotel, St 
Secretary, W. E. Parsons, 
Louis, Mo 


Deep South, Dec. 3-4, Jung Hotel, New 
Orleans, La., Secretary, John J. Craw- 
ford, 1407 Murray St., Room 206, 


ton-Jefferson Hotel, St 


good year ahead 
Louisiana—Good 


11-12, Shera Texas—I believe the trend will 


Louis, Mo , 
, be downward. Will depend upon 
220 Shera- dips: i . 
the moisture in this area 
North Carolina—Soil bank ha: 


Oklahoma, Feb. 3-5, Skirvin Hotel and hurt us in sales. 


Alexandria, La. - - on 
State Fair Grounds, Oklahoma City. Texas—Improvement — possi- 


Okla. Secretary, Aaron 


Gritzmaker, bly up 20 to 25% on new goods 


Florida, Nov. 11-13, Angebilt Hotel, 
ee _— 515 Midwest Bldg., Oklahoma City, However, used goods will be hard 


Orlando, Fla. Secretary, Allen Hut- Ok! 
chinson, Box 3066, Orlando, Fla. » 


, Texes, Jan. 27-30, Shamrock Hilton 
er 3-4, pang ye nny a3 Hotel, Houston, Texas. Secretary, Ray 
, ee CSS S. SEEM, M. Souder, 1108 Gibraltar Life Bldg., 


Riverside Drive, Macon, Ga. Dallas, Tex. 


to move if profit is to be retained 
Louisiana—Very good 
Georgia—Good 
Oklahoma—Up 100% if the rains 
come. If the drought continucs, 
sales will be a “variable approach- 


Kentucky, Nov. 15-16, Kentucky Hotel, Tri-State, Feb. 10-12, Herring Hotel, ing zero as a limit.” 
Louisville, Ky. Secretary, Frank R. Amarillo, Texas. Secretary, R. B Alabama—Slower, trading clos- 


Dornheim, 978 Barret Ave., Louisville, Allen, Canyon. Tex 
Ky. ‘ 


el 
Tennessee—It now appears it 


Virginia, Feb. 3-4, Hotel Roanoke, will be bette: 


Mar-Del-Va, Feb. 10-12, Emerson Ho- Roanoke, Va. Secretary, 


David Raine, 
tel, Baltimore, Md. Secretary, Millard 1103 E. Main St., Richmond, Va 


Mississippi—Fair. Drought will 
continue to slow up demand for 





equipment 








Neu? WHIZ CHAIN SAW. 
FELLS TREES 
UP TO 40” 


Priced from 
$117.50 retail 


= Attachments for 
12 26” and 20” 
self-propelled, and 18” Units. 


SHOW YOUR CUSTOMERS THE WHIZ CHAIN 
SAW AND WATCH SALES INCREASE 
New WHIZ chain saw unit is a real workhorse 
Tough Disston steel blade cuts trees up to 50”. 
Safe and fast for one man to operate. Powered 
by 2 H.P., 2% H.P. or 5 H.P. Briggs & Stratton 
gasoline engine, v-belt driven. ideal for all 
purpose farm jobs, construction projects, tree 
trimming, etc. 

Other Root-bullt WHIZ 26”, 20” and 18” inter- 
changeable attachments include: Circular Saw, 
Mower, Cordwood Cutoff, Rotary Tiller, Posthole 
og er, Grinder. 


GRINDER your Jobber cannot supply you—write 


ROOT MANUFACTURING CO., INC. 


sst Eleventh St Baxter Springs, Kansas 
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STAR 


SERVICE SHARES 


Patterns are available for practically all 
plows, listers, middlebreakers in No. 1 soft 
center or No. 2 crucible steel of the highest 
quality obtainable. Also, we are now pro- 
ducing a new line of Star Blade-Type Plow 
Shares —in regular and short patterns — 
made from solid steel, rolled to our own 
strict specifications, and automatically heat 
treated for maximum strength and wearing 
qualities. You'll want complete details now. 


u.S.a. 





FULLY GUARANTEED 
AS TO QUALITY, 

FIT AND 

FINISH 


STAR MANUFACTURING COMPANY | 
DIVISION OF ILLINOIS IRON & BOLT CO. — 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 





Georgia—Should be about the 
same as in 1956. 

North Carolina—Very good. 

Tennessee—Good. 

Arkansas—Fair for new equip- 
ment, better for used equipment. 

Oklahoma—Next year’s outlook 
is not good. Continued dry weather 
has severely curtailed farming op- 
erations and ranching. Because 
most of the farmers and ranchers 
are in debt it will be 1958, if the 
season is good, before we can ex- 
pect much improvement in sales. 

Texas — Due to _ prolonged 
drought which was partially brok- 
en with 3.3 inches of rain in 
August, prospects not too encour- 
aging for our business. However, 
good fall rains could change this 
materially. 

Kentucky — Increase in used 
equipment sales, increase in parts 
sales. 

Florida—We look for better sales 
of new equipment. 

Arkansas—Slow. 

Oklahoma—Good. 

Florida—Very good. 

Oklahoma — Fair. Farmers in- 
come is definitely out of line with 
what he has to buy. 

North Carolina—Not so _ good. 
Farm prices are too low and our 
prices are too high. 

South Carolina—Better 

Arkansas — Fair, but 
normal. 

Florida—25% below last year. 

Kentucky—Slow. 

Kentucky—Better. 

Oklahoma — I think that sales 
should increase at least 25% if 
the drought will ease a little. 

Arkansas—We believe that sales 
for next year will be about the 
same as 1955 which was a good 
year 

Texas—Poor. 

Mississippi—Sales for the next 
year will be for heavy machinery 


volume. 
below 








The small farmer does not have 
much purchasing power. 

Georgia—About the same. 

Alabama—Fair as to volume, but 
no chance for any profit for the 
dealer. 

Georgia—Good. 

Tennessee—For next year we 
should have slight increase pro- 
vided farm prices increase. 

Alabama—In our opinion sales 
will be off next year because of 
the price increases on new equip- 
ment. We expect an increase in the 
sale of used equipment. We be- 
lieve that the farmer cannot con- 
tinue to absorb the price increases 
and will be forced to limit his pur- 
chases. 

Tennessee—With just a little im- 
provement in farm prices business 
should be better because farmers 
are taking to time and labor-sav- 
ing machinery. With good service 
and an adequate stock of repair 
parts there will be plenty of good 
profitable business. 

Tennessee—Good market, 
competition. 

Virginia—Fair. 

Georgia—Good. 


° 


keen 


New Field Crop Sprayer 
Announced by Mayrath 


MAYRATH, Inc., manufacturer of 
augers and corn and hay elevators, 
announces its new Field Crop 
Sprayer. The sprayer, with 20-foot 


aluminum booms and nozzles, is 
priced at $119. 

The aluminum pipe booms are 
in two sections with aluminum 
nozzles spaced every 20 inches. 
Spray from aluminum nozzles in 
either boom section may be reg- 
ulated independently of the other. 
Regulation is controlled from the 
tractor seat. Safety hinges are de- 
signed to prevent accidental boom 
breakage. One new single simple 
height adjustment from 18 inches 
to 48 inches is provided for both 
booms. A new one-piece welded 
tubular barrel rack holds one or 
two barrels. All standard tractor 
take sprayer, in two minutes with 
only two bolts and two chains, ac 
cording to the manufacturer. 

The sprayer comes complete 
with Hypro pump and hoses, De- 
lavan regulator, suction strainer, 
relief valve, and pressure gauge. 
Row crop drops, hand boom, ana 
heavy duty pump are available as 
extra equipment. Prices are F.0.B 
factory at Dodge City, Kansas or 
Compton, Illinois. 


* 


Mechanical Driers May 
Replace Peanut Stacks 


THE OLD PEANUT stack is gradu- 
ally fading from the southeastern 
Alabama scene 

Approximately 10 percent of 
Alabama peanut growers are using 
mechanical driers for curing pea- 
nuts, J. T. Gaillard, API Extension 
farm machinery specialist, report- 
ed recently 

These Alabama growers are 
harvesting their directly 
from the windrow, eliminating the 
need for stacking, which requires 
so much hand labor. The peanut 
crops may be cured satisfactorily 
in bins by use of mechanical driers 


crops 











FORGED OF H4¢- Strength STEEL 


Tractor, Plow and Harrow Clevises — Hay Hooks 
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New Myers Water System 
Features Design Changes 


A NEW LOw-priced  jet-type 
water system, which features high 
resistance to corrosion and wear 
and high performance, is being 
marketed by The F. E. Myers & 
Bro. Co., 952 So. Orange St., Ash- 
land, Ohio. 

The “HK Ejecto” pump will re- 
tail for as low as $91.50 as a com- 
plete water system and will be 


available immediately in '%- and 
19-hp sizes and as a shallow or 
deep well unit. Additional sizes are 
expected to be added at a later 
date. 

The new pump is available as a 
water system with a 42-, 21-, 11- o1 
4-gallon pressure tank and will of- 
fer capacities as high as 800 gal- 
lons an hour. Pump and motor as- 
sembly, without tank, are available 
for as low as $79. 

Two new major design depar- 
tures are described by the com- 
pany. A principle of pumping, de- 
scribed as “reverse ejector pro- 
cedure” has been utilized in the 
new shallow well pump to create 
high performance characteristics 
and simplified construction. 

A number of new manufacturing 
materials have been used to in- 
crease the corrosion and wear re- 
sistance capabilities of the pump. 

Other features reported by 
Myers include faster priming, 
quick dismantling, parts within 
easy access for inspection, and no 
lubrication required. The pump 
weighs about 30 pounds less than 
most pumps of a comparable rating 
and is several inches less in diam- 
eter, the company states. 

The deep well model of the 
pump can be installed vertically as 
well as horizontally to save instal- 
lation costs. 
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MILKING MACHINE 
REPLACEMENT PARTS 


Get this Display Board FREE! 


Sets you up as Rubber Replacement Parts Headquarters for all leading 


makes of Milking Machines. 
Write today for full details. 
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Acme Shear Co 
Adams Co., C 5 
Adjustable Clamp Co 
Aladdin Laboratories, Inc 
Allen & Co., Inc., 8. L 
Allied Wheel Products, Inc 
Allis-Chalmers Mfg. Co 
Aluminum Goods Mfg. Co 
American Chain & Cable 
Co., In 
American Pad & 
Textile Oo. .. 
American Steel & Wire Co 
Cyclone Fence Div 
Ames Oo., O 
Animal Trap Co. of America 
Arrow Fastener Co., Inc 
Atlantic Steel Co 
Atlas Tack Co 
Aurora Pump Division, 
New York Air Brake Co 


Bassick Co 

Bernz Co., Inc., Otto 
Bethlehem Steel Oorp 

Blue Co., Inc., John 

Boker & Co 

Bommer Spring Hinge Co., Inc 
Brearley Oo A —- 
Brink and Cotton Mfg. Co 
Bronson Reel Co 

Butcher Polish Co 


Cc 


lalbar Paint & Varnish Co 
Jamillus Outlery Co 
Jampbell Chain Co 
Jase OCo., J. I 
Jhampion DeArment Co 
Jhattanooga Royal Co 
*hesflex Corp. ... 
horemaster Div., Weber 
Engineered Prods., Inc 
lark Brothers Bolt Co 
\lassified Ads 
‘lemson Bros., Inc 
lleveland Mills Co 
‘oal Chemicals Div 
U. 8, Steel Corp 
Jjoleman Company, Inc 
olorado Fue! & Iron Cory; 
Wickwire Spencer 
Steel Div 
Jolt's Patent Fire 
Mfg. Oo., Inc - 
Yolumbia Malleable 
Castings Corp 
‘olumbian Rope Co 
Jonsolidated Wire Prod. Co 
Jonsumers Glue Co 
‘ontinental Scale Corp 
orning Glass Works 
Crescent Tool Co 
Crown Dairy Supply Co 
Cyclone Fence Dept. United 
States Steel Corp 
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Damascus Steel 
Dazey Corp 
Deere, John 
Dempster Mill Mfg. Co 
Deming Company 

Diamond Calk Horseshoe Co 
Draper-Maynard Company 
Durall Products Co F 
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Eagle Mfg Co 
Electric Wheel Co 
Empire Plow Co 
Enterprise Mfg. Co 
Estwing Mfg. Co 
Evans Rute Co 
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Products Corp 


Federated Mutual Implement 
& Hdw. Insurance Co 
Fitler Co., Edwin H 
Fleming and Sons, Inc 
Fletcher-Terry Co 
Flex-O-Glass, Inc 
Warp Bros.) 


Flint & Walling Mfg. Go., Inc. 


Foley Mfg. Co 

Follansbee Steel] ¢ Jorp 

Ford Motor Co., Tractor & 
Implement Division 110, 


Fuller Tool Co., Inc 


G 


Gale Products 

Genera] Steel Warehouse 
Co., Ine 

Geyer Mfg. Co 


Gilbert & Bennett Mfg a... 


Gleason Corp, . 

Gould Pumps Inc 

Graham & C©o., Inc., John H., 
Bevin Bros. Mfg. Oo. Div 

Graham & Oo., Ince., 
G. W. Griffin Div 

Graham & Co., Inc., John H., 
King Cotton Cordage 
Div 

Greenlee Tool Co 

Griffin Mfg. Co 


H 


Hahn, Inc 

Handy Hook Div., 
Vadco Products Co 

Hayes Spray Gun Co 

Heineke & Co 

Hemp and Co. . 

Herschell Mfg. Co., Inc 

Hillerich & Bradsby Co 

Hodell Chain Co 


Ideal Brass Works, Inx 

Ideal Fishing Float Co., Inc 

Ingersoll Products Division 
Borg-Warner Corp 
(Dises) 

International Harvester Co 
gd Line) 

Irwin Auger Bit Co 


J 


Jackson Mfg. Co 
Jackson Mfg. Co., W. L 
Jones & Laughlin Steel Corp 


K 


Kaiser 
Kellogg Brush Mfg. Co 
Keuffel & Esser Co 
Keystone Stee! & Wire 

Co 114, 
King Hardware Co 


L 


Lamson & Sessions Co 
Landers, Frary & Clark 
(Dazey Corp.) 8 
Landers, Frary & Clark 
(Universal Products) 
Langley Corp 
Larson Co., Chas, O 
Lebanon Chemical Corp. . . 
Libbey-Owens-Ford Glass ‘Co 
Lilliston Implement Co. 
Lindemann, A. J. and 
Hoverson (Subsidiary of 
Norris Thermador Corp.) 
Linen Thread Co., Inc 


John H., 


Aluminum & Chem. Oo. 


113 


60 


Third Cover 


140 


18 


111 
91 


Back Cove 


“ 
4 


M 


Mall Tool Co 
Marshalitown Trowel Co 
Massey-Harris Co 


M assey Harris Ferguson Inc 


Master Lock Co 
Maze Co.. W. H 
Midland Industries, Inc 
Milwaukee File Co 
Minneapolis-Moline 
Co Front 
Modern Tool & Die Co 
Moe Light 
Division of Thomas 
Industries, Inc 
Moore Push-Pin Co 
Moto-Mower Co 
Mouli Mfg. Co 
Murray Ohio Mfg. Co 
Musgrave Mfg. Oo 
Myers & Bros., F. EF 


N 


National Metal Products Co 
National Screw & Mfg. Co 
New Bedford Oordage Co 
New Holland Machine 


Co 
New York Wire Cloth Co 
Nicholson File Co 
Nixdorff-Krein Mfg. Co 


12) 


Orchard Industries, 
Osrow Products Co 
Ox Fibre Brush Co., 


i 


Paine Co 
Papec Machine Co 
Penens Too! Corp 
Penn Fishing Tackle Mfg 
Pennsylvania Lawn Mower 
Peters Cartridge Div 
Petersen Mfg. Co 
Phoenix Manufacturing C« 
Plymouth Oordage Co 
Portable Electric Tools, In« 
Porter Corp., J. E 
Power Products 

Corp 17, 18, 19 
Proen Products Co 


Propulsion Engine Cory 


R 


Radiator Specialty Co 

Red Devil Tools 

Red Head Brand Co 

Reeve Company 

Remington Arms Co 

Reynolds Metals Co 

Richards-Wilcox Mfg. Co 

Rogers Isinglass & Glue Co 

Root Mfg. Co., Inc 

Royal International Corp 

Ruberoid Co 

Russell, Burdsall & Ward 
Bolt and Nut Co 


Second 


S 


Samson Cordage Works 

Sandvik Saw & Too! Cor: 

Savage Arms Oorp 
Arms Div 

Savage Arms Corp., 
Lawn Mower Div 

Schlueter Mfg. Co 

Seovill Mfg. Co 

Shakespeare Co 

Shaw Mfg. Co : 

Sherman Mfg. Co., H. B 


Co 


ve 


Silent Sioux Cory; 
Slaymaker Lock Co 
Smith and Co.. D. B 
& Son, Inc., Seymour 
South Bend Tackle Oo 
South Bend Toy Mfg. Co 
Southern Hardware 
Southern Screw Co 
Southern States Iron 
Roofing Co 
Spraying Systems Co 
Stanley Works 
Star Expansion Bolt Co 
Star Mfg. Co 
Strait-Line Products, In« 
Strataflo Prod., Inc 
Style-Orafters, Inc 
Sunflower Industries, Inc 
Sunset Line & Twine Co 
Supreme Prods. Cory; 
Swan Rubber Co 
Swing-A-Way Mfg. Co 


Smith 


T 


Tait Mfg. Co 
Taylor Chain Co., 8. G 
Tennessee Coal, Iron & 
R. R. Co 
Tractor & Implement Division 
Ford Motor Co 110 
Transolene Corp 
True Temper Corporation 
Turnbuckles, Inc 
Turpentine & Rosin 
Factors In 


U 


Jnifilter Co 

Jnion Fork & 

Hoe Co 

Inited States Rubber Cx 
Cycle Tire Dept.) 

nited States Steel Cor; 

nited States Steel Cory; 
Coal, Chemicals Div 

MOO Cory 

niversal Con 

pperman, Bil 

pson Brothers, In 

tica Drop Forge & Too 


rting Uory 


Prod ta Co 
Saw Works, Inc 
Tool Co 


Want Ads 
Warp Brothers 
Washburn Ce 
Weber Lifelike Fly Ox 
Wenzel Tent & Duck Co 
Wickwire Bros., In« 
Wickwire Spencer Steel 
Div. of The Colorado 
Fuel Iron Cory 
Wire Products Compar 
Wisconsin Motor Corp 
Wood Shovel Tool 
Wooster Rubber Co 
Wright Steel Wire Co... G 
Wyatt Mfg. Co 


I 


Fairbanks, Morse & Co Lufkin Rule Co. Sherwin-Williams Co 46 Zebco Company 
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man to BE 


man to KNOW 


The dealer who displays the 

handsome illuminated sign shown 

above is obviously a man of good 

judgment, doing a good business. As 

a Wisconsin Authorized Sales and 

Service Station, he carries a 
factory-recommended stock of parts 

for ALL Wisconsin Engine models 

and is authorized by the factory to handle all 
phases of our Wisconsin Engine Warranty. 


In addition, he is authorized to supply Wisconsin Engine original factory 
parts to all dealers who handle various lines of equipment on which 
Wisconsin Engines are used as power components. This includes leading 
makes of farm machines, construction equipment of all kinds, truck and 
trailer refrigeration units, lawn and garden equipment and many other 
kinds of mechanized equipment that depend on Wisconsin Engines for power. The 
lustrated at the top of this advertisement 


More than 2,000 Wisconsin Authorized Sales and Service Stations in ~ A, a 

7: ~ . _ “AS . 20 t as antly 

the United States and Canada are served promptly and efficiently by more anamenal othe he plastic eoast ta a 
than fifty well-established Authorized Wisconsin Engine Distributors Rasen Gaatel amin geil tacts: tn Gadel 
who carry substantial inventories of factory-recommended replacement in two colors (orange and black) and is 


parts and engines and stand back of the dealer. equipped with two 20-watt standard fluo 
. rgscent lamps. It is available through your 


Yes, the Wisconsin Engine Authorized Sales and Service Dealer is a Wisconsin Engine distributor 
good man to BE and a good man to KNOW. If you can qualify for the The 9” x 914” window or door Decal 
Sign and Decal shown here, by all means identify yourself with these (shown immediately above) is finished in 
“Si f Good Busi ” Or if y “want in” let A ty . three colors orange, blue and black 
igns oO > oC usINness 4 ri you want in ... tet us pu you in and is supplied without charge by 
touch with the Wisconsin Distributor who serves your territory. Wisconsin distributors 


25 at WISCONSIN MOTOR CORPORATION 


attractive window or counter sign il 


World's Largest Builders of Heavy-Duty Air-Cooled Engines 
MILWAUKEE 46, WISCONSIN 


A 6014 
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4 | NATIONAL ADVERTISING IN WARP’S 
HISTORY WILL BRING MORE FOLKS INTO | 
YOUR STORE THIS YEAR THAN EVER BEFORE 


YOUR customers will be asking for EASY-ON'S, Genuine 

FLEX-O-GLASS and other Warp’s Window Materials. Be sure you 

have a Good Supply of Warp’s on hand... The largest selling 

window materials in all America. 







aon ae ate 


ass wire 


ESS 
"costty 
| — THA 
Pe) ,...And Tock O° GLASS 
"| just Cut.- te ynexPENsive To Lets in 
Sunshine 
Vitamin D 


wealth GIvINe 
. vaa-wroutt 






: 





so easy TOP 
' 


asc over 


gars 





Flexible 
Shatterpro® 
Lasts for Years 








Warp * IS CARRIED BY RELIABLE JOBBERS. EVERYWHERE 


WARP BROS., CHICAGO 51 


Ea i 3 : J 














on broken windows 


A brand new line of useful tools 
in that rapidly expanding new field of 


"DO-IT-YOURSELF" 


THESE HANDY 
REGLAZING TOOLS 
ARE NEW 


Each year thousands of windows are broken and must be reglazed. This is a challenge to 
the "do-it-yourself" group of individuals who pride themselves on their new and unusual ac- 
complishments. The job of reglazing a sash has been considered “tricky”, but by using the tools 
in this new FLETCHER kit and following the simple directions, it is really fun. 


THE COMPLETE KIT No. 600 G 


The kit contains six professional type tools designed for the amateur. 
They include a glass cutter, an electrical putty softener, an automatic 
glaziers point pusher, a putty knife, a can of glazing compound and a win- 
dow scraper. A booklet is included explaining each operation in simple 
understandable terms. The colorful display carton will attract attention if 
placed where it can be conveniently seen. 


EACH TOOL CAN BE SOLD INDIVIDUALLY 


HM-50 PUTTY SOFTENER 
This electrical putty softener is designed for 
the amateur but will perform like the profession- 
al models. It will cause old hardened putty to 
soften quickly. 


No. 15 DIAMOND CLIPPER 


Many pieces of glass have been broken 
while hammering glaziers points inte a sash. 
This unique tool replaces the hammer and 
gently pushes the point into the wood frame. 


No. 99 TINY TRIMMER One hand operation. 


> 
—/ 
ON30 ‘5 
"MINNIE I 
commento lid. 


| 


A reglazing job is not complete until the paint is 
trimmed around the sash. This new handy trimmer will do 


an excellent job. It has two blades, one for use on the ALSO OF COURSE, THE FLETCHER GLASS CUTTER 


inside of the window, the other on the outside. 
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“Big Capacity” 


calls for Ingersoll Discs 


Allis-Chalmers “Big-Capacity’’ 4-Disc Plow equipped with 26” Ingersoll Discs 


“Big capacity” is the big news in Allis-Chalmers’ new 

4-Disc Plow and 12'2-ft. Double Action Disc Harrow, 

designed to work with the Allis-Chalmers WD-45 tractor. 

Equipped with big, husky Ingersoll discs, these heavy- 

duty implements provide plowing and discing capacity 

far greater than their size alone would suggest. And that Sesmnall (ilen thatiindt cab eoitieiiiin Mlictinthhe 
means more acres worked better—at lower cost. Big Capacity” 12/2’ Dise Harrow 


All leading implement makers recognize the quality 
of Ingersoll discs. They know that Ingersoll discs—and 4 7 
only Ingersoll—are made of TEM-CROSS® steel to with- ngersoll Discs 
stand heavy impact without splitting or curling. Trea 
They know that Ingersoll discs are specially heat 
treated and tempered by an exclusive process for springy 
toughness, and resistance to abrasion. # 
And they know that Ingersoll discs are made to their n rsoll 
own specifications—to work best on their individual im- ema 
plements. PRODUCTS DIVISION 
To be sure of the same original equipment quality in SORG -WARER CORPORATION, CECAGO 43, RUNOS 


the replacement discs you sell, order Ingersoll discs direct EEE) Export Sales: Borg-Worer International 
from your own implement maker. 36 South Wabash Ave., Chicago 3, II! 


SPECIALISTS IN TILLAGE STEELS e WORLD'S LARGEST MANUFACTURER OF DISCS 
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